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Local No. 23 of the Amalgamated Union of Obstetrical Storks, recently intro- 
duced into Australia, after the first three weeks of active duty has now called an 
unconditional strike. 


* Storks, of course, are not troubled by 

Kangaroos as much as our artist has 
humorously indicated, above. The young are 
q Sound Values and Con- not born in the pouch, but are born like those 
of any other animal and then placed in their 
mother’s pouch. 


Whatever else comes out of the past few years through which we have 
been stumbling, out of the solutions that are being pressed forward for 
our economic problems, it seems that we are now facing the dawn of 
a steady increase in Mass Buying Power. 
sumer Satisfaction, heralded by an attention-commanding and interest- 
arousing advertising theme must be the practice of those Shoe Retailers 
who want to reap the harvest this means. Shoes of Kangaroo, more 
nearly than any other street and dress shoes in the medium-price field, 
offer the retailer the qualities and background necessary for such a 
program. f We have been proud of those dealers who in the 
past few years have been stressing shoes of Kangaroo, who have 
been using them for sales displays in windows and printed adver- 
tisements. We have been pleased to see these dealers reap their 
consistent profits, to see them build up a satisfied and “repeat” clientele. 
q We want to thank the Trade for the awakened appreciation it has 
shown for the merits of Kangaroo in 1933 and the preceding few 
years. But more than that, we want to wish retailer, jobber and manu- 
esate alike a Profitable Business in Shoes of Kangaroo for the 
uture. 


May 1934 be YOUR year! 


Australian KANGAROO tanned in AMERICA 


When writing advertisers please mention Boot and Shoe Recorder 
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I am recommending to our readers a little book bearing the title Obvious Adams, and written 
by Robert R. Updegraff. 


I know of no better way to start the New Year than to read the story of this chap Adams, 
and learn for yourself just how and why he acquired the nickname Obvious. 


My definition of the word obvious would be straight thinking. 
Unfortunately for the business world there has been but very little straight thinking during 
the past few years. 


In school we learned that “a straight line is the shortest distance between two points.” But 
in business we seem to have forgotten all about that rule—simple and obvious though it be. 


You’ve probably laughed at the cartoons of Rube Goldberg. 

Goldberg understands the errors and foibles of human nature and makes us laugh at them. 

He shows us, in his inimitable sketches, how difficult we try to make the accomplishment 
of anything—not how easy. 

To light a cigarette, he sets up a lot of silly machinery, attaches a cord around a cat’s neck, and 
sets off a firecracker under the cat’s tail. 


The subsequent activities of the feline in the case set the machinery to work, and ultimately 
the cigarette is lighted. 


All of which is a fair example of indirect thinking. 

The editorial policy of the Boor anp SHoE REcorDER is obvious—a policy of straight thinking. 

During 1934 we shall endeavor to serve our readers with an editorial program that will be 
safe, sane and simple. 

No circuitous route for us—we shall select a straight road leading to a definite goal, the attain- 
ment of which will mean better merchandising and better profits. 

“Shoes into Dollars, and Dollars into Shoes”—an obvious procedure as any good merchant 
can see. 

The decision to make 1934 a year of straight thinking, and straight merchandising will be the 
very best and most profitable New Year’s resolution you could possibly make. 


The same to you! 


pe ac 


President, 
BOOT AND SHOE RECORDER 
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EXTEND A HEARTY WELCOME 
TO THE N.S.R. A. CONVENTION 


ST. LOUIS, JAN. 7#4# TO 107H + + » ROOM 301 STATLER HOTEL 










Here you will find a warm welcome and an inter- 


esting display of our new Spring lines. 


You are also cordially invited to visit our sample 


and stock rooms, located in the International | 


Shoe Building at 1509 Washington Avenue. ; 


QUEEN QUALITY SHOE CO., ST. LOUIS m DOROTHY DODD SHOE CO., ST. LOUIS 


Branches of International Shoe Co. 


NATIONALLY ADVERTISED IN 
WOMAN‘S HOME COMPANION * DELINEATOR * 










LADIES’ HOME JOURNAL HARPER’S BAZAAR 











When writing advertisers please mention Boot and Shoe Recorder 
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THE VOICE OF THE TRADE 


ATIONAL recovery begins 
| \ with the retailer—not ends 


there—for the ultimate 
sale of goods is a retail function 
whether it be a dynamo or a danc- 
ing pump. President Roosevelt has 


told the nation that the purchase of 
consumer and capital goods results 
in reemployment, wages and a firm 
foundation for a new prosperity. 
We repeat, recovery begins with the 
retailer for he is the selector and 
distributor of all goods and upon 
him rests the true progress toward 
trade prosperity. 

The ally of the retailer is the 
manufacturer and every retailer will 
be proud to acknowledge the kin- 
ship of trade. The NRA ranks the 
boot and shoe manufacturing in- 
dustry among the first seven indus- 
tries in America to learn the art of 
functioning collectively under the 
codes. 

We telegraphed these leaders in 
the trade for messages as to the 


part the-shoe industry can play in 
national recovery in 1934 as a 
means of leading trade thought into 
profitable and progressive action. 


* *% * 


EORGE MILLER, I. Miller & 

Sons, Inc., Long Island City. 
—‘Shoe manufacturers are endeav- 
oring to give retailers of America a 
more modern service and greater 
values so that they can play their 
part in national recovery. Retail- 
ers must understand that in order 
to sell a given product they must 
have enthusiastic and well informed 
sales organization, backed by well- 
balanced stocks and _ progressive 


C7. QUALITY ONLY 
Wh 


| a 
promotion. Consumers want to be 
sold quality merchandise but they 
are more critical in their selection 
and recognize standards of value. 
Our opening Spring business very 
encouraging.” 

* * * 

ILTON S. FLORSHEIM, 
Florsheim Shoe Company, 
Chicago, I1l.—‘Business is gradu- 


ally improving. Nineteen Thirty- 
Four will in our opinion be much 
better than Nineteen Thirty-Three. 
Money is being gradually distrib- 
uted—gaining velocity, and_busi- 
ness must improve. Retailers can 


| WANT WHAT | WANT 
ee) WHEN! WANT IT 
oe. 
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do their part by observing the NRA 


—keeping their stocks well assorted 


so they can supply the consumer 
with what he wants.” 


* * * 


E. FREEMAN, Freeman Shoe 
* Corp., Beloit, Wis.—‘Busi- 
ness strategists will study the De- 
pression of 1929-1933 as the Water- 
loo of medieval merchandising. 
Other depressions may occur... 
as they have in the past . . . but 
this one will remain the classic. 
“Like Napoleon . . . some shoe 
retailers have learned their lessons 
from this depression . . . but too 
late. They have not survived. 
“But to those thousands of shoe 
retailers who are climbing back to 
shore from an ocean of red ink... 








this is a clarion call to arms... . 
a challenge to all who would go 
back to the slip-shod merchandis- 
ing methods of the past. 

“The call for a “New Deal” has 
been answered . . . with an orderly 
economic revolution . . . with a 
series of the most progressive and 
popular changes this country . . . 
or the world . . . has ever seen. 
There is no turning back for Amer- 
ica... or for American business.” 





ALKER T. DICKERSON, 
Walker T. Dickerson Shoe Co., 


Columbus, Ohio.—“Live up to your 


code. Five small words the nation 
through Government has _ substi- 
tuted for the old-fashioned golden 
rule so inhumanly violated by the 
flexible conscience of rugged in- 
dividualism. Civilization would 
perish with riches for the few and 
poverty for the many. Our people 
through governmental control are 
succeeding where society unre- 
strained had failed in marking the 
line to distinguish benevolent am- 
bition from personal greed when 
applied to commerce, industry and 
toil. Continued progress in 1934 
depends upon ‘Live up to your 


Code.’ ” 


* * * 


OHN S. KENT, Jr., M. A. Pack- 

ard Co., Brockton, Mass.—‘“‘We 
all expected too fast results from 
the NRA. General opinion now is 
that it is accomplishing improve- 
ment in all lines of business and 
the ball will roll faster in 1934. I 
find shoe retailers have more opti- 
mism and confidence for 1934 than 
for the past four years.” 


a * * 


A. MILLER, H. C. Godman 

* Co., Columbus, Ohio.—“Op- 
eration of shoe industry under code 
will eliminate number of evils that 
have been detrimental to entire in- 











BOOT 


dustry. Operation under code gives 
business better tone and raises 
standards to healthier and more 
equitable levels. Beneficial effects 
upon business will become pro- 
gressively more evident during 
1934,” 
* * * 
F. JOHNSON, Jr., Endicott- 
* Johnson Corp., Endicott, 
N. Y.—The firm foundation of the 
shoe industry and the courage of the 
men in it, especially retailers, will 
play an important part for national 
recovery in 1934. Closer coopera- 
tion between retailers and whole- 
salers, combined with maintenance 
of proper price levels and business 
ethics in all lines, will aid greatly 
toward this. Our company will co- 
operate and support national re- 
covery one hundred per cent.” 


* * * 


LFRED W. DONOVAN, E. T. 
Wright & Co., Inc., Rockland, 
Mass.—“Despite minority criticism 
which accompanies major opera- 
tions I am confident that the shoe 
industry has benefited under the 
NRA and that 1934 will show con- 
tinued upturn with greater demand 
for quality merchandise. Our 
greatest opportunity unquestionably 
lies in our continued support of the 
principles of the codes of our in- 
dustry.” 





OGER A. SELBY, Selby Shoe 

Co., Portsmouth, Ohio.—“For 
first time in its history because of 
uniform basis of minimum wages 
and maximum hours, industry has 
eliminated unfair competition. Fur- 
thermore, with Government backing 
through NRA, to enforce justifiable 
reforms, genuine progress can now 
be made toward raising the indus- 
try to the level where manufacturers 
and retailers can take greater pride 
in their products, pay a fair return 
to both labor and capital, and 
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through resulting increased pur- 
chasing power, make their definite 
contribution toward recovery.” 
* * * 
W. COOK, A. E. Nettleton 
* Co., Syracuse, N. Y.—“This 
wonderful country of ours is going 
through a social economic and po- 
litical readjustment and to such an 
extent that it is freely termed revo- 
lutionary. Under such conditions 
we are all affected individually and 
collectively and we must each draw 





our own conclusions as to whether 
we are to be benefited or hurt in 
the resulting situation. We are op- 
timistic and believe nineteen thirty- 
four will be a big year. We are 
determined to do our part in help- 
ing the administration put over its 
program successfully.” 


* * * 


IR ISADORE SALMON, M. P., 

the great business executive and 
Chairman of J. Lyons & Co., Ltd., 
London, who, when the depression 
was at its worst, produced profits 
reaching a record figure, suggests 
the following rules for all mer- 
chants to follow in 1934: 

“The public purse must be 
studied. 

“There must be unceasing con- 
tact with the conditions prevailing 
among those to whom you sell. 

“New products must constantly 
be evolved but they must be care- 
fully tested before large scale pro- 
duction. 

“Salesmanship should be inten- 
sive and regular. 

“The best materials must be 
bought in the best markets. 

“Waste must be avoided. 

“Public demand must be antici- 
pated. 

“Regular selling persuasion must 
be made by advertising, always re- 
membering that the goods sold must 
be kept up to—and indeed go be- 
yond—the standard the buyer has 
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tisement.” 
* * + 


T. PEDIGO, Pedigo Lake Shoe 

* Co., St. Louis, Mo.—“Concen- 
trated action by retailers on imme- 
diate and ample preparation for 
overwhelming appeal in new style 
types of quality footwear for early 





Spring of 1934 showing, backed by 
aggressive merchandising campaign 
on merit, will inspire consumer buy- 
ing confidence and accomplish 
widespread impetus to whole indus- 
try since action always beats hop- 


ing.” 
* * * 

ODES aren’t new, as has oft 

been remarked of late, for the 
Cordwainers & Cobblers Company, 
which was incorporated under an 
act of Parliament, was of the na- 
tional recovery sort, four centuries 
ago. It gave its members “power 
to restrain the making of boots and 
shoes after a preposterous fashion 
under a penalty of twenty shillings, 
and to put a stop to Sunday and 
holy day trading by similar mulcts 
and fines, or in lieu thereof, im- 


prisonment.” 
* * * 


HARLES E. EVERLY, D. S. C., 
Oklahoma City, Okla., says: 
“Oklahoma! What a fertile field 
to explode that old theory that all 
Indians have good feet. They un- 
doubtedly enjoyed that distinction 
until the inroads of civilization de- 
nied them the privilege of wear- 
ing moccasins and forced them to 
wear the White Man’s shoe. Today 
it is the exception rather than the 
rule to find an Indian with perfect 
feet. They are ‘blessed’ with corns, 
calluses, nail inversions, metatar- 
salgia, etc. The White Man has 
educated and initiated the Indian 
into wearing shoes that we, in our 
every day life, acknowledge to be 
‘nice looking’ but they are shoes 





been led to expect from the adver- 
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that are made with reckless disre- 
gard for the anatomy of a human 
foot. Therefore I say, the Indian 
has made his last stand against 
civilization and has lost.” 


* * * 


ECHANICALLY speaking. 

“Walking requires accurate 
adjustment and the finest calcula- 
tion to maintain the dignity, proper 
attitude, equipoise and balance of 
the body,” and it may be added 
that it also takes a pair of good 
shoes fitted right. 

One of the wonders of the foot, 
of tremendous importance to the 
welfare of all pavement pounders, 
is that its arches are made of a 
series of small bones intricately, 
yet smoothly jointed together, a pro- 
vision of nature most fortunate for 
human locomotion. 


* * * 


X. McNAMARA, sales man- 
* ager, Granite State Shoe Co., 
Portsmouth, N. H., says: 

“To the woman a shoe must first 
please the eye. Second, and equally 
important, comes fit—which is, how- 
ever, taken for granted through the 
reliability of service. I find there 
is a marked tendency for light, airy, 
open shoes. As for colors, I find a 
good call for browns as well as 
blues and greys, with black leading. 
I feel the woman who has the money 
is willing to pay more for better 
quality.” 








OSEPH BERIG, sales manager, 
Stone-Tarlow Co., Inc., Brock- 
ton, Mass., says: 

“Black and whites will lead the 
field for Spring, with probable 
strength for white bucks. I don’t 
think the retailer is loaded with 
left-over sports stock; and think 
this is the proper time for the re- 
tailer to buy. I have noted a sub- 
stantial increase in the sales of 
brown shoes.” 


* * * 


AJOR RAINEY, sales repre- 
sentative, Diamond Shoe Co., 
Brockton, Mass., says: 

“T feel that prices will be firmer, 
forced by increased costs, not only 
of materials, but through the pres- 
ent day’s efforts in cooperating 
with the NRA. I think conditions 
in general will improve. On our 
women’s shoes, scuff types, and 
rough surface leathers seem to lead 
the popular demand in spectator 


types.” 
* * oa 
EON KNIPE, sales manager of 
Knipe Bros. Inc., Ward Hill, 
Mass., says: 

“Our best seller has been the 
black calf medium toe oxford. We 
have noted an approximate 10 per 
cent increase in brown shoe sales. 
In the Spring we feel that all whites 
will be in most demand, for our 
grade, with black and whites a close 
second.” 
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“GRAHAM HUNTER- 


Nearsighted Sales Manager: “Hmm! That’s a splendid showing for this quarter.” 
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and 


LEISURE FOR PLAY 


By ARTHUR D. ANDERSON 


Editor, BOOT AND SHOE RECORDER 


WO outstanding objectives for 1934: Wages for 
work and leisure for play. In these seven words 
you get a key to shoe retailing for the coming year. 
The codes have had much to do with making work 
hours more compact, thereby releasing leisure for play. 
The old indefinite wage day was a sloppy go-as-you- 
may system, after all. It made many generations of 
workers and business men resign to the philosophy of 
“live to work,” with everything else incidental. Work- 
life was the important part of existence—one’s home— 
one’s friends—one’s activities—were built about the 
shop and the office. 
But a significant change is in the making—limita- 
tion of work hours, as enforced by the codes, will give 
sharp definition to the work day. The worker will 





put all his energies into the task at hand, for it means 
a reward in the wage. The shoe merchant will find 
that the worker will need shoes for the job—service- 
able and useful, rather than nondescript footwear. 
Work shoes for work. 

With the Spring and Summer soon to come, we will 
have a testing of the possibilities of the sale of foot- 
wear for leisure and for play. The hours released from 
the shop and office will be consumed in some sort of 
energy, and the hope is that it will be a shoe-using 
energy. Shoes may play a very fortunate part in the 
new American leisure, for use-energies combined with 
fashion tendencies mean more types of footwear. 

Outdoor energy is a factor in increasing the variety 
and type of footwear. The sport shoe has played its 
part well in the last three Spring and Summer seasons. 
But for the introduction of the restrictions on hours in 
the codes, there would have been a possibility of an 
over-stimulation of sport attire—particularly footwear, 
which might have menaced the sale of sport shoes this 
coming season. 

With compulsory leisure, the cult of sunshine, and 
robust interest of Americans of all ages to play a part 
outdoors, there is every expectation of the greatest 
sport shoe season ever just ahead. 
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Two Powertul Forces 





to Stimulate Sales of 
Shoes at Retail in 1934 


Illustrations are from four murals by the celebrated French painter, O. D. V. Guillonnet, in the new 
Wanamaker Men's Store, Philadelphia, symbolizing outdoor recreations of Spring, Summer, Autumn 
and Winter 


The proper proportioning of stock of regular shoes, 
orthopedic shoes, and sports type shoes, is of supreme 
importance in the selections to be made in January 
and February of the Spring and Summer ahead. For if 
these two powerful forces are to be made productive of 
retail sales, they must be thoroughly understood prior 
to the season’s opening. 

The American public will have more time on its 
hands. It will have more money—even though that 
money may be in the lower wage brackets. The mini- 
mum wage groups got the first break from the NRA. 
As business progressively improves, there is reason to 
expect increases in salaries in the higher groups. By 
Springtime, people in the lowest wage brackets will 
have their feet on the ground—having paid off the 
butcher’s the baker’s and the landlord’s past indebted- 
nesses—so that new money can buy new goods. 

Study first the purchasing power of the lower wage 
groups. What do they need? What do they want? 
What can you sell them? What are they wearing in 
their work time? What are they doing with their spare 
time? Where are they shopping? What new things are 
they interested in? How can you bring them into the 
store for new shoes and possibly better shoes? The 
important store thinkers in this country are tackling 


this problem of wages for work and leisure for play 
as the great factors for sale promotion in 1934. 

Last Fall, with naive optimism, many a merchant 
over-gaged the purchasing power of the average cus- 
tomer. He raised the prices too soon and too high and 
failed to move the goods in the first Fall selling. It 
would be folly to approach a new Spring and Summer 
with the over-caution that comes from burning one’s 
A shortage of new shoes 


fingers six months before. 
with new selling ideas might spoil the first quarter of 
1934. 
—in new goods and new ideas. 

Now is the time to gage the buying power, desires and 
needs of a rapidly-changing state of mind of an Ameri- 
can public, on the road to recovery. 


In the Springtime a merchant needs to venture 




















Each window a stage, with 
shoes as actors in the plot 
to please the customer and 
lead her into the store. See 
how easy it is to change a 
window, for a coat of water 
paint in the evening sets the 
stage for a fresh trim next 
morning. 
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YOUR STORE for 1944 
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UDACITY itself! A new store when the depression 
was in its depths—a new store plan so different that 
it is revolutionary in its change from the square or box 
store of the past to the circular, streamline store of 
the future. 

J. Harold Slater, vice-chairman of the New York 
Retail Code Authority, and of the firm of J. & J. Slater, 
spent his vacation this Summer near the shore of Lake 
St. Catherine, in Vermont—a circular jewel set in the 
green hills. The secret of the lake’s charm was in the 
fact that, as you kept turning and turning, the vista 
became more restful. 

Upon Mr. Slater’s return to New York, he found that 
the idea of a circular store held great possibilities in 
a commercial setting—unconsciously pleasing to the 
eye of the customer seated within that store. In a few 
months the store materialized—a dream of nature in 
a New York setting—Madison Avenue, half a block 
away from Fifty-Seventh Street. You are welcome 
there any time. 

In the month of December hundreds of people en- 
tered the store to get the thrill of something new. But 
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in 1934 —-—-with a Touch 


first, let’s look at the front—beige stone made from crushed 
stalagmite—that calcareous stone which grows on the floor of 
caves from the drip of water. When pressed into stone form, it 
retains a creamy beige color. Result—a store front conspicuous 
on the street. 

The bronze enameled name-plate over the door, in a Spanish 
red color, to serve later as the accent color throughout the store. 
The window boxes were built in true proportion, high enough 
from the sidewalk, to give the effect of a stage setting. There 
are changeable floor and back drops, to increase display pos- 
sibilities. 

Now, let’s enter the store. The carpet foundation is in Spanish 
tile red and is backed and set in a Latex base, making it one solid 
piece. If a cigarette burn or a stain soils the carpet, a six inch 
piece can be cut out and refitted so that the change would never 
be known. 

The walls are a cream or putty shade, and the ceiling, light 
cream. Tulip columns control the light, which is thrown di- 
rectly upon the reflecting ceiling. A surplus of light was ar- 
ranged so that it can be tamed down to the time of the day. Three 
immense mirrors, equi-distant from one another, give the effect 
of increasing the size of the store; but what is more important, 
the mirrors are unframed at the floor so that the customers can 
see themselves as others do, without looking over the framed 
threshold. The jewel cases set into the wall have no glass fronts. 
Light from a shaded background emphasizes the shoes. 










of 
GENIUS 




























Henry W. Tuttle, architect 
for the new J. & J. Slater 
store in Madison Avenue, 
New York, says: “The store 
is modern, but not in any way 
modernistic. We have never 
lost sight of the fact that 
merchandise is a thing to be 
displayed.” Simplicity, rather 
than elaboration, has been 
made the keynote. 
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Its Style Show Season and 
SPRING SHOES SPARKLE 


O you notice how we have divided the Spring shoe fashions il- 
D lustrated on these two pages and the two that follow? Into low- 
Act I: The Part That High heel types and high-heel types. For that is the way, we believe, a 
‘ Heels Pla woman’s mind will work this season. She may wear high heels on a 
y country club porch and low heels in town. The city limits are no longer 
the dividing line between heel heights. Nor is five o’clock, for that 
matter, the time limit, for she may step from an 18/8 daytime shoe into 
a 12/8 evening slipper. 

In high heels, as in low heels, it’s the open tie that turns shoes into 
dollars. But what a range this tie shoe can have! All the way from a 
knock-about pattern to go with a tailored suit, to an exotic sandalized 
oxford to wear with a dinner dress. Even a sandalized pump (do you 
see it—fourth pair from the left?) has a ghillie tie lacing for detail. 

What about the glove-fitting shoe? It’s the new thought. The coming 
shoe. To be introduced for Spring. To be featured for Fall. Gore 
fastenings, we believe, are the next step forward from open lacings (we 
are showing two, in the first and fifth shoes). But let’s keep them a 
little in the background, waiting for their cue, until laced effects have 
had full play. 

How about the open toe in high-heeled types? It’s in the picture now 
as a high style evening shoe—even in the middle of the Winter. In in- 
tricate, strip effects it will come more to the front as the Spring comes on. 

—— It may never get beyond “the window” shoe stage in your store, but it 
should be in the window, anyway—and soon. 

The smartest way to launch this 1934 sandal fashion is to feature a 
pattern two ways—with open and closed toes—in both street and eve- 
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RUTH HARRINGTON previews fashion’'s 
premiere for BOOT AND SHOE RECORDER 

























BEFORE THE FOOTLIGHTS 


ning combinations. Carry sizes in the closed toe, with only samples and 
special orders, perhaps, in a very open effect. Register the idea now and 
set the stage for more open shoes later on. 

The familiar trio of colors—black, brown and Navy blue—dominates 
the Spring scene. Brown starts out dark for mid-season and lightens 
up for Easter into the Biscay range. Navy blue, finally committed to the 
purple cast, promises to be a close third, though from the costume in- 
dications now, we may expect some falling off from last year’s sales 
in favor of the browns. 

Fabric shoes make their early appearances in tailored brown or black- 
and-white mixtures, warming up for later selling in new linen weaves, new 
meshes, new piques, combined with leather. 

The neutral colors—gray, string-beige, and an occasional taupe—are 
at their best in scuffed and other novelty grained leathers, and for two 
good reasons: Neutral shoes go well with the mixture woolens of spring 
tailored clothes. Textured neutrals are infinitely easier to match than 
smooth ones. The play of light and shade ori a patterned surface makes 
contrasts less conspicuous. 

In these printed leathers, the highlight materials of the Spring story, the 
type of print chosen can spell the difference between tailored or country 
shoes and day-long types for town. A heavily embossed pattern that’s 
smart for one will be too coarse grained for the other. Smaller prints, 
as developed for Spring, give new interest to more refined patterns. There 
is a grained texture this year for every mood in shoes, from the most 
sportsmanlike to the most formal. 























S the season progresses, toes, as 
A well as heels, will get their 
share of attention. We have high- 
lighted the sandal in a separate il- 
lustration on these pages for two 
reasons—it’s both low heel and 
open toe. This type of shoe is be- 
ing introduced as an evening slipper 
this Spring. (What a boon to the 
woman taller than her partners!) 
And it will gradually work its way 
up to a Summertime item for all 
around the clock. 

Reviewing the other patterns on 
these pages, you see open lacings in 
half a dozen different expressions. 
They all show their ghillie origin. 
But they have come a long way 
from that classic country shoe. 

The most important type of all, 
as we see it, is the shoe at the lower 
left. For all-around appeal, the 
open throat tie with this open lac- 
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NOW ‘THE 

















ing is the 1934 Shoe of Shoes! The 
most interesting idea in lacings is 
the open shank ghillie effect on the 
right-hand page, more difficult to 
wear, but novel in its treatment. 
The Zipper oxford in the right 
hand corner is a clever derivation 
from the bicycle shoe. And for the 














rest we have oxfords. We have an 
| occasional step-in. We have a 
broad, low-riding strap shoe. The 
monk shoe is still with us. So is 
the T-strap, newest when coupled 
with two buckled side straps, as in 
the pattern just above our dachs- 
hund’s ear! The tendency in all 
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CURTAIN RIS. 
THE LOW HEEL PICTURE 
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these models is a higher riding line. 
But all of them are “airified” by 
perforations or lightened by cut- 
outs for Spring wearability. 

Look to your lasts in these low- 
heeled types. The last can mark 
the difference between low-heeled 
shoes intended for town wear and 
low-heeled shoes for the country. 
The last can also distinguish a 
woman’s shoe from the co-ed’s 
choice. There is a place, then, for 
a more refined, narrower type of 
last, modeled on English custom 
lines, in decided contrast to the 
round-toed collegiate shoe. There 
is a place, too, for a last with a wide 
outer swing, especially adapted to 
cpen toes. The important thing 
about low heel types this year is 
their appeal to all ages of women 
for all occasions. 
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MORE STYLE SPEED 


Spring Lasts Are Stream- 
lined, New Refinements Are 
Added and a Larger Pro- 
portion of Browns Appear 
as Manufacturers and Mer- 
chants Plan for Most Promis- 
ing Spring Season since 1929 


ATCH the early Spring trends in men’s 

shoes, for the changes which are in the 
wind will be the direct cause of many extra 
pair sales. 

Buyers have indicated that they intend to 
show their Spring shoes early; that they are 
to hold a very short and sweet sales period—if 
any—so, therefore, they are grooming a few 
shoes which, through newness alone, should 
bring men into their stores. Men who will 
pay full price, and not insist on buying at sale 
prices. 

A check-up on orders placed thus far for 
Easter and pre-Easter selling reflects the de- 
cided belief on nearly every buyer’s part that 
browns will be a comparatively easy seller. 
Buyers are placing orders for either all-brown 
or two-brown tones and for five to twenty-five 
per cent more browns than they did last year. 
Even in the shoes being sold in the lower 
priced brackets, this same proportion holds good. 

For several seasons an attempt was made to 
style men’s shoes by means of stitchings, or 
else to make perfectly plain models in an at- 
tempt to get away from pinkings and perfora- 
tions. This Spring, the tendency is back to 
perforations and more perforations. It is. felt 
that as the season progresses and sport shoe 
selling gets under way in earnest, this trend 
toward perforations will be even more pro- 
nounced. 

A swing toward narrow toe custom lasts is 
being evidenced in all grades and in nearly all 


In the sport shoe, at the top of this page, 
the quarter overlaps both the heel foxing 
and lace stay plug, giving a new appearance. 
The short coupled effect, as developed on 
the new narrow toe custom last, is shown 
in the middle. A restricted seller in a limited 
field. Many of the young fellows are still 
wearing a fairly full toe, like the shoe in the 
lower illustration, provided it is styled to 
their liking. 
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FOR MEN'S SHOES 














































By 
HARRY R. TERHUNE 


Field Editor 
BOOT AND SHOE RECORDER 


parts of the country. That’s logical enough in 
a season ‘when we're streamlining everything, 
from motor cars to ladies’ gowns. One good 
last is made to serve many style purposes. It 
may be detailed with a very full spade shank 
or a very close edge. It may have any one of ~ 
the several degrees of sole trimming, with each 
one looking entirely different from the other. 
And all light weight shoes for early Spring 
selling, too. 

One shoe which offers strong possibilities in 
those stores which know how to sell and which 
specialize on shoes of this type is the Blucher 
built on a narrow toe custom last. This shoe, 
developed in the rust or “Bourbon” shade, is 
touted as a real money maker by the ones who 
have a trade for a shoe of this character. 

Right now the short coupled last is being con- 
fined to the medium and higher grades. This 
shoe is seldom perforated, as it is considered 
mainly a big city style. 

Straight heels, as developed on riding boots, 
are being shown in a few lines. This shoe is 
rather hard to make, as special counters are 
needed to give the right fitting qualities. 

Bal or seamless patterns have had a rather 
tough experience due to the difficulty in get- 
ting them to lie right on the foot. Many model 
makers have overcome this defect, and now buy- 
ers have one more pattern to play with. A 
good variation of the seamless pattern in the 
¢ Blucher also offers interesting possibilities. So 
there’s style a-plenty in men’s shoes for Spring. 





After several successful years of selling in 

women’s shoes, the pattern at the top of this 

page is shown for Spring in the men’s lines. 
It has excellent sport possibilities. 


The seamless oxford, shown in the middle, 
is again being groomed as a high style propo- 
sition. Same general lines are followed in the 
Blucher. A three-eyelet tie is the newest 
dress shoe fancy. This has a very light weight 
welt or cemented sole. 



















































The plain toe pattern with the outside 
lace stay will be sold in various leathers 
and combinations this Spring. The 
second shoe illustrated shows a last 
over which many rough leathers will be 
successfully sold. A rocker bottom, 
medium toe (next to the bottom), has 
been freely bought in brown calf and 
elk finish. And then, moccasins and 
more moccasins. Plain vamps, punched 
vamps. Moccasins lined throughout 
and unlined. Leather soles, rubber 
soles, composition soles. A great 
moccasin season. 
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JUNIOR STEPS OUT 


IN 
STYLE 


Enterprising Merchants and 
Manufacturers See a Chance to 
Build Better Business by Giving 
Brother and Sister Shoes Every 
Bit as Exciting—from a Fashion 
Angle—as Their Elders 


MAJOR ATTEMPT is being made by for- 

ward looking children’s shoe manuufac- 
turers to make their product more salable 
in the eyes of the younger boys and girls. It 
is felt in some quarters that the job of styling 
shoes for the boy and for his younger sister, who 
wears the 12 to 3 run, has been neglected. 

For the coming Spring season, makers of a 
number of lines of shoes in the foregoing groups 
have given sincere thought to the need of doing 
a genuine style job. 

In the boys’ lines these distinct tendencies are 
noted: More browns; decidedly more all whites; 
more new lines in the higher price brackets; 
more features built into the boys’ lines; a con- 
siderable drift away from stock shoes on the 
part of numerous larger users. These buyers’ are 
paying very close attention to the details of their 
boys’ lines. All this thought and activity on the 
part of buyers and manufacturers sounds good, 
for unless they felt that there was immediate 
business to be had, they would not be devoting 
so much attention to the style and feature angles. 

Custom lasts are now the real volume sellers 
in most boys’ departments. Following this is the 
medium round “rocker” last, while the popular 
French last of two seasons ago is a very poor 
third. 

All indications are that grains will be very 
good for Spring selling. Genuine seal will lead 














in the better grades, than for the more popular 
priced field, there will be many seal grain fin- 
ishes on calf and reversed calf. 

All white shoes will closely follow the men’s 
trend. Genuine white buck will be in the top 
grades only on account of the price, while the 
white elk finishes will be very strong. 

Very few “doggy” types will be sold, even 
in the small communities. Detailing now calls 
for decidedly more dignified footwear. And 
while this detailing follows the men’s styles, it 
still retains a youthful appearance. Sharkskin 
shield tips are again rated as a number One 
proposition. 

For every day wear, moccasins will still be the 
one best seller in many a store, especially those 
made of elk finish leather. 

In the grading up of the boys’ lines, buyers 
are taking all the fine features of their top grades 
and incorporating the best talking points, such 
as ventilated full kid linings. They are playing 
these selling points to the fullest extent. 

No doubt the one best selling shoe in girls’ 
departments will be a perfectly plain Blucher 
oxford with a creased vamp. This conservative 
shoe is being bought in plain service leather and 
elk finishes, yet it is livened by new patterns, 
so that it has a brand new look. Metal eyelets 
are being added by some makers as a smart style 
note. 

Buyers realize that they have been neglecting 
their 12 to 3 girls’ run of sizes shamefully from 
a style angle. In order to strengthen this im- 
portant store unit, the children’s lines which 
they are building for Spring show direct in- 
fluence of the coming young women’s fashions. 
These lines reflect considerable thought and 
should be the means of stimulating business con- 
siderably. 

These children’s shoes will be styled through 
the adding of many little dressmaking touches 
which will take them out of the general run and 
put them in the desirable type that kiddies will 
love to wear and mothers will be proud to buy. 

A few of the highlights seen on order sheets 
are: Little reptile shoes which wear well and 
require little or no cleaning; all the rough 
leathers so popular in the younger women’s line, 
even to the genuine seals and pig; the trimming 
of rough finishes with smooth leather in digni- 
fied effects. Then there are new ideas in com- 
bining dress shoes and play sandals soAhat the 
elk finish play shoes are styled with pg 
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A school shoe that is somewhat dif- 
ferent, due to the novel lacings on the 
vamp and quarter, is shown at the top. 
It is produced in various leathers. 
Rough leather straps, second shoe, have 
even stronger sales possibilities than 
oxfords, according to some buyers. A 
patent leather strap, styled through 
the means of stitching and small per- 
forations, is the third shoe shown. 
It is the contrasting lacings which give 
the fourth shoe its style lift. Rougk 
leathers, seal, Mandrucca and Wg 
finishes will be most fayggt 
patte 
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ts Coming 


A pair of feet, pictured be- 
low, as they come from a 
pedicure by Peggy Sage. 


attention to her feet as she does to her face and 

her figure? Will a pedicure soon be as essential 
asa manicure? Will women exercise their feet as they 
do their bodies—and polish their toe nails as often as 
they do their finger nails? Will a well-formed, well- 
groomed foot be as much a mark of distinction as a 
good complexion? Is there a future, maybe, in this 
new field of beauty culture? 

We say “yes.” And we predict that this coming Spring 
and Summer will start the ball rolling. It’s something, 
right now, for shoe stores to watch, to promote, and, 
to a certain degree, to profit by. 

This new focusing on the foot is part of a funda- 


[ the time coming when a woman will pay as much 


BEAUTY 


mental movement in fashion. It’s the cult of natural 
lines, natural grace, the return to a Greek ideal of 
beauty. It’s the same impulse that brought in natural 
curves in corseting and clothes. It’s the spirit that 
fostered sun-bathing. First we had sunback dresses. 
Then backless bathing suits. Now a vogue for shorts. 
And, every season, more and more barefoot sandals! 

This Summer, from all the signs, feet will be more 
on exhibition than ever before. Part of the time at 
least, on the beach, every woman will go barefoot. 
Many women will spend half of their lives in shorts 
this summer. Some of them will wear open-toe sandals 
in the evening. There are whispers that toes may even 
be seen on the street. And if feet are to be so much 
in evidence, they must be beautified. 

There was a time when generous applications of 
bright red nail polish did the business. Then women 
began to see that it takes more than ten enameled toes 
to make an attractive foot. It has to be exercised. It 
has to be cared for. It has to be groomed. 


N upper Fifth Avenue a smart new beauty salon 

has just opened its doors. Jane Cloud’s specialty 
is face and figure treatments. But she starts every facial 
with manipulation of the feet. When she sells her 
preparations, she suggests a series of foot exercises. 
Taking care of the feet, she believes, is a basic prin- 
ciple of beauty culture. The idea clicked. It fitted in 
with current ideas. New York women are thinking 
about their feet. And other women will soon be fol- 
lowing suit. 

On 57th Street is the salon where Peggy Sage pre- 
sides. Her specialty, you know, is hands. She prob- 
ably knows more about how to make hands beautiful 
than any other woman in the world. But now Peggy 
Sage is also featuring feet. Her patrons come for 
pedicures as regularly as they do for manicures. They 
match their toe nail polish to their finger nail polish. 
They keep their feet free from callouses, nourished with 
creams, their legs smooth and firm, beautifully 
groomed. Of course, they are women of wealth and 
leisure. Not every woman can go and do likewise. 
But did you ever know any woman to go without what 
she really wanted—if she wanted it badly enough? 
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CULTURE for the FOOT 


What has all this to do with a shoe store? Quite a 
lot. It helps sell more shoes. More comfortable shoes. 
Better shoes. A woman can’t expect to wear ill-fitting 
lasts, or cheap leathers that draw, and expect to have 
smooth, lovely feet. It can’t be done. She can’t ex- 
pect to teter around all day in the same pair of high- 
heeled pumps and keep her feet in shape for the times 
she wants to show them. This new ideal of beauty, 
then, the beauty of the feet, has a good business angle 
for the man in the business of selling shoes. 

The steadily growing importance of low ‘heels in 
walking types shows how the wind blows. For several 
seasons comfort shoes have learned from style shoes, 
but now it’s right-about-face. Style shoes are learn- 
ing from comfort shoes. The desire for good-looking 
feet is one reason why. These low heels are not being 
made for the sub-deb age alone. They are wanted by 
Mrs. and Miss Average Smart Woman. And the more 
different kinds of shoes a store can sell, the better and 
the merrier! 

In promoting low heels and open sandals, these two 
high notes of the coming season, the shoe retailer needs 
help. He needs a good chiropodist and a good beauty 
specialist working with him. 


The 1934 open-toe sandal as 
designed and patent applied 
for by Pape. In bright col- 
ored suede, with its clever 
combining of T-strap and 
Theo tie motif, this is a shoe 
to make many women want 
more beautiful feet! 


It’s obvious that women are going to have trouble 
at first changing from low heels to high heels and back 
again. The calf muscles and heel tendons, shortened 
by constant pitching forward, are going to suffer. This 
difficulty may be a boomerang to the shoe store. But 
a chiropodist knows what exercises will limber the 
tendons and make them resilient enough to change about 
without difficulty. Why not work with a local chiropo- 
dist? Why not get him to suggest exercises for your 
customers? Why not get his cooperation in toning up 
your customers’ feet? 


GOOD beauty parlor fits into the picture, too. If 

you can recommend a salon where the right pedi- 

cure can be given, you will be rendering your customers 

a service. The selling of pedicure preparations in your 

store will also attract attention and may, in time, be- 
come a fairly important merchandising item. 

The whole thought of beauty culture for the foot, 
as it now stands, is very much in its first stages. You 
can’t measure its importance at the moment in dollars 
and cents. But we believe that anything that makes wo- 
men foot-conscious should be encouraged. For to be 
foot-conscious will mean also to be shoe-conscious. 
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Three Little Letters 
Spell the New Note 
in Merchandising 
Stockings 


BOOT AND 








N 1934 the hosiery password wilk be a small word with a 
big meaning. Fit is paPamount today. The emphasis now 
is on well-tailored, well-proportioned hdgiery. Surely all the 
world’s wives are tired of hosier}\stinted ‘gn silk and short on 
workmanship. And surely the tim@is ripé\for quality stock- 
ings with special fitting qualities. 
oie word of three letters is a naturalNin the 












hoe retailers’ 
is language. 





fit, of course, is elasticity. Make a 
of the needle bar, give it the right kind 


ing, there are other angles to consider, the angle of variations 
from the norm. Stockings for little women, big women. 
Women with narrow English feet or broad French feet. 

Just how far a shoe store can go in merchandising the idea 
of special fit, for women who differ from the average, varies 
with the size of the store and with its locality. There is a 
geographical angle, it seems, to selling stockings, just as there 
is in selling shoe colors or patterns. In Cleveland, Ohio, for 
instance, they tell us that extra-elastic tops are all the rage. 
In Richmond, Va., where the feminine population runs smaller, 
nobody gets excited at all about extra width tops! In some 
sections it will pay the retailer to carry an outsize foot in 
stockings, because its customers tend to 7A shoes. In Ten- 
nessee a 4B is a pretty big foot and a size 8 is just the thing. 


In the Upright Arrow—Three variations of the flexi- 
ble welt are shown at the top:—(1) The use of 
Lastex by Gordon, (2) The special elastic con- 
struction developed by McCallum, (3) The Phoenix 
Custom-Fit top. Below the band—two examples 
of garter-hold construction which insures fastening 
the hose always in the same reinforced sections, to 
prevent twisting as well as running. The Kayser 
stocking has buttonholes, to be used with or with- 
out special garters designed for underwear. Nomend 
uses wedge-shaped reinforcements. 
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HOSIERY IS FIT 


By RUTH HARRINGTON 


So far be it from us to recommend that retailers com- 
plicate their stocks and multiply their troubles—unneces- 
sarily. But on the other hand, you may find, if you give it 
some thought and research, that you are not giving your 
customers all the individual fitting service they really need 
and want. The hosiery mills and the hosiery markets are 
thinking more about fit than ever before. The subject is 
well worth the shoe retailer’s close attention. 

What about lengths, for instance? Do you find your 
customers asking for longer or shorter stockings than the 
average? If so, a number of mills have gotten this length 
problem down to an exact science. 


In the Horizontal Arrows—Stockings in three sizes 

by Belle Sharmeer are proportioned in width as 

well as length, for the small person, the average 
woman and the statuesque type. 


Three important details of foot flexibility are shown 
in the arrow below: (1) A specially knitted insert 
gives extra toe room in Van Raalte’s Flextoe stock- 
ing. (2) With Artcraft Magic Fit construction, 
hosiery sizes may be reduced to three. (3) The 
Accordeon band of the S. V. M. stocking takes care 
of quarter sizes in length and also of variable widths. 
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SHOES BEST RECOVERY INDEX 


What Comes After Severe Curtailment of Purchasing 
Power? Shoes Are Necessary Consumers’ Goods and 
Should Respond Quickly to the Stimulus of Recovery 


N unusual interest attaches to the statistical rec- 
A ord of the shoe industry at this time when a cer- 
tain measure of business recovery has already 
been achieved and the nation awaits the outcome of 
the further extensive governmental measures. For the 
shoe industry is not merely a relatively stable consum- 
ers’ industry, but is also one which tends to reflect 
changes in general business activity. The reasons for 
this are not difficult to find. Shoes are consumers’ 
goods, a basic necessity, which, as the last four years 
have shown, are more steadily consumed than perhaps 
any other major article of commerce. Changes in pur- 
chasing power are rapidly reflected and even forecast 
by the shoe industry. The chart comparing business 
conditions and shoe production shows a remarkable and 
little known fact. During the course of the depression 
there have been rallies, periods of moderate improve- 
ment. Invariably the volume of shoe production has 
indicated these periods of recovery. In each of the past 
three years, from 1930 to 1932, a sudden expansion in 
shoe production occurred with each sign of business 
improvement. Similarly, the temporary nature of these 
rallies was equally well indicated by decline in the 
index of shoe production. An excellent case in point is 
the rise and fall of the shoe index in the fall of 
1932 which indicated only too clearly the course of 
general business at that time. 


It is, therefore, of extreme interest to examine the 
statistics of the shoe industry at this time. Shoe pro- 
duction has risen rapidly in 1933; the total volume for 
the year will probably be well near the average of 
pre-depression years. An examination of the trend of 
per capita production and demand is necessary in 
order fully to understand what this increase means. 

In the Dec. 31, 1932, issue of this magazine there 
was published an article dealing with the per capita 
demand for shoes. That article surveyed the growth 
which took place between 1880 and 1909 and the sub- 
sequent leveling off since that time. . 

The method followed in estimating demand for any 
year was to take “a two-year moving average of pro- 
duction and imports,” and then adjust “this figure by 
deducting exports.” This method was “based on the 
assumption that consumption follows a smoother trend 
than production and that a high production one year is 
usually offset by curtailed production during the fol- 
lowing year.” 

This procedure, however, while unquestionably rea- 
sonable in a study showing general long time trends 
and changes in trend, may not be desirable when one 
is taking a shorter view, a close-up, of near-time 
occurrences. As pointed out in the article mentioned 
above, no accurate measure of shoe consumption is 
possible because of the distinct lack of workable mate- 
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rial. If it were possible to measure changes in shoe 
inventories in the hands of manufacturers and dis- 
tributors it would be easy to tell to what extent pro- 
duction exceeded or was exceeded by shoe consumption. 
Since this is not possible, other means must be used 
to arrive at an approximation of demand. 

This study is primarily interested in what has been 
occurring during the past few years, the depression 
years. In it an attempt will be made to compare output 
with what little is known or can be assumed about 
demand. 

In the first place it is obvious that since 1929 there 
has been a very severe curtailment of purchasing power. 
It is not unlikely that in 1933 purchasing power has 
been even less than in previous years, despite some of 
the optimistic reports of recent months. This lack of 
cash with which to buy goods has undoubtedly affected 
some items much more than others. Nevertheless, even 
the most essential of necessities have felt the depression 
not only in shrinking dollar value of sales, but also in 
actual physical volume. 


HE roughest measure of this is the information 
available on production. When an industry as 
essential to a community as the shoe industry cuts its 
production from 361,402,000 pairs in 1929 to 304,- 
170,000 in 1930, it is probable that much of that reduc- 
tion has been caused by a falling off in demand. 
The following table gives actual and per capita pro- 
duction of shoes from 1929 to 1933: 


Actual Shoe Production Per Capita Production 


1929 361,402,000 2.98 
1930 304,170,000 2.48 
1931 316,240,000 2.54 
1932 313,290,000 2.49 
1933 (Est.) 340,000,000 2.67 


It will be noted that production per capita during 
1930, 1931, and 1932 remained at an almost constant 
level despite the probable decline in demand and a re- 
ported cleaning out of inventories. /t is now estimated 


WOMEN’S AND MISSES’ SHOES 
PER CAPITA PAIRS 
- - - 3.4 


CONSUMPTION 





— 22 
1930 ion 1932 1933 1934 


Areas in white indicate the gap between normal con- 
sumption and recent production. Here lies the market 
for progressive increase in sales and manufacturing as 
purchasing power increases and prosperity returns. 
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that production this year will amount to over 340 
million pairs since available figures show production 
for the first 10 months as slightly over 300 million. 
The 1933 output then will be at the approximate rate 
of 2.67 pairs per capita, or an increase over 1932 of 
about 7 per cent. And yet what information is avail- 
able indicates that volume sales of shoes in 1933 were 
less than in 1932. 


HAT is the current situation for which several ex- 
planations are possible. The large 1933 output is 
certainly in part caused by an anticipation of inflation 
and perhaps by a need for replenishing depleted stocks. 
It may also be due, of course, to a misjudgment of 
demand. If the latter is true, production in 1934 will 
tell the story. As for the fairly constant level of per 
capita output in 1930, 1931, and 1932, in the face of a 
probable decline in demand, there can be but two 
possibilities. Either production exceeded demand and 
stocks were built up, or production was kept lower 
than demand and stocks were reduced as claimed. A 
further analysis of the situation can but be made by 
an examination of individual types. For this purpose 
it is more convenient to break down production into 
two major groups and one minor group: 
1. Women’s and Misses’ Shoes 
2. Men’s and Boys’ Shoes 
3. All Other Types. 
Only the first two of these need be considered, since 
they make up about 80 per cent of the total production. 


Women’s and Misses’ Shoes 


The following table gives the actual production of 
these types as well as per capita production. Per capita 
production was arrived at by dividing actual output 
by the female population over the age of five years. 


Actual Shoe Production Per Capita Production 


1929 174,108,000 3.22 
1930 147,000,000 2.67 
1931 153,768,000 2.75 
1932 154,589,000 2.72 
1933 (Est.) 170,800,000 2.95 


The above table shows the sharp drop of over one half 
a pair of shoes per female which took place in produc- 


MEN'S AND BOYS’ 
PAIRS PER CAPITA PAIRS 
2.4 4 






23 3 


2 





tion between 1929 and 1930, a difference of more than 
27,000,000 pairs. Output this year is estimated at 
170,800,000 pairs at least and may well reach 173,- 
000,000 pairs. If this latter figure should be correct, 
output would be at the rate of three pairs per capita 
for the year, or only 7 per cent less than in 1929. This, 
mind you, in spite of the sharp difference between 1929 
and 1933 pocketbooks. Even if only 170,800,000 pairs 
of women’s and misses’ shoes are produced the per 
capita output will still be within 81 per cent of 1929. 

Earlier in this article it was stated that while a pro- 
duction curve gives a rough measure of the demand 
for a product it is not adequate for a close rang study 
in which attention is confined to three or four years. 
It is necessary to find something else, some other meas- 
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ure which might be more indicative of short time move- 
ments. 

This was found in the reports of three of the Federal 
Reserve Banks covering the San Francisco, Chicago and 
New England districts. In these reports there are given 
data on department store sales of women’s and misses’ 
shoes and men’s and boys’ shoes. These data give the 
percentage relationship of each month’s dollar value 
of sales with the dollar value of net sales of the 
same month of the preceding year. 

An examination of these percentages revealed that in 
all three districts dollar values of sales every month in 
1932 were less than in 1931, and in six of the nine 
1933 months for which figures were available sales 
were less than in 1932. 


HIS in itself might or might not mean a decline in 

volume since throughout this period prices were 
falling off. It was necessary, therefore, to make adjust- 
ments for price changes and to make some approxima- 
tion of monthly volume in 1931. This was done some- 
what roughly since adequate data for precise adjust- 
ments were not available. The results, however, showed 
that the volume of sales of women’s and misses’ shoes in 
1932 was about 10 per cent less than in 1931 and that 
the volume of sales for the first nine months of 1933 
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was about 61% per cent below the same nine months of 
1932. From an examination of the available 1933 fig- 
ures it seems that the 614 per cent decline will prob- 
ably be reduced to about 4 per cent by the end of the 
year. 

It must be borne in mind that those are rough figures 
and subject to two main criticisms. One is that the 
material covers only department store sales, and the 
other than the original information was from only three 
of the twelve reserve districts. These criticisms, while 
important, should not totally negate the results. The 
percentages given above are certainly not too unrea- 
sonable. 


ET us assume that per capita consumption in 1931 
was somewhere between the 1929 production rate 
(3.22) and the 1931 rate (2.75) or about three pairs 
per capita. This would place 1931 consumption at 
167,718,000 pairs. If 1932 consumption was about 10 
per cent less and 1933 consumption about four per 
cent less than in 1932, the results would be as follows. 
Data for 1929 and 1930 are taken, with slight adjust- 
ments, from the study printed last December. 


Actual Estimated Consumption 
Shoe Production Consumption Per Capita 
1929 174,108,000 172,790,000 3.19 pairs 
1930 147,000,000 169,953,000 3.09 “ 
1931 153,768,000 167,718,000 3.00 “ 
1932 154,589,000 150,946,000 2.66 “ 
1933 (Est.) 170,800,000 144,908,000 250 * 


From the above table it can readily be seen that the 
excess of consumption over production in 1931 more 
than offsets the excess production in 1932 and cuts well 
into the 1933 excess. As a matter of fact the excess of 
production over consumption for all three years to- 
gether apparently amounted to only 15,585,000 pairs, 
or just slightly more than 9 per cent of 1933 pro- 
duction. 

It would seem, therefore, that as far as women’s 
and misses’ shoes are concerned production has been 
kept well in hand and that the current excess of pro- 
duction over estimated consumption has been counter- 
balanced in previous years by a reduction of inven- 
tories. 

Men’s and Boys’ Shoes 


The following table gives the actual as well as the 
per capita production of these types. Per capita pro- 
duction was arrived at by dividing output by the male 
population over the age of five years. 


Actual Shoe Production Per Capita Production 
1929 118,006,000 2.13 
1930 95,956,000 1.70 
1931 98,315,000 1.72 
1932 93,554,000 1.61 
1933 (Est.) 103,700,000 1.79 


It will be noted that production this year is estimated 
at 103,700,000 pairs. This is a minimum figure since 
output may exceed 105,000,000 pairs. 

[TURN TO PAGE 84, PLEASE] 
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IN 1934 all history will watch the point of ultimate sale—the 
fitting stool—so we inaugurate nationally the Recorder Shoe 
a Store, where all shoe stores in this broad land can come 
for the best methods and practices leading to success in 
the distribution of more shoes with better service in 1934. 








RECOVERY 
BEGINS 
WITH THE 
RETAILER. 

















BETTER 
SERVICE 
WILL SELL 
MORE SHOES 
IN 1934 


HE RECORDER Shoe Store is made up of more than 11,500 real shoe merchants 
of America who sell over 66 per cent in dollars and cents of all the footwear 
manufactured in this country. Gathered together in one great merchandising estab- 


lishment these shoe retailers are the most important economic factor in the whole 


shoe industry—THEY TURN SHOES INTO DOLLARS! 


More than 50,000 men and women are employed by the Recorder Store. Of these 
nearly 40,000 are sales-people daily engaged in turning shoes into dollars. This army 





of retail shoe workers receives annually in salaries and wages a total of 65 million 





dollars. We are proud of our opportunity to serve these men and stores. 





PLAN A PR 
FOR’ 


How fo oo iF 


And suppose one of your stockholders said to 

you, “I want you to show me just what figures 
you keep which will prove to me you are in business 
to make a profit and that you know how to do it. 

Or suppose your banker said that. Or, going further, 
suppose you asked that same question of yourself, de- 
manding of yourself an honest answer satisfactory to 
yourself. What would you say? 

So let’s outline here the financial tools needed by 
the shoe merchant to build intelligently a structure of 
profit. The reader who finds all this is old stuff to 
him may well remember that an occasional’ “review” 
is good practice in any school. 

First, here is a skeleton outline of the essential finan- 


Sand sn you are the manager of a shoe store. 


cial records: 


a. Daily Sales Report 


1. Cash Sales 
2. Charge Sales 
3. Received on Account 
b. Accounts Receivable 
ec. Accounts Payable 
-d. Notes Receivable and Notes Payable 
e. Check Book and Check Register 
f. Expense Record 
1. Proprietor’s Salary 2. Other Wages and P. M.'s 


4. Paid Out (petty cash) 
5. Sales by Departments 
6. Sales by Clerks 
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3. Rent 6. Freight, Express 
4. Advertising 7. Supplies 
5. Heat, Light, Power 8. Miscellaneous 
(Each item in Misc. so labeled that further 
classification can be made, such as Interest, 
Taxes, Insurance, Bad Debts, etc.) 
9. Inventory (by Departnients) 


It is surprising how many shoe merchants are not 
quite sure how to make up an annual statement which 
will show the exact profit or loss for the year. Such a 
statement has two parts, a financial statement and an 
operating statement, as summarized in Chart A. 

What is “net worth”? It is the difference be- 
tween total assets and total liabilities. The amount 
of capital is not indicated in the net worth figure. 
Rather, net worth tells “what he has to show for 
his capital.” 

Therefore the increase or decrease in net worth from 
one year to the next is just another way of expressing 
profit or loss—in addition to any dividends (not sal- 
ary) drawn during the year. Chart B shows in detail 
the method of finding net worth. 

Passing over now to the operating statement, what 
is gross margin? It is the difference between total sales 
and the cost of goods sold. But ah, that little item, cost 
of goods sold, is a stumbling block that trips up many 
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a retailer. Chart C shows the one and 
only way to figure it. 

In any annual statement the term, “cost 
of goods sold,” is really a misnomer. 
However, it is the term commonly used in 
ordinary practice. But its figures, in this 
case $54,000, include not only the “fac- 
tory cost” of the shoes sold, but also all 
stock shortages, allowances and depre- 
ciation accumulated during the entire 
year. It really represents the total 
amount of “cost value” that has gone out 
of the stock that year in any way what- 
ever. 

At about this point Mr. Stockholder is 
quite likely to say, “Now that’s fine—as 
regards last year. But this year! How do 
you know you are starting out on a profit- 
able basis?” 

To which Mr. Merchant might reply, 
“I was just stressing the importance of a 
clear, definite annual statement, so we 
would know where we are right now. As 
to the future. . . .” And so we proceed. 


The future hinges largely on the 
old axiom that the gross margin must 
exceed the expenses or there can be 
no profit—regardless. 

Brother, you'll have to pardon a little 
sermon here, but it’s true as gospel that 
many a shoe man who knows all about 
shoes, all about fitting, and maybe all 
about styles, still fails to make money 
because he deliberately refuses to include 
all his expenses in his expense list. He 
thus makes his figures deceive himself, 
whereas operating figures should be con- 
sidered a very sacred matter, to be han- 
dled so they will tell the strict truth at 
all times. 

Meaning what? Here are some of the 
items which are quite often left out of the 
expense list in a mistaken, or ignorant, 
effort to boost the profit showing: 

Proprietor’s salary. A reasonable sal- 
ary for the proprietor is just as definite 
a “cost of doing business” as any other 
expense. This salary should be consid- 
ered as pay for the work he does. It is 
quite a different thing from “profit.” The 
proprietor’s salary is the earnings of the 
proprietor; profit is the earnings of the 
business. 

Bad debts. Suppose, for example, a 
certain $10 account has become uncol- 
lectable. Of course it will not be added 
into the accounts receivable. Then at the 


Financial Operating 
Statement Statemen 


Net Worth 1933. $29,200 Gross Margin. 926000 
Net Worth 1932 27.400 Expenses... 24.800 


Increase (Profit)... 1800 Operating Profit. 1,200 
Discounts and 

Other Income ele) 

Total Profit... 1800 


The two sides of an annual profit-and-loss statement 
CHART A 

These two statements must result inan identical 

profit showing if no dividends have been drawn. 





Assets Bel oyeonet-s 


Merchandise $20000 Accounts Payable... 93,200 

Cash... 1900 Bank Notes Payable 2,000 

Accounts Receivable 7,600 Other Store 

Fixtures (Net).... 4000 Liabilities. 1400 

Other Store Assets... 2,300 Total Liabilities . 96,600 
Total Assets $35,800 


Assets... °35 800 
Liabilities ohelelé) 
Net Worth 229,200 


CHART B 
The method of finding Net WiVolad ae 





Opening Inventory *21.500 

plus Purchases During Year 22,500 
Total $74,000 

minus Closing Inventory 20,000 
equals Cost of Goods Sold 254000 


$80,000 100.0% 
54000 61.5% 
-$76000 32.5% 


Retail Sales for Year 
mintelece @oriqres wm erererets Sold 
equals Gross Margin 


CHART C | 
The method of finding Gross Margin 





How much monthly volume (on 33" % 
gross margin)will support $2067 monthly Expenses? 


6200 
33/3 66T Answer, $6209 


Most of the gross margin on volume 
above $©200 becomes net profit 


CHART D 
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Monthly Volume 
$5000 $5500 $6000 %6500 $7000 $7500 


$2300 

$2200 © 

$2100 * expenses 
4 $2000 

$1900 

$1800 





( “Stop-Loss” Point 


Expenses increase and decrease 
with volume, but at a lower rate 


CHART E 








1. Ifa merchant wants 42% markup and 
aishoe cost $385 whatisthe selling price e 


100% om ove) 
42% 58)3 85 Answer $665 
58 % 


2 If a merchant wants 42% markup ona 
selling price of 650, what cost price can he pay? 


100% $650 
42% x58 
58% 5200 
3250 _ 
$3770CO 


7 el-31-) a Ad 


3, How 1s the percentage of markup computed? 


a Find dollar markup by subtracting cost from selling price 
b Find markup percentage by dividing selling 


price into dollar markup As: 


Selling Price $700 414 


a Cost Price 410 b 7,00 J2.90 
Dollar Markup. . $2.90 


Answer, 414% 1s the percentage of markup 
CHART F 





A merchants annual credit business 1s 924000 
His accounts receivable are $7600. How many 
days credit business are still on the books? 
(Figure 300 business days to the year) 

00 divided by 300 equals $80, or one 
redit business 


sem o\tarel@) equals 95 the number 
Tt 


11t business still on the books. loo muct 
Tr veme 


same time the expense list must show $10 
bad debts. If not, the two sides of the 
Chart A statement will not balance—and 
the figures will lie. In this case it is not 
money paid out but merchandise paid 
out. If the account is simply torn out of 
the ledger and thrown away then the 
year’s operating statement will show a 
$10 profit that does not exist. 

Fixture depreciation. This too is an 
actual, definite cost of doing business 
that must be listed in the expenses every 
year—or the figures lie. It is usually 10 
per cent of the original cost. If fixtures 
are depreciated $200 in the assets the ex- 
pense list must show $200 also or the 
statement won’t balance. A statement that 
doesn’t balance isn’t worth a—a thing. 

Rent. Even though the shoe merchant 
owns the building, his shoe business must 
be charged with a proper rent (and this 
item must include all interest, taxes, de- 
preciation and upkeep that belong to the 
building). The concern’s real estate op- 
erations must not be mixed up with its 
shoe store operations, or again, the fig- 
ures will be meaningless. 


The point is this: Nothing in the 
shoe business is more dangerous 
than an expense list that neglects to 
include all expenses. It is likely to 
result in a “profit showing” year 
after year but with nothing in the 
bank to pay the bills. 

Having now shown Mr. Stockholder 
that he knows how to figure his expenses, 
Mr. Manager now tells how he plans to 
make the store’s income meet these ex- 
penses—plus, the plus being a profit for 
Mr. Stockholder. 


But can a profit be planned be- 
forehand? Well, brother, if a profit 
can’t be made with planning, it cer- 
tainly can’t be made without plan- 
ning. So let’s plan! 

Any “going concern” knows pretty well 
what its expenses and its volume will be 
the next few months, but of the two the 
expenses are much more certain than 
the volume. This concern’s expenses were 
$24,800 last year, and we'll say Mr. 
Manager has estimated they won't be 
very far from $2,067 this coming month. 

How much volume will support $2,067 
monthly expenses? If he can count on 
33 1/3 per cent gross margin (after de- 
preciation), which is a little better than 
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last year, it will take $6,200 volume for 

the month to pay those expenses. See 

Chart D. And for all practical purposes 

it is almost correct to say that all gross 3 1152253 35 4 5 678 9 10 
1106 52 3 62715 BW 9 87 6 SI 


margin on volume in excess of $6,200 
that month, will be net profit. G1108 104 69 52 42 35 30 26 21 17:15 B12 10) 10, 
In other words, $6,200 becomes his 31 156 104 18 62 52 45 39 31 2b 22 19 17 16! 
4416 108 139 104 83 69 59 §2 35 30 26 23 i 
= 5510 260 113 130 104 87 14 65 1 32 19 16) 
oo 312 208 156 125 104 9 78 45 9 35 3B) 
considerably less degree. This is all 1718 364 243 182 146 121 104 9] sl 45 4 36 
shown graphically in Chart E. Zb 832 416 277 108 166 139 119 104 59 5) 46 42) 
So if he feels sure he can’t do $6,200 4) 936 4683 312 134 187 156 134 117 67 S852 47 
a month volume he is up against the ne- “1040 520 347 260 208 173 149 130 104 4 65 58 52. 
cessity of pruning expenses further until Body of chart represents stock on hand in Pairs 


they meet his estimated margin—and Chart. showing rate of stock turn (across top) resulting froma certain 
doing it immediately. number of sales per week (column st left) rom a stock ou sho nt body of 
But the figure called gross margin is the chart. 
quite different from the one called orig- 
inal markup. Gross margin is what’s left 
of original markup after deducting mark- 
downs, depreciation and shortages. Orig- Daily Sales S feral 4 Rate of 
inal markup is only a “hope” figure; at Subba atoh/-sa 
gross —_ is - pene (@feyse Per Year 
The difference between these two fig- - , 
ures is dependent on many factors. It 21,000 
will usually vary between 5 and 10 per Relele 
cent, and this percentage must be in- telele) 
cluded in the original markup if a profit Kelele) 
is to be realized. , Relese) 
Even the most “scientific” merchan- elele 
disers admit there is no exact mechanical Kelele) 
way of figuring how much original mark- Ketele) 
up is necessary to produce any certain eles) 
gross margin by the end of the year. Kelele) 
However, suppose a merchant decides a rerele 
42 per cent original markup is needed in elele) 
his store. Chart F then shows the meth- Kelele) 
od of finding the selling price when the * Approximate 
cost is known, also the method of find- CHART I 
ing what cost price he can pay when he 
has a fixed selling price. 
Looking at all these charts Mr. Stock- 


+ ie “In figuri : . . 
holder is likely to ask, “In figuring per Pair Sales Pairs in Rate of 


centages is there any general rule to tell 
you what figure to divide into what other per Day Stock Turnover 
600 ne) 


figure?” 

Yes, in all cases, divide the total sales 61016) 
into the item in question. Divide by the Ol@ 5 
year’s total sales, the month’s total sales, Bele) 
or the total selling price of the pair, as \W4@) ie) 
the case may be. ele) 

How may he judge whether his $7,600 75 
in accounts receivable is too high for the 50 
amount of his credit business? By com- CHART J 
puting the “number of day’s credit busi- 

[TURN TO PAGE 84, PLEASE] 


Rate of Stock Turn 


monthly volume “stop-loss point.” As his 
volume increases or decreases his ex- 
penses also increase or decrease, but to a 
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Increased Sales or a Machine Holiday ? 


ECOVERY begins with the retailer. The develop- 
ments of the next fortnight we hope will be along 

the order of expanding the opportunities of mer- 
chants to buy and sell more shoes in line with ex- 
pansion of consumption in 1934. There has been some- 


what: of a retardation of retailing in 1933, and for the, 


trade to be in proper balance, acceleration of retailing 
in 1934 is the only factor that will bring about trade 
progress and prosperity. 

No one can absolutely control public demand. No 
one can force people to buy. But every real shoe 
merchant, every day of his business life, uses his 
power of persuasion to induce customers to buy. In- 
telligent salesmanship in many a store of few styles 
has put it all over a store of many styles, for the one 
is more clever and has merchandising brains, while the 
other has confused mental charts and broken lines. 


We want to re-emphasize again thai national re- 
covery begins with the retailer, for an entire 
industry must understand that sales at the fitting 
stool represent the only form of action making 
possible increased production and wages back of 
the line. The supreme importance of the retailer 
is emphasized this year by the codes. 


There is a possibility code control may mean pro- 
duction control in 1934. Significant indeed is the state- 
ment by Donald R. Richberg, General Counsel NRA, 


who in Boston said: 


“There is no such thing as a trade or industry free 
from control. Commercial enterprises are not created and 
operated by natural forces but under the direction of hu- 
man beings. When we demand there shall be no govern- 
ment in industry this does not mean political government; 
nor is it a call for a dictator. It is not necessary that one 
man or a council of tyrants should decide that 1,000,000 
or 10,000,000 pairs of shoes shall be made next month. 
But it is necessary to have some way of finding out how 
many shoes ought to be made and to make an effort to 
balance supply and demand—which, despite many economic 
misconceptions, are balanced and unbalanced by human 
wisdom and folly and not by the infallible operation of 
any divine law.” 


This philosophy of production up to the point of 
estimated sales indicates a revolutionary change from 
the old order. If the planning boards of the various 
divisions of the trade have the right to regulate and 


restrict output, then we are indeed in a “bounden” 
system. The only avenue of release is through the 
retail shoe store. 

The whole industry will of necessity be forced to 
measure its capacity by the number of pairs that are 
sold over the fitting stool. We then come into a new 
day when industry fights industry for the consumer’s 
unwilling dollar. 

The customer must be approached with a new and 
better brand of salesmanship and a greater power of 
persuasion, and publicity and advertising, collectively 
and individually, to help getting more shoes sold right. 

The first experiments along the lines of restricting 
industry have already been tried. 

The silk code authority “recommended to meet con- 
ditions now prevailing in the industry, and to preserve 
an equitable distribution of prevailing inadequate 
business and employment among manufacturers, em- 
ployees and communities dependent of said industry, 
that during the thirty days next succeeding the date of 
approval of this recommendation on the part of the 
National Recovery Administration, each productive 
machine now operating for own account or on commis- 
sion, on or in connection with board silks, dress silks, 
underwear silks and special fabrics, shall not operate 
more than 75 per cent of the maximum hours permitted 
by the Code and that no greater number of productive 
machines than are now operating shall be operated dur- 
ing such period in the production of such goods.” 

Here indeed are restriction and control at the source. 
Similar action might, but we hope will not, be taken 
in the shoe industry. No more orderly, non-specu- 
lative industry exists in America. 

We are fortunate in the shoe industry in having 
exceptionally fine leadership, but for all that, the basic 
economics of making goods up to the point of estimated 
demand must prevail. 

It is very easy to see that with or without such con- 
trol the need of the new year is for a more scientific 
and more enthusiastic sale of shoes at retail; and we 
see in the national market place at St. Louis great 
possibilities for our industry to make its first steps 
along the path towards national recovery for every 
worker in every branch of the shoe industry. 
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23rd CONVENTION 
ST. LOUIS—JAN. 8-9-10 







N—MAYFAIR 
S—JEFFERSON 
R—STATLER 
A—LENNOX 





LL roads, by land and air, lead to the National Shoe Retailers Association conven- 

tion and market week—in St. Louis—January 8th, 9th, 10th. The improved business 
outlook indicates a record attendance at the convention. Easter coming early, April 1st, 
indicates early ordering to insure deliveries. The opportunity to inspect many lines, 
compare values and prices, is available. Information as to code practices and govern- 
ment regulations for 1934, will be given. Educational displays, especially selling and 
advertising plans, will be shown. 


° 


Reduced rates on the railroads, the lowest in the history of the N. S. R. A., are 
available from all sections of the country. Both short and longer term return tickets 
may be secured by validation of certificates secured when you buy your going ticket. 
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PROGRAM 


for the 


23d Annual Convention 
National Shoe Retailers Association 
St. Louis, January 8, 9 and 10, 1934 























Convention Headquarters: 


108 Statler Hotel—Registration, Railroad Validation, 
and Information Bureau, Lobby Statler Hotel and Hotel 
Jefferson. 





LUNCHEON. BUSINESS SESSION 
A. H. GEUTING 


President, National Shoe Retailers Association Monday, January 8, 1934, 12 o’clock (noon) 
16th Floor Ballroom, Hotel Statler 


Opening of the Convention................ Athur E. Ebbs, St. Louis 
Chairman 1934 Convention Committee 


RNNEMIN 5 6s o arssg nie wi a aie oe oiearete eee Rev. Dr. John R. Caskey 
Pastor University City M. E. Church 
Sr Rosle Gretta WO” ook sic dacccve.seewse Bernard F. Dickmann 


Mayor, City of St. Louis 





Sttssoiri W alcomes VOW is 560 cee sceiesasevscnsseeee Guy B. Park 
W. B. Governor, State of Missouri 
HUETTE, MAY AIP OTOLO? 505i c.0 0 vigicisisioins aibienies ousiac es atevaiels C. E. Williams 
jr. Vice-Chairman, 1934 Convention Committee 
Chairman “The Shoe Traveler’s Participation” ................ W. T. Mitchell 
= President, National Shoe Travelers Assn. 
sal The President’s Address ................ A. H. Geuting, Philadelphia 
Committee “What Clothes—With What Shoes— 
POP TNE IGE 0 sk cisnes isda Diisiesie wamusomeon Helen Cornelius 





Fashion Editor, Harper’s Bazaar ] 


















H. N. PAUL 
UNDERHILL BERWALD 
Chairman Chairman 

Program Registration 
Committee Committee 
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WILLIAMS E. EBBS 
Chairman Chairman 
Publicity Convention 
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OFFICIAL PROGRAM 
Tuesday, January 9th, 12 o’clock (noon) 
16th Floor Ballroom, Statler Hotel 





LUNCHEON BUSINESS SESSION 
Chairman: H. C. McLaughlin 
“Buying and Selling in an NRA Year” 


“Retailing Under NRA in 1934”..................Louis E. Kirstein 
Chairman NRA Industrial Advisory Committee 
“Code-Casting in 1934” ......... 050000 Meer e Frank F. Mayfield 


President Scruggs, Vandervoort & Barney D. G. Co. and 
President Associated Retailers of St. Louis 
“Training—For More Sales in Shorter Store Hours.” Georgia F. Wittick 
Director Sales Training, Stix, 
Baer & Fuller D. G. Co., St. Louis AL J 





OFFICIAL PROGRAM a 
Wednesday, January 10th, 12 o’clock (noon) Entertainment 
16th Floor Ballroom, Statler Hotel Committee 


LUNCHEON BUSINESS SESSION 


Chairman: Paul Berwald 





“The Shoe Manufacturer’s Code”..............+++: Walter E. Tarlton 
President St. Louis Shoe Manufacturers and Wholesalers Association 
“Recovery Starts With The Retailer”........... Arthur D. Anderson 

Editor Boot & Shoe Recorder 
“Human Emotions Influence Selling”.......... Dr. M. J. McNamara 


Director Physiological Research, 
Johns Hopkins University 


“NRA Benefits Through N.S.R.A. Contact”............. Edwin Hahn 
Wm. Hahn & Sons, Washington, D. C. 
“Our National Insurance Plan for Retailers”....... James S. Kemper 


National Retailer’s Mutual Fire Ins. Co., Chicago 


The center-piece of each day’s convention activity is the national 
gathering at noon. 


The Styles Conferences in three sections are scheduled for MARCUS 
Monday. RICE 

The conference plan is presented as supplementary association hai 
activity for consideration of sales promotion forum, shoe store Cc Sg 
management problems, department store merchandising, and eget 





business building clinic to promote foot health through shoe fitting. 
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HOW? 


First—By attending the 
WOMEN’S STYLES CONFERENCE 


N. S. R. A. Convention, St. Louis 
Monday, January 8th, 2:30 P. M. 
16th Floor Ballroom, Statler Hotel 


Chairman: Marcus Rice Famous & Barr D. G. Co., May 
Dept. Stores 


Vice-Chairmen: 
Harold Hoskins, Halley Bros., Cleveland, Ohio 
A. Fish, Wm. Filene’s Sons Co., Boston, Mass. 
James Lawrence, Meyer & Frank, Portland, Ore. 
Harry Teets, Denver D. G. Co., Denver, Colo. 
J. Callahan, B. Altman & Co., New York City, N. Y. 
Chas. Thompson, Oppenheim-Collins, New York 
H. Kendall, Smith-Kasson Co., Cincinnati, Ohio 
A. J. Pauly, Stix, Baer & Fuller D. G. Co., St. Louis, Mo. 
Mark Edison, Edison Bros. Stores, Inc., St. Louis, Mo. 
Oscar Thompson, Rich’s, Inc., Atlanta, Ga. 

Assisted by: 
Rhea Nichols—A Visual Presentation of Footwear Styles 

and Trends 
Ruth H. Kerr—A Dramatization of Patterns, Colors and 
Materials 

Elizabeth Ambrose, Pauline S. Morgan, Hilda Rau, Kate 
Arlene Goldstein, and Mrs. Van Loon—recognized shoe and 
leather stylists, presenting forceful facts pertinent to the 
Spring style picture. Each will make a brief presentation 
covering a definite style tendency. 


CHILDREN’S STYLES CONFERENCE 


Monday, January 8th, 2:30 P. M. 
Assembly Room, 16th Floor, Statler Hotel 
Chairman: M. J. Yoskin, of Geuting’s, Inc., Philadelphia, Pa. 


Vice-Chairmen: 
A. L. Jolly, Stix, Baer & Fuller D. G. Co., St. Louis, Mo. 
B. F. Roth, Famous & Barr Co., St. Louis, Mo. 
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H. Peat, Scruggs, Vandervoort & Barney, St. Louis, Mo. 


This meeting will review Children’s Spring and Summer 
Styles. New developments in the Promotion of Children’s 
Footwear will be discussed. 


MEN’S STYLES CONFERENCE 


Monday, January &th, 2:30 P. M. 
Adam Room, 17th Floor, Statler Hotel 
Chairman: Jesse Adler, New York City. 


Vice-Chairmen: 

Walter ps a Jr., Huette Shoe Co., St. Louis, Mo. 

George Geuting, Geuting’s, Inc., Philadelphia, Pa. 

Walter C. Roose, Nebraska Clothing Co., Omaha, Nebr. 

Thos, Stapleton, Potter Shoe Co., Cincinnati, Ohio 

— Brownwell, Young’s Speedy Shoes, Los Angeles, 
alif. 

Harry Streicher, San Diego, Calif. 

C. M. Selby, Volk Bros., Dallas, Texas 

Willis Hargreaves, Meyer & Frank, Portland, Oregon 

Geo. Hess, Hess Bros., Baltimore, Md. 

B. Cannon, Stix, Baer & Fuller D. G. Co., 

J. Young, Famous & Barr Co., St. Louis 

_ Pike, Scruggs, Vandervoort & Barney D. G. Co., St. 
ouis 


St. Louis 


Second—By participating in the 
SALES PROMOTION CONFERENCE 


Tuesday Morning, January 9th, 10 A. M. 
Parlor A, Mezzanine Floor, Statler Hotel 


Chairman: Michael Murphy, Sales Promotion Manager, 
Krupp & Tuffly, Inc., Houston, Texas 
Vice-Chairmen: 
Paul Siegel, Dla wing Goldberg, Chicago, Ill. 
a Nay, Nay Shoe Co., eeling, Va. 
R. J. Fox, C. E. Williams Shoe Co., St. Louis, Mo. 
1. NEWSPAPER ADVERTISING 


“Six Ways to Advertise Shoes,” a visual demonstration by 
Michael Murphy, of Krupp & Tuffly, Inc., of Houston, 
Texas. This will show the construction of the various types 
of ads, together with suggestions for layout, illustration 
and copy. 

Methods of setting up a monthly or semi-annual promotion 
chart will be discussed. 


DISCUSSION PERIOD 


. DIRECT MAIL ADVERTISING, 
Robt. B. Smith; Philadelphia, Pa. 


“How a Shoe Store Can Profitably Use 
Direct Mail Advertising” 
Suggestions Will be Given Developing the Following 
Subjects: 
a. Building the list 
b. Form of message 
c. Production Details 


d. Operating a simple customer control (How to make 
customers buy where and when you want them) 


e. Most economical methods 


DISCUSSION PERIOD 


nN 


3. WINDOW DISPLAYS . . J. Leon, Edison Bros. Stores, Inc. 


St. Louis, Mo. 
“The New Idea in Shoe Window Displays” 
A nationally known display authority will help you do a 
better job on your window displays. The principal fea- 
tures that will be discussed are: 

a. General trend in window displays? Is the tendency 
inclining toward modernistic treatments? 

b. Backgrounds and their effectiveness in emphasizing 
shoes—What colors?—What designs ?—What finishes, 
cloth or painted? 

c. Modern fixtures and advanced lighting to increase 
silent selling. 
































ats 
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Third—Solve your problem at the 
STORE MANAGEMENT CONFERENCE 
Tuesday, January 9th, 2:30 P. M. 


(This Meeting Will Follow Immediately After the Adjourn- 


ment of Business of Luncheon Session, in Same Room) 


Chairman: M. A. Mittelman, Goetz-Mittelman, Detroit, Mich. 


Vice-Chairmen: 
Harold Volk, Volk Bros., Dallas, Texas 
W. C. Crawford, Crawford Shoe Co., Peoria III. 
Edwin Hahn, Wm. Hahn & Co., Washington, D. C. 
R. E. Saeger, Saeger & July, Green Bay, Wis. 
David S. Hirschler, Hofheimer’s, Inc., Norfolk, Va. 
M. O. Roberts, Stone Shoe Co., Cleveland, Ohio 


Hampton Rob » Robi Shoe Co., Kansas City, Mo. 





1. SPECIAL PROBLEMS ARISING FROM OPERATIONS 
UNDER NRA CODES 
a. Arrangement of working hours 
b. Handling of call trade in absence of salesmen 
c. Cost of selling (Is “more production” the answer?) 
d. Use of part-time help 


2. MERCHANDISE CONTROL METHODS FOR THIS NEW 
PERIOD IN RETAILING 


An important discussion of changes that may be neces- 


sary in buying habits and methods, due to manufacturing 
changes under NRA regarding discounts. 


3. SALES TRAINING—THE ONE GREAT NEED 


a. Arranging a training course—problems to be dis- 
cussed 

b. Methods of instruction 

c. Check up on performance of salespeople 

This important part of store operation demands the pres- 

ence of every merchant, who will be confronted in 1934 

with the difficulty of maintaining sales volume with 

shorter work hours. Effective selling will go a long dis- 

tance in helping to hold sales volume. 


4. BUYING PROBLEMS IN THE NRA YEAR AHEAD 


a. Anticipating your shoe requirements under the Code 

b. Can deliveries be made from established sources, be- 
cause of curtailed production? 

ce. Will price fluctuation in shoe costs disrupt established 
price lines in your store? 

d. What is being done about cartons, formerly supplied 
by manufacturers, now limited under their code? 

e. Is it necessary to set up a more accurate buying cal- 
endar in budgeting your shoes? 








Fourth—Join the battle of brains in 


DEPARTMENT STORE MERCHANDISING 
CONFERENCE 


Tuesday, January 9th, 3:30 P. M. 


(This Meeting Will Follow Immediately After the Adjourn- 
ment of the Store Management Problems Conference, 
in Same Room) 


Chairman: Harold N. Underhill, Scruggs, Vandervoort & 
Barney D. G. Co., St. Louis 


Vice-Chairmen: 
O. S. Kitchen, Joseph Horne Co., Pittsburgh, Pa. 
N. S. Nicholson, The Dayton Co., Minneapolis, Minn. 
F. J. McElroy, L. S. Ayres & Co., Indianapolis, Ind. 
J. H. Ferguson, The May Company, Los Angeles, Calif. 
W. E. Thorup. Z. C. M. I., Salt Lake City, Utah 
Ross Filion, The May Company, Cleveland, Ohio 
K. Ricker, Bullock’s, Los Angeles, Calif. 
J. Zahn, M. O’Neil Co., Akron, Ohio 


1. PM’S—METHODS AND MANNER OF _ APPLYING 
THEM—WHAT SYSTEM IS MOST EFFECTIVE? 
a. Is it advisable to apply them on new merchandise? 


b. Should they be confined solely to “short-lines” and 
non-saleable merchandise? 


'923 








c. What preventive measures can be established to keep 
salesmen from fitting incorrectly to earn the PM’S? 


2. STYLE INFORMATION TO SALESPEOPLE 


a. Should salespeople be instructed as to style sources 
and trends so they can discuss intelligently fashion 
and its relation tu shoe style? 


b. Should one person be recognized on the floor as an 
authority to interpret style intelligently? 


c. Is it beneficial to maintain contacts with ready-to-wear 
and dress departments, so that buyer may be informed 
of advance styles, in order to buy shoes harmonizing 
with dress modes? 


3. ARE DEPARTMENT MEETINGS ADVISABLE? 
a. What subjects should be discussed at department 
meetings ? 
b. When should they be held? 


ec. Should only pertinent sales facts be discussed, or 
should some selling enthusiasm be given to the sales- 
people, to keep their selling interest at a high pitch? 


4, INTRODUCING DEPARTMENTS TO COMPETE WITH 
LOWER PRICE SHOES 


a. Should these departments be set up near better grade 
shoe sections? 

b. What has proved the most desirable location for shoes 
in the lower price range? 

c. Is there a direct competitive conflict with basement 
departments? 


5. HOW TO TAKE CARE OF ADDITIONAL COST OF OP. 
ERATION ARISING UNDER. NRA REGULATIONS 
WHICH STORE COMPTROLLERS CLAIM RUNS FROM 
THREE TO FOUR PER CENT 


Fifth—Get new “talking points” at 


BUSINESS BUILDING CONFERENCE 
PROMOTING FOOT HEALTH THROUGH 
SHOE FITTING 


Wednesday Morning, January 10th, 10 A. M. 
Parlor A, Mezzanine Floor, Statler Hotel 
Chairman: Carl Burgsthaler, F. E. Foster & Co., Chicago 


Vice-Chairmen: 
S. J. Brouwer, S. J. Brouwer Shoe Co., Milwaukee, Wis. 
Nathan Hack, Hack Shoe Co., Detroit, Mich. 
Harry Fontius, Fontius Shoe Co., Denver, Colo. 


1, FOOT ANATOMY 


a. Knowledge of Bones—Muscles—Nerves 
b. Ability to analyze and classify different types of feet 


2. SHOE MANUFACTURERS’ SERVICE TO RETAILERS 


a. A shoe improperly made can never be properly fitted 
b. Correctly built and proportioned lasts 


c. Providing patterns for each individual last size and 
width 


d. Use of right and left patterns to insure proper fitting 
shoes 


e. Using only the height and style heel intended to be 
used on a given last 


3. RETAILERS’ SERVICES TO CONSUMER 
a. Measure foot carefully—do not determine size needed 
by looking at markings in old shoe 


b. Examine foot carefully as to type and possible ail- 
ments 


. Select shoe designed for customer’s purpose 

. Select shoe designed for type of foot to be fitted 

e. Fit the shoe to customer’s personality as well as to his, 
or her foot 

f. Use of “Ball-to-heel” method of fitting 

g. Service shoes from time to time to insure satisfaction 

and intended correction 


ae) 
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WHO'S WHO AND WHERE 


Acme Shoe Mfg. Co. 
Allen Edmonds Shoe Corp. 
Ansin Shoe Co. 

Arnold Bros. & Co. 
Arrow Shoe Co. 
Ault-Williamson Shoe Co. 
Ault-Shackford Shoe Co. 
Avon Sole Co. 

Ascutney Shoe Co. 

E. R. Apt Shoe Co. 
American Shoemaking 
Advance Shoe Co. 

D. Armstrong & Co. 
Allied Shoe Co. 


Bancroft Walker Shoe Co. 
Banner Shoe Co. 

Bata Shoe Co. 

Bates Shoe Company 
Belle Meade Shoe Co. 
C. W. Bennett Shoe Co. 
Bleecker Shoe Co. 

A. Bloom Shoe Company 
Boot and SHoE REcoRDER 
Walter Booth Shoe Co. 
Bowcraft Company 
Brauer Bros. Shoe Co. 
Brilliant Bros. Co. 

H. H. Brown Co. 

Brown Shoe Co. 

Blue Ribbon Shoemakers 
Boyd-Wright Shoe Co. 
Burtman, Rondeau Co. 
Belleville Shoe Co. 

Best Shoe Co. 

Brown Company 
William Brooks Shoe Co. 


Beckwith Mfg. Co. 


Geo. E. Belcher Last Co. 
Bradspeed Corp. 

Bona Allen, Inc. 

Blum Shoe Mfg. Co. 
Blackey, Chester 


Capitol Shoemakers, Inc. 
Carlisle Shoe Co. 
Carmo Shoe Mfg. Co. 


Official List of Exhibitors 
at the St. Louis Show 


A 


Clarksville, Tenn. 448-450 Statler 
Belgium, Wis. 1146 Jefferson 
Athol, Mass. 844-846-848 Jefferson 
E. W’ymo’th, Mass 320-322 Statler 

E. W’ymo’th, Mass 1210-1211 Lennox 
Auburn, Maine 444 Statler 
Auburn, Maine 446 Statler 

Avon, Mass. 314 Statler 
Windsor, Vt. 317 Jefferson 
Manchester, N. H. 848-850-852 Statler 
Boston, Mass. 552 Statler 
Chicago, Il. 936 Jefferson 
Rochester, N. Y. 643 Jefferson 


Elgin, Il. 1024 Statler 
B 
Boston, Mass. 938-940-942 Statler 


Boston, Mass. 1010-1011 Lennox 
New York, N. Y. 837-841 Jefferson 
Webster, Mass. 110 Statler 
Nashville, Tenn. 330 Jefferson 
Fitchburg, Mass. 444-446 Jefferson 
New York, N. Y. 550 Statler 
Boston, Mass. 512 Statler 
New York, N. Y. So. Mezzanine Statler 
Watertown, Wis. 922 Statler 
New York, N. Y. 942 Jefferson 
St. Louis, Mo. 654 to 662 Jefferson 
Boston, Mass. 530 Statler 
Worcester, Mass. 418-420-422 Jefferson 
St. Louis, Mo. 3 Jefferson 
St. Louis, Mo. 721 to 730 Jefferson 
St. Louis, Mo. 622 to 628 Jefferson 
Boston, Mass. 516 Statler 
Belleville, Ill. 614 Statler 
Boston, Mass. 402 Statler 
Portland, Me. 912-912B Jefferson 
Nelsonville, Ohio 358 Jefferson 

: 652 Statler 
St. Louis, Mo. | $05 Sellen 
Stoughton, Mass. 435 Jefferson 
St. Louis, Mo. 1036 Statler 
Buford, Ga. 1144 Jefferson 
Dansville, N. Y. 943 Jefferson 
Auburnd’le, Mass. 1132 Jefferson 


Cc 


St. Louis, Mo. 
Carlisle, Pa. 
Carthage, Mo. 


612 to 628 Jefferson 
407 Lennox 
541-546-548 Jefferson 


| Central Shoe Co. 
| Champion Shoe Mfg. Co. 





Cameron Co. (Br. of the 


G. P. Crafts Co. 





St. Louis, Mo. 
New York, N. Y. 
Cincinnati, Ohio 
Boston, Mass. 


Cincinnati Shoe Co. 
Clayman Shoe Co. 
Clinton Shoe Co. Haverhill, Mass. 
Colella-Leighton Lynn, Mass. 
Commonwealth Shoe & Lea. Gardiner, Me. 
Compo Shoe Machinery Boston, Mass. 
Corp. 
Conrad Shoe Co. 
Consolidated Natl. 
Corp. 
Clark Shoe Company 
Craddock-Terry Co. 
Curtis Shoe Co. 
Charles Cushman Co. 
Comfort Slipper Co., Inc. 
Corbin Holmes Shoe Co. 
A. C. Clayton Prtg. Co. 
Conaway- Winters 
Collingwood Shoe Co. 


Brockton, Mass. 
Shoe Boston, Mass. 


Auburn, Me. 

St. Louis, Mo. 
Marlboro, Mass. 
Auburn, Me. 
Lo’g Is. City, N. Y. 
Hudson, Mass. 

St. Louis, Mo. 

St. Louis, Mo. 
Endicott, N. Y. 
Chicago, IIl. 
Howell Co.) 

Manchester, N. H. 


D 


Nashville, Tenn. 
Harrisburg, Pa. 


Davidson Shoe Co. 

Devine & Yungel Shoe 
Mfg. 

Diamond Shoe Corp. 

Dodge, Bliss & Perry 

Dunbar Pattern Co. 


Dunn-McCarthy 


Du Pont Viscoloid Co. 
Dyer & Hall, Inc. 

Dainty Maid Slippers 
Dewey & Almy Chem. Co. 


Walker T. Dickerson Co. 
Dartmouth Shoe Co. 


Brockton, Mass. 
Newb’rypo’t, Mass. 
Brockton, Mass. 


Auburn, N. Y. 
New York, N. Y. 
Auburn, Me. 


Brooklyn, N. Y. 
Cambridge, Mass. 


Columbus, Ohio { 


Boston, Mass. 


E 


Ephrata, Pa. 
Haverhill, Mass. 
Ephrata, Pa. 


Eby Shoe Co., Inc. 

A. E. Emerson Shoe Co. 
Ephrata Shoe Co., Inc. 
Einstein, J., Inc. New York, N. Y. 
J. Edwards & Co. Philadelphia, Pa. 
Empire Spec. Footwear Endicott, N. Y. 

Co. 

Endicott Johnson Corp. 
Elco Shoe Mfg., Inc. 


St. Louis, Mo. 
Brooklyn, N. Y. 


ee 





fa as 


GRY ates: 


1 Jefferson 

436 Statler 
430-432 Statler 
510-511 Lennox 
601 Lennox 
1202-03-04 Lennox 
916-918-920 Statler 
816-818-820 Statler 





216-218 Statler 
324-326-328 Statler 


950-952 Jefferson 
722 to 728 Statler 
120 Statler 

453 Jefferson 
354 Jefferson 
454-456 Jefferson 
734 Jefferson 

636 Statler 

333 Jefferson 
1026 Statler 


343 Jefferson 


332 Jefferson 
705 Lennox 


308-310 Statler 
306 Lennox 

562 Jefferson 
Entire Eighth Floor 
Hotel Hayfair 

424 Statler 
416-418-420 Statler 
706 Lennox 

644 Jefferson 

936 Statler 

336 Jefferson 

833 Jefferson 


437 Jefferson 
853-855 Jefferson 
414 Jefferson 
753-755 Jefferson 
327 Statler 

203 Statler 


128 Statler 
1601-1602 Lennox 
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Fein & Glass, Inc. 
Fenway Shoe Co. 
Field & Flint 
Florsheim Shoe Co. 
Freeman Shoe Corp. 
Friedman-Shelby 
Farmington Shoe Co. 
Fargo Hallowell Shoe 
Feder-Gregg Shoe Co. 
C. P. Ford & Co. 
Fieth Bros. 


Gale Shoe Mfg. Co. 

Gilbert Shoe Co. 

Glass-Fitzgerald Shoe Co. 

Godman, H. C. 

Goldberg, S., & Co. 

S. Goldstein & Sons 

Gotham Shoe Mfg. Co. 

Granite State Shoe 

Great Northern “Intl. 
Shoe Co.” 

Green Bell Shoe Co. 

Green Shoe Mfg. Co. 

Gregory & Reed 

Groves Shoe Co. 

Gerberich Payne Shoe 
Co. 

Andrew Geller 

Gill Publications, Inc. 


Hagerstown Shoe & Leg- 
ging Co. 

P. Hagerty Shoe Co. 

Hamilton Brown Shoe Co. 

Hartman Shoe Mfg. Co. 

M. E. Haskell & Sons 

Heel Hugger Shoes 

J. Heilbrunn & Sons 

Heywood Boot & Shoe Co. 

High Shoe Mfg. Co. 

Hoeck Shoe Co. 

Hoge Montgomery Co. 

Holmes Terhune Co. 

Vincent Horwitz, Inc. 

Herbert Holtz Shoe Co. 

Holland Shoe Co. 

Hollis Shoe Co. 

Homan Shoe Co. 

Huth & James Shoe Mfg. 

A. R. Hyde 

The Howell Co. 

Harvard Shoe Co. 

Marcus A. Heyman 


Ideal Shoe Mfg. Co. 
Interstate Shoe Co. 
The Irving Drew Co. 
International Shoe Co. 


F 


Reading, Pa. 
Auburn, Me. 
Brockton, Mass. 
Chicago, IIl. 
Beloit, Wis. 

St. Louis, Mo. 
Dover, N. H. 
Chicago, IIl. 
Cincinnati, Ohio 
Rochester, N. Y. 
Kansas City, Mo. 


G 


Manchester, N. H. 
Thiensville, Wis. 
Boston, Mass. 
Columbus, Ohio 
Hackensack, N. J. 
Boston, Mass. 
Binghamt’n, N. Y. 
Portsmouth, N. H. 
Manchester, N. H. 


Haverhill, Mass. 
Boston, Mass. 
Lynn, Mass. 
Chicago, II. 
Mount Joy, Pa. 


Brooklyn, N. Y. 
Boston, Mass. 


H 
Hagerstown, Md. 


Wash. Ct. Hse, O. 
St. Louis, Mo. 
Boston, Mass. 
Boston, Mass. 
Auburn, N. Y. 
Rochester, N. Y. 
Worcester, Mass. 
Saco, Me. 
Chicago, IIl. 
Frankfort, Ky. 
Lewiston, Me. 
New York, N. Y. 
Haverhill, Mass. 
Holland, Mich. 
Auburn, Me. 
Philadelphia, Pa. 
Milwaukee, Wis. 
Cambridge, Mass. 
Geneva, Ill. 
Boston, Mass. 

N. Y. City, N. Y. 


I 


Milwaukee, Wis. 
Manchester, N. H. 
Portsmouth, O. 
Manchester, N. H. 


318-320 Jefferson 
1310-1311 Lennox 
914 Statler 
504-06-08-10 Statler 
304-306 Statler 
102 Statler 

418 Jefferson 

421 Jefferson 
906-907 Lennox 
610-611 Lennox 
736 Jefferson 


428-430 Jefferson 
844-846 Statler 
544 Statler 
1048-452 Statler 
305 Lennox 
518-520 Statler 
408-410 Statler 
843 Jefferson 

433 Jefferson 


840-842 Jefferson 
410 Lennox 

1302 to 1304 Lennox 
419-421 Jefferson 
812 Statler 


1603-1604 Lennox 
528 Statler 


341 Jefferson 


441 Jefferson 

828 Statler 

546 Statler 

526 Statler 

8th floor, Mayfair 
316 Jefferson 

122 Statler 
817-819 Jefferson 
1130 Jefferson 
1012 to 1820 Statler 
448-450-452 Jefferson 
342 Jefferson 

908 Lennox 
408-410 Statler 
455 Jefferson 
440-442 Jefferson 
202-204-206 Statler 
858-860 Jefferson 
1026 Statler 

501 Lennox 

830 Jefferson 


838-840-842 Statler 
708 Lennox 
610-611 Lennox 
1301 Lennox 





| Jarman Shoe Co. 


Jay Shoe Co. 

Johansen Bros. 

Johnson, Stephens & 
Shinkle 


Johnson, Wm. B., Shoe 


Co. 
Jones & Vining Co. 
A. Jacobs & Sons 
Juvenile Shoe Corp. 


Kane, Dunham & Kraus 


George E. Keith Co. 
Kimel Shoe Co. 
Kleven Shoe Co. 
Knipe Bros., Inc. 
Koss Shoe Co. 
Kirkendall Boot Co. 
Kesslen Shoe Co. 
Kimel Shoe Co. 
Keystone Shoe Co. 


Laird Schober Co. 
Langer Lippman Co. 
Lenox Shoe Co. 
Levi Weiss Sales Co. 
Levine, Al. & Sol. 


WHO'S WHO AND WHERE TO FIND THEM 


J 


Nashville, Tenn. 
Marlboro, Mass. 


St. Louis, Mo. 
St. Louis, Mo. 


Dixon, II]. 


Brockton, Mass. 


Lynn, Mass. 
Carthage, Mo. 


K 
St. Louis, Mo. 


Brockton, Mass. 
Haverhill,. Mass. 
Spencer, Mass. 
Ward Hill, Mass. 


Auburn, Me. 
Omaha, Neb. 


Kennebunk, Me. 
Haverhill, Mass. 


Kutztown, Pa. 


L 


Philadelphia, Pa. 


Boston, Mass. 
Freeport, Me. 
Chicago, III. 

Boston, Mass. 


Lima Cord Sole & Heel Lima, Ohio 


Co. 
John Lucy Shoe Co. 


Lumbard Shoe Co. 


Maine Shoes, Inc. 
Mastercraft Shoe Co. 
McNichol & Taylor 


Sol Meyerberg 
Milchen Shoe Co. 
Milford Shoe Co. 
Milius Shoe Co. 

I. Miller & Sons, Inc. 
Monarch Shoe Co. 
Morton Last Co. 
Moulton-Bartley, Inc. 
Municipal Shoe, Inc. 
Mound City Shoe Co. 


Middleboro, Mass. 
Jerry & Hervert Lehman New York, N. Y. 


Lockwedge Shoe Corp. Columbus, Ohio 


Auburn, Me. 


M 
Auburn, Me. 


Brooklyn, N. Y. 
Lynn, Mass. 
Fred A. Mayer Shoe Co. Milwaukee, Wis. 
Chas. Meis Shoe Mfg. Cincinnati, Ohio 
Binghamton, N. Y. 
Lawrence, Mass. 
Milford, Mass. 
St. Louis, Mo. 
Long Is. C., N. Y. 
Chicago, II. 
Cincinnati, Ohio 
St. Louis, Mo. 
Brooklyn, N. Y. 
St. Louis, Mo. 


J. Nelson Manning Shoe Dallas, Tex. 


Co. 
Muskin Shoe Co. 


L. V. Marks & Sons Co. 
Miller, Hess & Co., Inc. 
Menzies Shoe Company St. Louis, Mo. { 


Baltimore, Md. 
Cincinnati, O. 
Akron, Pa. 


aubian, 





324 to 326 Jefferson 
322 Statler 

602 to 632 Statler 
712 to 743 Jefferson 


617 Jefferson 


428 Statler 
818 Jefferson 
Parlor 2, Jefferson 


612 to 620 Statler 
302-303 Statler 
816-818 Jefferson 
222-224 Statler 
112-114 Statler 
933 Jefferson 

417 Jefferson 
803-804 Lennox 
816 Jefferson 

458 Jefferson 


1101 to 1104 Lennox 
538-540 Statler 

862 Jefferson 
508-510 Statler 

854 Jefferson 

934 Jefferson 


215 Statler 
702 Statler 
126 Statler 
707 Lennox 


443 Jefferson 

805 Lennox 

414 Statler 

226-228 Statler 
908-910 Statler 
408-410 Statler 

603 Lennox 

212-214 Statler 

641 to 652 Jefferson 
401 to 405 Lennox 
836 Statler 

426 Statler 

524 to 530 Jefferson 
830-832 Statler 
620-621-622 Jefferson 
340 Jefferson 


348-350-352 Jefferson 
610-611 Lennox 
| 948-950 Statler 

742 Jefferson 
Parlor 5, Jefferson 
454 Statler 
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WHO'S WHO AND WHERE TO FIND THEM 


Meyerberg, Sol & Gotham Binghamton, N. Y. 958-960 Jefferson 


Shoe 
Mitchell Shoe Co. 
Merrimack Shoe Co. 
D. Myers & Sons 


Dover, N. H. 
Lowell, Mass. 
Baltimore, Md. 


N 


National Shoe & Slipper Worcester, Mass. 
Co 


Nunn Bush & Weldon Co. Milwaukee, Wis. 


Norway Shoe Co. 
Novelty Slipper Co., Inc 


Orthopedic Shoes, Inc. 


Paramount Shoe Co. 
Pedigo-Lake Shoe Co. 
Pennant Shoe Co. 
Peters Shoe Co. 
Philco Shoe Corp. 
Pincus & Tobias, Inc. 
Plaut Butler, Inc. 
Progressive Shoe Co. 
Pontiac Shoe Co. 
Prospect Shoe Co. 


Norway, Maine 
New York, N. Y. 


0 
N. Y. City, N. Y. 


P 


St. Louis, Mo. 
St. Louis, Mo. 
St. Louis, Mo. 
St. Louis, Mo. 
Salem, Mass. 
Brooklyn, N. Y. 
Cincinnati, Ohio 
Derry, N. H. 
Pontiac, Ill. 
Boston, Mass. 


Q 


Queen Quality Shoe Co. St. Louis, Mo. 


Racine Shoe Mfg. Co. 
E. P. Reed & Co. 
Rice-O’Neill Shoe Co. 
Richland Shoe Co. 
Rich-Vogel Shoe Co. 


R 


Racine, Wis. 
Rochester, N. Y. 
St. Louis, Mo. 
Nashville, Tenn. 
Milwaukee, Wis. 


Roberts, Johnson & Rand St. Louis, Mo. 


Rogers Shoe Co. 


Rubin Bros. Footwear 
Inc. 

H. O. Rondeau 

Reider Shoe Co. 

S. Rauh & Company 

Rubin Pattern Co. 


Saco-Mac Shoe Corp. 
Samuels Shoe Co. 
Saxe Bros. 

Scholl Mfg. Co. 
Schworm & Fink 
Sebo Shoe Co. 


Boston, Mass. 
L. 1 City, N. Y. 


Boston, Mass. 
Schuylkill H., Pa. 
New York, N. Y. 
St. Louis, Mo. 


Ss 


Boston, Mass. 
St. Louis, Mo. 
Boston, Mass. 
Chicago, Ill. 
Boston, Mass. 
Chicago, TI. 


802 Lennox 
506-507 Lennox 
352 Jefferson 


434 Statler 


217 Statler 
1138 Jefferson 
605 Lennox 


954 Statler 


747 to 762 Jefferson 
124 to 714 Statler 
802 to 810 Statler 
106 Statler 
1110-1111 Lennox 
701-703-704 Lennox 
309-310 Lennox 
1126-1128 Jefferson 
648-650 Statler 
810-811 Lennox 


301 Statler 


116 Statler 

1001 to 1003 Lennox 
512 to 522 Jefferson 
328 Jefferson 


438-440-442-902 Stat. 


104 Statler 
514 Statler 
337 Jefferson 
824 Statler 


821-823 Jefferson 
411 Lennox 

709 Lennox 

740 Jefferson 


532 Statler 

738 to 746 Statler 
522-524 Statler 
928 Statler 

542 Statler 

836 Statler 





A. Shapiro 

Shaw Shoe Co. 

Sherwood Shoe Co. 

Shoe Form Co. 

Shoe Press Corp. 

J. P. Smith 

Sterling Shoe Corp. 

Stix, Altman & Weiner 

Stone-Tarlow Co., Inc. 

Style Creator, Inc. 

Simplex Shoe Mfg. Co. 

L. D. Stickless Shoe Co. 

St. Louis Novelty Shoe 

St. Louis Shoe Mfrs. & 
Wholesalers Ass’n 

Sulkis Shoe Co. 


E. E. Taylor 

Tweedie Footwear Corp. 
Tupper Slipper Corp. 
Thompson Shoe Co. 
Tober-Saifer Shoe Co. 


United Shoe Mach. Co. 
United Shoe Mfg. Co. 
The U. S. Shoe Co. 
United Last Co. 
Universal Shoe Mfg. Co. 
(Branch _  Craddock- 


Terry) 


Vitality Shoe Co. 

Vulcan Last Co. 

Virginia Lee Shoe Mfg. 
Co. 

Valley Shoe Corp. 


Stanley Wass 

Wellesley Shoe Co. 

Weyenberg Shoe Mfg. 
Co. 

Wohl Shoe Co. 

Wolf, M., & Sons 

Wolff-Tober Shoe Co. 

Wiley, Bickford & Sweet 
Co. 

Wizard Lightfoot App. 
Co. 

Martin Weinstein 

C. V. Watson Shoe Co. 

Weissman-Sass Shoe Co. 

Winchell Shoe Mfg. Co. 

Wellington Shoe Co. 


Boston, Mass. 
Lawrence, Mass. 
Rochester, N. Y. 
Auburn, N. Y. 
Philadelphia, Pa. 
Chicago, Ill. 
Haverhill, Mass. 
Cincinnati, Ohio 
Brockton, Mass. 
L. I. City, N. Y. 
Milwaukee, Wis. 
Red Wing, Minn. 
St. Louis, Mo. 
St. Louis, Mo. 


Marlboro, Mass. 


T 


Brockton, Mass. 


Jeffers’n City, Mo. 


Brooklyn, N. Y. 
Humboldt, Tenn. 
St. Louis, Mo. 


U 


Boston, Mass. 
St. Louis, Mo. 


Cincinnati, Ohio 


Boston, Mass. 
Lynchburg, Va. 


V 


St. Louis, Mo. 
Portsmouth, O. 
Milwaukee, Wis. 


St. Louis, Mo. 


W 


Boston, Mass. 
Boston, Mass. 
Milwaukee, Wis. 


St. Louis, Mo. 
Brooklyn, N. Y. 
St. Louis, Mo. 


Worcester, Mass. 


St. Louis, Mo. 


Brooklyn, N. Y. 
Auburn, Me. 
Brooklyn, N. Y. 
Natick, Mass. 
New York, N. Y. 


534-536 Statler 
604 Lennox 
404-406 Statler 
315 Statler 

822 Statler 
930-932 Statler 
954-956 Jefferson 
924-926 Statler 
220 Statler 

826 Statler 
Parlor 7, Jefferson 
1006 Lennox 
928 Jefferson 
634 Statler 


856 Jefferson 


316-318 Statler 
730 to 750 Statler 
412 Statler 
432-434 Jefferson 
540 Jefferson 


1038 to 1042 Statler 
635-637 Jefferson 
208-210 Statler 

834 Statler 
1003-1037-1041 Jeff. 


638 to 646 Statler 
317 Statler 
Parlor 8, Jefferson 


1106 to 1109 Lennox 


834 to 838 Jefferson 
710-711 Lennox 
944-946 Statler 


Parlor 4, Jefferson 
901 Lennox 
541-550-552 Jefferson 
335 Jefferson 


752 Statler 


902-903-904 Lennox 
828 Jefferson 
808-809 Lennox 
423 Jefferson 
1610-1611 Lennox 
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You'll be 


welcome 
Rooms 512-522 
Hotel Jefferson 


SAINT LOUIS 
JANUARY 7th to 10th 


STYLED BY RICt-O WE 


have plenty of what it takes 
to make ready sales on 


a generous profit margin 


You honestly can't AFFORD to miss the Rice- 
O'Neill exhibit at the Saint Louis Show! 
You'll know instantly that “Cruise Shoes” will 
almost sell themselves—so cleverly do they 
provide exactly what the well-dressed woman 
wants—ultra-smart style, fine quality and work- 
manship AT A MODERATE PRICE. 


“Cruise Shoes’ —backed by Rice-O'Neill’s 
reputation for genuine VALUE—are offered in 
an impressive collection of original styles for 
every spring and summer occasion. Let us tell 
you how this line can bring YOU the profits you 
are looking for. Most styles to retail for $8.50. 


RICE-O’NEILL SHOE CO. 
MANUFACTURERS- ST. LOUIS, MISSOURI 











Lit. ‘A—1934 version 
of the Gillie, embody- 
ing the popular moc- 
casin vamp effect. A 
perfect shoe for spec- 
tator wear. Shown in 
BrownT ynet,successor 
to Mandrucca. 


Shown in Blue Kid fj 
with White piping. £ 


PIPP-ShowninWhite 


} Buck with Brown Calf 


Trimming. 
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IN STEP WITH A SUCCESSFUL 1934 


America's outstanding success in juvenile shoes retailed through 
leading stores throughout the nation. 

Ask the dealer who sells them. A complete showing on display during 
the N.R.S.A. Convention, Room 102 Hotel Statler, Saint Louis. 


rs eee 
pee. 


FRIEDMAN-SHELBY, Branch 


INTERNATIONAL SHOE COMPANY 


Remember 
ROOM 
102 4 SAINT LOUIS MISSOURI 


Hotel 
Statler 
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MENS AND WOMENS LINCST COOTWLAR 


ALL LEATHER 
SHOES 


Expressing in terms of retail sales, consumer 
preference in better grade shoes for men and 
women. 

A complete showing of ''In demand" numbers on 
display during the N.S.R.A. Convention, Room 
102 Statler Hotel, St. Louis. | 


Remember 
ROOM 
102 


Hotel : 
FRIEDMAN-SHELBY, Branch 


Statler . aes INTERNATIONAL SHOE COMPANY 
biases SAINT LOUIS MISSOURI 









BOOT AND SHOE RECORDER, December 30, 1933 






oT. LOUIS DESIGNERS SEE 
A NEW ERA IN STYLES 


HE annual convention of the National Shoe Retailers Association in Jan- 

uary will mark the beginning of a distinctly new era in women’s shoe styles, 
according to Saint Louis shoe designers. They point to the sobering effect the 
depression has had upon styles in women’s wearing apparel of all kinds during 
the past few seasons. Style shoes have been conservative. But now we’re back 
to what corresponds to the 1926-29 period, in which styleshoes are stylish 
shoes and conservative shoes are of the orthopedic type. 

Basic economic developments give rise to a new spirit of confidence and 
enthusiasm among those in the trade who take the lead in creating and mer- 
chandising articles of fashion desired by women. Furthermore, it is apparent 
that smart women are again more receptive to new developments in fashion. 
Ask these designers for specific reasons back of this change and they will tell 
you that the recent Hollywood influence has been a tremendous force in center- 
ing attention on women’s clothes in general; has reawakened in millions of 
women a desire for new clothes and new shoes. They add that the passing of 
prohibition means a new freedom of action, more parties—in short—greater 
activity in the social world. Further, that women are going back to work. 
therefore, have more money to spend. 

These same designers hasten to point out that it is highly important that both 
the shoemaker and the shoe retailer get off on the right foot in this new era 
of style. 

A look at the new Spring lines of the Saint Louis houses will quickly con- 
vince one of the thoroughness with which the designers of this market go into 
the analysis of the basic fashion trends. The fact is, one of the outstanding 
reasons for the splendid development of Saint Louis as a shoe center is to be 
found in the astuteness with which the lines have been styled. Ever since the 
shoe became a definite part of the ensemble, Saint Louis factories have, season 
after season, intensified their styling efforts. The volume of business they do 
is of sufficient size to justify specialists of high rank. 

Nor do the Saint Louis designers feel that the job is complete when a line 
is properly styled. They place great importance upon the merchandising 
function performed by the dealer. One designer here claims that selection 
(buying) of the proper shoes is only 30 per cent of the merchandiser’s job; 
that the other 70 per cent is in attracting, selling and reselling the customer. 
They feel that though they may, through careful study of fashion trends, 
accurately reflect the spirit of the day in the shoes they design, they must bear 
in mind the problems the merchant might have in promoting and selling the 
[TURN TO PAGE 73, PLEASE] 













































bt ST. LOUIS SHoe CentER 
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% In 1912 the makers of PEDIGO shoes 
pioneered as the first manufacturer in 
the St. Louis market to put fashion into 
women’s shoes. 





In 1934 the makers of PEDIGO shoes 
occupy a stronger position than ever in 
the fine quality field of fashion footwear. 


the women of America for beauty as well as utility in shoes and sponsored 
the feature of style. 


In 1912 the makers of PEDIGO shoes sensed the growing demand of 
In 1934 the makers of PEDIGO shoes satisfy the broadest development 
of that demand by creating and making footwear of the highest type of 
quality in the utmost of current fashions. 
In 1912 the makers of PEDIGO shoes established definite standards of 
fair dealing and sound business policies. 


In 1934 the makers of PEDIGO shoes maintain those same standards, 


as maintained continuously for the twenty-two years, and through them, 
command the respect, good-will and patronage of the leading shoe mer- 
chants of America whom it now serves. 








In 1934, as in 1912, our founder is still the active head of this business. 





N. S. R. A.—Jan. 7-8-9-10 
Rooms—124-704-706-708-710-712-714 
STATLER HOTEL 


Pedigo -lake Shoe (Co. 


SAINT LOUIS 
COST NO MORE THAN THEY NEED TO 








MISSOURI 





TO BE THE FINE SHOES THEY ARE 
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In addition to the factors of style and fit so necessary in a good line of shoes, we call 
your attention to the superior flexibility of Capitol Shoes as an extra point of value. We 
use the Sbicca Method of construction on our pumps, therefore Capitol Shoes are as 

flexible as bench turns. They combine all the natural advantages of cemented shoes (no 

peely soles) with the superior Flexibility of the bench made product. The idea! shoe for 
| Fashionable Footwear. 





r 


ON DISPLAY WE CARRY 
HOTEL IN STOCK 
JEFFERSON A regent and 
seamless pump 
Rooms 612-612B adiiaeaa 
cients materials 














CAPITOL SHOEMAKERS, Inc. 
SAINT LOUIS - - -  - MISSOURI 
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” tllale, 


who have been propositioned to death... . 


y 
aN We announce a new price policy for spring 1934—one that 


QS calls for a greater mark-up on $6 shoes; a mark-up that means 
. \ real dollar-profis for our dealers. Call it just another proposi- 

© tion if you like, but we assure you that this policy not only 

© allows you a better profit margin but goes a step further and 


protects that margin from mark-downs by the addition of new 
lasts, ultra smart styling, a wide array of materials and improve- 
ments in shoemaking. In short more value per dollar. If you 
carry shoes at $6 you will want to know all about the Paradise 


Shoe set-up for spring. You can't afford to miss it. 











©), 2 8\ AN ee 
NSRA CONVENTION 
HOTEL JEFFERSON 
ROOMS 654-56 58 
(0 yl CY eee Sy 


: = ay ae Re ant) & oa 
BRAUER BROS. SHOE @, stouis. mo. 
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| 
The 


Brown Shoe 
Company 


ELCOMES 


Visiting Shoe Retailers 
to the 


ANNUAL CONVENTION 


of the 
National Shoe Retailers’ 


Association 


JANUARY 7-8-9-10 
SAINT LOUIS, MISSOURI 
© 


Convention Sample Rooms Main Sample Rooms and 
JEFFERSON HOTEL Home Office 

2nd Floor—Parlor 3 also THE WHITE HOUSE 

7th Floor Rooms—717-719 1600 Washington Avenue 





® 
America’s Foremost Juvenile Line 
BUSTER BROWN Tread Straight Shoes 


Brown bilt 


eR 
TREAD STRAIGHT 
eg? 


Shoes” 


for men — for women 


The lines with the distinctive “toes straight ahead” fea- 
tures—offering exceptional merchandising opportunities. 


TWreww aoe Gowngaray 
i MANUFACTURERS—SAINT LOUIS 
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READ THIS ADVERTISEMENT... 


males Ube 
api thet oll! 
pe —_—_ 














The New Evest Process is the ultimate in women’s 






shoe manufacturing. It retains every advantage and 
Advantages of the 


NEW EVEST PROCESS 


—the crowning achievement 





eliminates every disadvantage of all other used 





methods of shoe construction. 





Sounds expensive. But isn't. For this unique process 





of the shoe maker’s art 





is exclusive with the moderately priced Fashion 






Plate shoes. Think of it... every construction 1 





. The lightness and flexibility of a non- j 
feature of high priced footwear and then additional 3 





insole shoe. 





advantages, as well as fine leathers and distinctive 






style, now available in one volume priced shoe. 2. The lasting shapeliness and quality weer 






That's an appeal your customers will respond to. of an insole shoe. 






3. Permanently trim edges. 





Make it a point to see the New Evest Fashion Plate 





4. No tacks, staples or sole cements. 





shoes. Check every claim we make for them. Note 





their exquisetely soft, appealing feminine appearance 5. The fit of a hand-made shoe. 






... their luxurious, expensive look. Examine the 6. No curly outsoles 





fine quality of materials. Consider that they give 





7. Perfectly smooth inside; no inseams or 






your customers perfect shoe construction, superior 
cement. 





fit, supreme comfort, longer wear, smarter style, 
















healthier feet... all at a moderate price. Note, 

as i i P SEE THE NEW EVEST SHOES AT THEN. S. R. A., HOTEL 
PMC, -<CORNGE . . . ONE Then: tell us we ve JEFFERSON, ST. LOUIS, JANUARY 7, 8, 9 and 10. ROOMS: 
proved every word in this advertisement. 714-16-18-20-29-33-35-37-41-43. 






Johnson- Stephens & Shinkle 


MANUFACTURERS LOUIS, MISSOURI 









wit Ei cias BOE 
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Howard V. Stephens, President 
& Shinkle 








A GLIMPSE INTO 1934 


@ by St. Louis Shoe Manufacturers 


Howarp V. STEPHENS: “Inflationary tendencies have replaced deflation- 
ary tendencies. The period of forced liquidation has ended. Prices in gen- 
eral are gradually rising. Pay-rolls and employment both have increased, 
resulting in greater purchasing power. Surplus production has been 
brought into control. Demand in relation to supply, therefore, appears 
to be greater. The possibilities for profitable business operations are 
much brighter. 

“Although shoe production for 1933 has been heavy, fundamental con- 
ditions still appear to be improving and such improvement is bound to be 
felt in our industry. We look forward optimistically to 1934.” 


W. H. Mouton: “Industry is today confronted with so many conflicting 
economic factors that predictions for 1934 would be most hazardous. Un- 
questionably the shoe industry shows greater activity; for merchants, par- 
ticularly in the South and Southwest, are feeling the effects of huge gov- 
ernment disbursements in those agricultural areas. 

“Reports show that many farmers are liquidating their debts, paying 
old accounts and buying useful articles denied to them for a period of 
years. [TURN TO PAGE 73, PLEASE | 


J. T. Pepico: “The basic, economic developments and current influences 
underlying the outlook for 1934 inspire a definite feeling of justified con- 
fidence—NOW—very rapidly replacing the enemy of progress. 

“The consuming public has again become quality-minded in its recog- 
nition of true value and its willingness to pay fairly for it. Prideful in- 
terest is manifest in demand for new features in fashion of latest creation. 
Aggressive merchants are in action. 

“It is being reflected in our sales volume, now running well ahead of the 
comparable period a year ago—and the two or three years before that.” 


W. H. Moulton, President 













International Shoe Company J. T. Pedigo, President 
Pedigo-Lake Shoe Company 
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‘Flere are the reasons why 


so many of our customers buy 


“STAR BRAND” shoes exclusively 


1st They can get everything they need for a complete, 
well-rounded stock in all the popular price ranges. 


and In each grade and retail price group Star Brand 
shoes are the standard of quality and value. 


3rd Star Brand shoes seldom find their way to the bar- 
gain table. (Check up on this in the stores that are 
buying Star Brands along with other shoes.) 


4 th Star Brand shoes sell at a profit. We extend an open 
invitation to any or all of our customers who are 
dividing their shoe business to make an analysis of 
the condition of their stocks, and determine from 
their own figures which line or lines are showing 
profits or losses. 


These are the reasons why you should see this famous line of all- | 
leather footwear at the National Shoe Retailers Association Conven- 
tion. Our line will be displayed in Room 104, Hotel Statler. Come and 
see it. Or better still, pay us a visit at our General Offices at 1501 
Washington Avenue in St. Louis. We shall be delighted to have you. 


ROBERTS, JOHNSONS RAND ir 





Granch of international Shoe Co: 


ST. LOUIS, MO. 
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STAR BRAND SHOES.... 


More than 1200 Styles 
for Men, Women and Children 


Complete Specialty Lines in all 
the Popular Price Ranges 


MEN’S DRESS SHOES 


Our men’s lines include a wide range 
of styles for every occasion at prices 
that retail profitably from $2.95 up 
to $7.50. 


WOMEN’S DRESS SHOES 


A complete line of patterns, from 
high styles to the more conservative 
types, at retail prices ranging from 


$2.50 to $7.50. 


POLL PARROT SHOES 


The nation’s favorite line of quality 
footwear for boys, girls, misses and 
children. A wide range of patterns in 
Goodyear welts, hand turns, stitch- 
downs and McKays, supported by 
outstanding promotional features for 
juvenile footwear. 


See these Shoes at the Show, Room 104 Hotel Statler 





ROBERTS, JOHNSONS RAND 


Branch of international Shoe 


ST. LOUIS, MO. 
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Versaitles, 


Y *VIVACIOUS FOOTWEAR’ 





TWEEDIE FOOTWEAR CORPORATION 
f= JEFFERSON CITY, MISSOURI 
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MORE ABOUT 1934 


Joun A. Busu: “1934 offers tremendous possibilities. As I travel around 
the country I am convinced that there is a real up-lift in psychology, a 
more hopeful feeling that we are emerging from the sad times of the last 
few years. I said to a group of our salesmen the other day: ‘Do you men 
realize that we employ 9000 people, each one of whom represents at least 
three people being cared for, or a total of 27,000 folks who are back of 
you and represent families you are helping support by your labor in the 
selling end?’ ” [TURN TO PAGE 75, PLEASE] 


CHARLES TWEEDIE: “I think we shall have continued improvement in con- 
ditions to a firm basis of business in 1934.” 


D. B. GotpMan: “I now feel tremendously encouraged and optimistic. 
For the past four years, the “ayes” have had it—the “cock-ayes.” Our 
perspective has been warped. Less greed and less selfishness and more 
cooperation with the President’s plan will very shortly bring about the 
much desired return of good—or at least much better times. Lets re- 
turn to business ethics and eliminate the chiseler. If we don’t make for- 
tunes and pile up material wealth, we will create happiness. What else is 
there in life?” 


L. J. O'NEILL: “The outlook for the coming year is very encouraging for 
the shoe business, especially for those merchants and manufacturers who 
have held fast to a standard of uniform quality, fair prices, and aggressive 
merchandising. 

“As compared with last year, improved retail business during the com- 
ing season is assured. Our President has accomplished wonders since 
March 4 and should enjoy the support of every fair-minded citizen. 

“Our policy is ‘Heads up and faces front’ for a bigger and better 1934.” 


1 


67 














































American women by the 
thousands are fast discovering 
the new sense of style, value 
and foot-freedom that lies in 
Vitality’s Charmed Circle of 


Smartness, Fit, Economy and 
Vitality. 


4 
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VITALITY welcomes the opportunity of 


presenting to merchants attending the N.S. R. A. Convention 
in St. Louis its outstanding lines for Spring. 


The lines embrace a remarkably wide range of smart, new styles 


in colorful seasonal leather combinations, which embody the 


popular vitality principle of health construction. The Vitality 
plan offers a completely balanced line of all-leather, quality- 
built shoes for men and boys, women and children in popular 
price ranges that insure liberal mark-up for the dealer. 


A complete In-Stock Service on seasonal shoes combined with 
a national advertising campaign in five leading magazines makes 
the line an all-star setup for progressive shoe departments. 
We invite you to call while at the convention. 

VITALITY SHOE COMPANY , ST. LOUIS, MO. 


Branch of International Shoe Co. 


VITALITY. 


ES 


WOMEN’S MEN’S VITALITY CHILDREN’S BOYS’ 


AAAA to EEE AAA to G Health SI Priced according AtoE 
Sizes 2to11 Sizes5to14 ae to size Sizes 1to6 
$6 and $6.75 $5 and $6 =< $2to $5 $4 and $4.50 


Vitality Growing Girls’ and Thrift Grade Shoes For Women... $5.00 


Nationally Advertised in 
VOGUE » LADIES’ HOME JOURNAL » McCALL’S » PHOTOPLAY » GOOD HOUSEKEEPING 
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(iol 5 —for some time a distinctive feature in shoes 
of our type of construction, now becomes an exclusive fea- 


ture. It is patented. The fine, narrow contour of this shank lends 


such grace of line to the arch that at last feminine shoes become 
completely feminine. They hug the arch like a glove—they fit 
superbly. This steel-supported shank construction is rigid and firm; supports the arch and yet allows 
the necessary resiliency for the foot in action. The Viol Shank is even stronger than the ordinary shank. 


WARNING e@ e@ e@ Any manufacturer, wholesaler, jobber or retailer who 
manufactures, handles or sells an infringing shoe, namely a shoe not made by us, em- 
bodying the Viol Shank structure, is subject to injunction and prosecution involving 
damages and profits. U. S. letters patent No. 1,938,204 covers the Viol Shank. The 
Paramount Shoe Mfg. Co. and the Carmo Mfg. Co. have been licensed to manufacture 
narrow shank shoes under this patent. 


ON DISPLAY @ ST. LOUISSHOW @ JEFFERSON HOTEL @ ROOMS 535, 537, 541, 543 


WOLFF * TOBER SHOE*MFG:CO. 


2511 - 13-15-17 SULLIVAN AVENUEICOM* niin SAINT LOUIS, MISSOURI 

















W.E. Tarlton, President 


St. Louis Shoe Manufacturers 
and Wholesalers ~ 
Association 
General Manager of Central 
Shee Company 


Sam Wolff, President 
Wolff-Tober Shoe 
Manufacturing Co. 


A. J. Brauer, President 
Brauer Brothers Shoe 
Company 


1934 
Ms 


W. E. Tariton: “We face 1934 with less con- 
cern as to sales possibilities than we have ex- 
perienced for the past several selling seasons, and 
we believe there are basic reasons for that atti- 
tude. 

“First of all, regardless of our political lean- 
ings, the National Industrial Recovery Act and 
the many other activities of the present adminis- 
tration are all favorable to a more widespread 
distribution of income—hence an increased pur- 
chasing power of the general public. 

“Second: There is no reason to believe that 
we will experience any such catastrophe as hap- 
pened in the spring of 1933, when every bank 

[TURN TO PAGE 77, PLEASE] 


Sam Wo rr: “I feel very optimistic about busi- 
ness conditions for 1934. There is no doubt the 
depression is over and that we are now on the 
road to recovery. 

“The ‘New Deal’ promised us by our Presi- 
dent is already having its effects. Our govern- 


ment, through its various branches, is putting 
many billions of dollars into circulation that 
have heretofore been idle. The releasing of sub- 
stantial sums of depositors’ funds in closed 
banks and deposit insurance on bank balances 
will also have a very beneficial effect on general 
business conditions. These and many other proj- 
ects that our government is undertaking will 
directly or indirectly benefit each and every one. 

“Therefore, I firmly believe that every indica- 
tion points forward to better conditions during 


1934.” 


A. J. Brauer: “Personally, I think the outlook 
for 1934 is exceedingly bright. 

“Ist. I am influenced by our experience. We 
are busy; our sales for November, 1933, show 
an increase of 589 per cent over the same period 
last year. December, though young in days, 
shows an increase of 231 per cent over the same 
period last year with every indication that this 
percentage of increase will multiply as the 
month proceeds. 

“2nd. The Government program adds tremen- 
dous impetus to an upward surge of business. 
The effects of the NRA have been felt in the shoe 
industry affecting production, wages and trade 

[TURN TO PAGE 79, PLEASE | 
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AND THE 
NEW 


FOOT-FAN 


COOL WEAR SUMMER SHOE 


Incorporating a timely change 
that is sure to further increase 
the national popularity of this 
super-ventilated Summer shoe. 


Giving the men of a continent what they want in style; in comfort and in regular 
he-man quality at the price they can pay, is constantly winning increased sales 
volume for retailers of United shoes everywhere. Styled and priced to synchron- 
ize with any selling plan and backed by an in-stock service that is always depend- 
able, they offer turn-over and net profits to please the shrewdest merchandisers. 


AT THE STYLE SHOW IN ST. LOUIS ..... 


See the complete United line for 1934's Spring and Summer at the 
N. S. R.A. style show in St. Louis, January 7th to 10th, rooms 635 = 637 
Jefferson Hotel. 








UNITED SHOE MFG. CO. teio wasninctonave ST. LOUIS 























St. Louis Designers See a 
New Era in Styles 
[CONTINUED FROM PAGE 57] 


shoes. So definitely is this question of 
promotion a part of their daily work 
that they actively encourage the sale 
of shoe wardrobes by showing mer- 
chants just how and when certain shoes 
should be worn. 

However, the one thought found to 
be uppermost in the minds of Saint 
Louis designers is the question of fit. 
They realize that while a particular 
style may draw the customer into the 
store, the shoe desired must fit and 
feel comfortable on the foot. They point 
out that fit is the one thing that will 
make an old customer out of a new 
one, assuming of course, that the 
quality is dependable. 


A Glimpse Into 1934 
W. H. MOULTON 
[CONTINUED FROM PAGE 63] 


“With a general rise in prices, the 
shoe industry is struggling to avoid 
price levels that will retard sales and 
decrease the unit consumption of shoes. 
This becomes more difficult with in- 
creased costs of materials, labor and 
overhead. During the latter half of 1934 
increased volume reduced overhead, but 
substantial increases in price of mate- 
rials and in cost of production have 
been directly reflected in shoe prices. 

“During last May, June and July 
sales were abnormally active in antici- 
pation of higher prices; but present 
sales more nearly reflect the law of 
demand and supply. Thoughtful mer- 
chants realize that restricted produc- 
tion, growing out of shorter hours, com- 
pels them to abandon the policy of 
‘hand-to-mouth’ buying and place or- 
ders somewhat in advance of actual 
needs, if satisfactory delivery be ex- 
pected. 

“It is our belief that manufacturers 
and merchants alike are trying to be 
helpful in the present situation and are 
working cooperatively to that end.” 


Helphill Opens Own Store 


ALHAMBRA, CALIF.—G. Edward Help- 
hill, formerly manager of the shoe de- 
partment of the Krystal Department 
Store, the Alhambra branch of the 
Arthur Asher Company, Inc., has 
opened his own family shoe store at 7 
West Main Street, within a _ stone’s 
throw of the city’s busiest intersection. 

The new store has a fifteen foot front- 
age on Main Street, and has sixteen 
chairs. Only quality shoes are stocked, 
men’s, women’s and children’s depart- 
ments being maintained. When Mr. 
Helphill opened his store he set a sales 
quota for himself, but to date he has 
exceeded this quota by forty per cent, 
he states. 
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are still being made to re- 


Highly styled, original foot- 
wear is more necessary today 


than ever. 
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Mr. Ray Trenor, Mr. Edwin 
Reinhart, Mr. U. L. Curtsinger 
and Mr. Myron Goldman will 
meet you on Jan. 7,8,9,10 


at the Lennox Hotel, Rooms 


1106-1107-1108-1109. 
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More About 1934 


JOHN A. BUSH 


[CONTINUED FROM PAGE 67] 


“There were 350,000,000 pairs of 
shoes produced in 1933, or 15 per cent 
more than were produced in 1932, and 
the largest quantity since 1929 when 
361,000,000 pairs were produced, may 
seem a large volume and might appear 
to be a bearish factor for the new 
year except for the fact that during 
1931 and 1932 there was really an 
under-production, and during 1933, 
especially the last six months, a great 
many shoes were placed directly into 
consumption as a result of large pur- 
chases for charitable purposes by mu- 
nicipalities and private relief organiza- 
tions and by the United States Gov- 
ernment who made large purchases for 
the men in reforestation camps. I do not 
believe the retailers’ shelves are loaded 
with shoes as 1933 comes to a close, 
therefore 1934 offers to the shoe indus- 
try an opportunity to help maintain and 
increase employment and to do a really 
good job. 

“Efficient manufacturing has success- 
fully lowered the cost to the consumer, 
and shoe manufacturers during the past 
two years have given the public the 
advantage of low cost materials in the 
form of shoes at the lowest unit cost 
in some time, a cost below that of most 
any article of apparel considering its 
complicated manufacture. With increas- 
ing costs of raw materials, shorter 
working week and higher wages, shoe 
prices are bound to be higher in 1934.” 





Good Children’s Business 


Fatt River, Mass.—“It’s not what 
you give children that builds a good 
children’s shoe trade,” says Oscar Dube, 
buyer and manager of the street floor 
department of the R. A. McWhirr Co., 
who has built up an enviable business 
in the children’s shoe field, “it’s the 


way you receive them into your depart- , 
ment. I have seen children treated to | 
various inexpensive toys and gifts as | 


a means of inducing their return, and 
I have seen these kiddies prefer a dif- 
ferent place to get their shoes,—a 
place where they received nothing, but 
where they were given a happy wel- 
come.” 

Mr. Dube aims to make friends with 
the children by speaking to them, kid- 
ding and joking with them, putting up 
a sort of sham fight with them and 
wrestling a little with some of the more 
robust customers. As a result this de- 
partment manager has hundreds of 
small customers who run up to him 
and start to play with him regardless 
of what he’s doing. They are happy 
to see him and they want him to fool 
with them and give them a little boxing 
fun. 

Mr. Dube stocks three leading brands 








of children’s shoes. 
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SPORTS, AFTERNOON, 


EVENING, AND 
CORRECTIVE TYPES 





THEIR STYLE... MATERIALS . . . FIT AND WORK- 
MANSHIP WILL ASTOUND YOU...ALL PATTERNS 
IN STOCK. © © Patterns in Grey, Blue, White, Taupe, 
Half and Half, in Mandruccas, Kids, Suedes, etc., in all the out- 
Standing types are ready for immediate delivery in AAA toC... 
and in corrective type from AAAAA to €EEE...Buy them as you 


mW ne or WOMEN'S 
FINE FOOTWEAR 


e AOOM 106 

STATLER HOTEL 
n-S-A-A- CONVENTION 
Jan + 7° 8-9-10 





need them... sell them at a profit. 


Polers. 


A BRANCH OF THE INTERNATIONAL SHOE 
COMPANY - SAINT LOUIS, MISSOURI 
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You Arad Betteh Rave 
WHAT They WANT. 


OR several years $3.95 shoes looked pretty good 


to the majority of women, ONLY because that . 


was all they could spend. Those women are 
coming back in 1934 to “get what they want.” If you 
have provided shoes to meet their critical satisfaction 


they will be your customers. 


Under the name NATURALIZERS are built the re- 
quirements of the daytime wardrobe, Goodyear welt 
construction for sturdy service footwear and the new 
flexible UCO lock-stitch construction for the daintier 


footwear. 





do bubinebsy wv /93¢. 


We have provided for the 1934 demands the smartest 
$6.50 retail shoes that American women have ever 
been offered. 


Your merchandising ability, backed by the inherent 
quality in this product, will bring many new, as well 
as old friends into your store. 


BLUE RIBBON SHOEMAKERS 
12th AND RUSSELL 
ST. LOUIS, MO. 














On Display—Rooms 721-723-728-730, Jefferson Hotel, N. S. R. A. Convention, January 7, 8, 9, 10. 








1934 


W. E. TARLTON 
[CONTINUED FROM PAGE 71] 


in the nation was closed for a period of 
more than a week. 

“Third: The dollars and cents volume 
of both retailer and manufacturer will 
naturally be greater, due to the elimina- 
tion of cheap, shoddy footwear made by 
manufacturers who were guilty of ex- 
ploiting their labor prior to the passage 
of the National Industrial Recovery 
Act. 

“Our average price per pair for goods 
shipped in October and November is up 
slightly more than 20 per cent, and even 
on the low pairage basis of the past 
spring season we will have this ad- 
vantage. 

“Stocks of desirable spring merchan- 
dise are as low as were stocks of fall 
merchandise at the beginning of the 
fall season. We all realize that there 
will be many more pairs of shoes sold 
by the retailer, hence by the manufac- 
turer in the first six months of 1934 
than were sold in the first six months 
of 1933. We repeat, therefore, that we 
are looking forward to the first half of 
1934 with less concern over sales possi- 
bilities than for any time during the 
past several years.” 






Spectacular Advertising 


SALT LAKE City, UTAH—“Use a spec- 
tacular newspaper advertisement if you 
would check the results,” says H. E. 
Saunders, Manager of the Florsheim 
Shoe Store, “for people will read it and 
comment. Especially so if its content 
ties in a news interest.” 

“We were fortunate in having both 
Jack Dempsey and Max Baer for cus- 
tomers and through their consent ran a 
photo of them in the Salt Lake City 
newspapers with the following caption, 
“Footwork Plays An Important Part 
in the Art of Boxing,” Says Dempsey. 
Then a large photo was inserted and 
the advertisement continued, “Jack 
Dempsey & Max Baer Being Fitted. 
Your feet are one of the biggest assets 
you have in boxing says Jack Dempsey. 
No one ever made a success in the fight- 
ing game unless he paid special atten- 
tion to his feet. 

“The advertising attracted much in- 
terest and also greatly increased sales 
for some time afterward as there are 
always many people influenced to buy 
what nationally - famous characters 
recommend. 

“It also takes the unsual in a window 
display to attract attention,” Mr. Sand- 
ers concluded. “A window display in 
which we featured actual Florsheim 
style of 1893 contrasted with that of 
today created much comment and 
brought many into the store, especially 
the ladies.” 


EOS IRB 
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HERE 1S A LINE THAT SELLS .. . THAT SATISFIES 
... THAT REPEATS © © Until you see the new lasts, 
you can't possibly appreciate their fine appearance. Judged 
from a quality standpoint, they are in a class by themselves. 
Uniform specifications. In calf, kid, kangaroo, goatskin, buck- 
skin and side leathers. All in stock. Sizes to 13. Widths AAA 

toG...Price ranges from $3 to $8. 


Poters. 


A BRANCH OF THE INTERNATIONAL SHOE 
COMPANY - SAINT LOUIS, MISSOURI 
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SMARTER AND 
BETTER BALANCED THAN EVER 








PENNANT 


See these shoes displayed on 
LIVING MODELS during 
the convention. See for yourself 
how they fit and learn at first 
hand about the fine merchandis- 
ing proposition Pennant offers 


You'll find that you, like many 
other buyers, can profitably sup- 
ply your needs in the $5.00 and 
$6.00 grades from Pennant’s 
balanced selection of patterns, 
lasts, heel heights, materials and 
colors. 


you. 
COME SEE IT 
AT THE 
N.S.R.A. CONVENTION 
STATLER HOTEL 
Rooms 
802 804 
806 - 808 -810 
IN ailaiae 
WEETHEART r fuoes § A. L. Ley A 
z R. Frank Dohoney 
atta rena — John B. Flautt BREATH OF |THE BOULEVARDS 


A surprise in beauty, quality 
and appealing value 


Gordon A. Spring 
John Lightsey 
Wyatt Virgilio 


A thrill in new high style pat- 
terns for fashionable women 


TWEENS 


For Feet that walk in Fashion 
from Junior High to College 


SHOE 


Branch of International Shoe Company 
ST. LOUIS, MO. 


COMPANY 
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1934 


A. J. BRAUER 
[CONTINUED FROM PAGE 71] 


practices. The Federal allotment for 
immediate relief of the farmers in just 
three States this week amounted to 
$14,414,000. This money was placed in 
the hands of the people Dec. 4 and 5, 
and I understand over $25,000,000 will 
be distributed among these people 
(farmers) during the Spring of 1934. 
I do not have the figures for the other 
States, but this same program is being 
carried out in other States according 
to the production in farm products. The 
results of this allotment distribution 
immediately affected credit and the pur- 
chasing power of the buying public and 
dealers. The PWA is another factor 
in the program that is helping to stim- 
ulate business by relieving the unem- 
ployment situation and placing into cir- 
culation millions of dollars for the ne- 
cessities of life. In addition over 25 
per cent of the unemployed as of April 
1, 1933, have returned to work. 

“3rd. The RFC has and is rendering 
wonderful assistance in the restoration 
of normal times. The release of the 
frozen deposits that have been tied up 
for the past nine months in the closed 
banks is a God-send to every com- 
munity. 

“It is the masses and not the classes 
that must be satisfied. The masses ap- 
prove of President Roosevelt and his 
program, They accept and have con- 
fidence in his leadership. The only ob- 
structional barriers to our recovery are 
the technical barristers who want to 
prove that the Recovery Act is illegal 
because it is not their idea, the Money 
Baron whose interest is only his own, 
and the Politician who has lost Prestige 
and Privilege. 

“I repeat, to me the outlook for 1934 
is bright. We feel it; our sales show 
it, and our 1934 line reflects it.” 


Good Spat Trade 


New York, N. Y.—Reports from 
various parts of the country indicate 
that a very fine spat business is being 
enjoyed by the stores which cater to the 
better trade. Detroit, for example, has 
enjoyed an outstanding spat trade. In 
Minneapolis, New York City, Cleve- 
land, Pittsburgh and Chicago, sales 
have been good. Last year these same 
reporting stores could not get enough 
dollar spats, while this year they can 
not get rid of the cheaper qualities at 
any price. Prices this year are from 
$2.50 to $5.00, with the volume on those 
which retail at $3.00. According to 
present indications the retail spat busi- 
ness is being concentrated in those 
stores which are recognized shoe outlets 
selling the medium and finer grades of 
shoes. 


December 








\ © 33t PATTERNS 


COMPLETE 
FROM CRADLE 
TO CAMPUS AGES 





AFTER 25 YEARS, WEATHERBIRDS CONTINUE TO 
MAKE PROFITS FOR THOUSANDS OF SUCCESSFUL 
RETAILERS © © Today, Styies are smarter... Lasts, 


WiotHs and Size RANGES are more complete . . 
ACCEPTANCE is more pronounced . . 


. CONSUMER 
. BALANCED LINES in all 


TYPES OF CONSTRUCTION are offered in every POPULAR PRICE RANGE. 
This is one juvenile line Loné enough and STRONG enough 


s€€ THIS MARVELOUS 
IN STOCK LINE 
e ROOM 106 


STATLER HOTEL AT THE 
N-S-A-A- CONVENTION 
JAN > 7° 8: 9-10 





to supply your every need. 


Peters. 


A BRANCH OF THE INTERNATIONAL SHOE 
COMPANY + SAINT LOUIS, MISSOURI 
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715—B'ue 


: Oxford. 
717—Black 


705—Grey Kid Punched Oxford. 
701—White Kid Punched Oxford. 
A te 703—Black Kid Punched Oxford. 
xford, > 
7O7—Blue Kid Punched Oxford. 
, fe 
Width—AA 5% to 9, B4 = wiatns—AA 5% to 9, B 4 to 9. 


3 door. Teel (4 to 9. 16/8 Cont. Heel. 


Kid Fancy 





Kid Fancy 


Mr. Retailer: 
Come Up and See Us! 


AT THE 
Jefferson Hotel, Room 928 
AND OUR 
Display Room at 
1328 Washington Ave. 


See the strongest Spring Line of $2.50 
to $3.50 retailers in the country. 


In Attendance: 
STANLEY OLSWANGER- AL MELNICK 
HARRY ALBERSTEIN 
& 


Terms: Net 30 


In Stock—January 15th Delivery ; 5 00 


1010—-RBlue Kid Punel 

s thed Pump. 
008- Grey Kid Punched Pump. 
1006—White Kida Punched Pump 
Widths—AA 5 to 9, B 3% to & 
20/8 Cont. Heel, ; 


Blue Kid Compo Pump. 
}—-Black Kid Compo Pump. 
Grey Kid Compo Pump. 

White Kid Pump. 
Widh AA 544 to 9, B 3% 
o 8 C 3% to 8 
20/8 High Heel. 


1030 


S inde ahaa 











1915—Grey Pebble Leather Punched 





Oxford. 
1913—Same in Beige Pebble Leather. 
1917--Same in Black Kaffir. 
Widths—B 4 to 9, C 4to®. 
16/S Cont. Heel, 


S24—Grey Kid Fancy 
Pump with Lacing on 


amp. 

S22—Same in Black Kid. 

Widths—B 4 to 9, O 4 to 
%. 19/8 High Heel. 


403—Beige Pebble Grain Kiltie 
Sport Oxford. 

Widths—A 5 to 8, B 3% to 8, 
C 3% to 8. 

Leather Sole, 11/8 Leather Heel. 


1023—-Grey Pebble Leather Punched 
Oxford. 
1021—Same in Beige. 
Widths AA 5% to 9, B 4 to 9. 
16/8 Cont. Heel. 


Si9—Grey Kid Fancy 


Oxford. 
a Kid Fancy Ox- 


ord. 
S15—Black Kid Fancy 
Oxford. 
Widths—B 4 to 9, C 4 to 
9. 16/8 Cont. Heel. 


405——Grey Pebble Grain Kiltie 
Sport Oxford. 
401—Same in Beige. 
407—Same in White. 
Leather Sole, 11/8 Heel. 
Widths on 405 and 401—A 5 to 
8 B 3% to 8, C 3% to 8. 
Widths on 407—B 3% to 8. 


nd YT v f - Tw LY 
ST LOUIS NOVELTY SHOE CS. 


1328 Washington Ave. 


STANLEY OLSWANGER PRES. 


ST. LOUIS, MO. 


The Fastest Srowing NOVELTY House in St Louis 
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Appliances in shoe and 
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satisfaction. 


See the 
WIZARD DISPLAY 


; ; ; :; Room 752 
Distinctive STATLER HOTEL 


WIZARD Features % 
No metal...light, flexible... 
complete adjustability...in- 
4 cob ah ab -¥00-) moLop aah rob acou ol C-Mm pdodac! 
the start...no breaking in... 
can be worn in the daintiest 
shoes. 


The WIZARD Company 
St. Louis 
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HIS is Central’s Model Shoe Store Front. Store fronts like it are helping alert shoe 
merchants all over the country roll up record sales and satisfying profits on men’s, 
women’s and children’s Gold Standard shoes. 


We invite you to see this Model Store Front and the Robin Hood Sherwood Forest when you come 
to St. Louis, January 7, 8, 9 and 10 for the Twenty-Third Annual Convention of the N.S.R.A. We 


know your visit will prove profitable as well as pleasant because 






You will see the enchanting new Gold Standard styles for Spring, with eye- 
appeal and price-appeal—really beautiful shoes; 


You will see how Central’s advertising and store promotion plan is tied up 


directly with Central dealers, and how these dealers profit quickly and sub- 
stantially from every advertising dollar spent by Central for the benefit of 


Central merchants; 
You will see why and how women and children are quickly established as 


active boosters for Robin Hood and Gold Standard shoes . . . and will be 
given some facts and figures on what this means in repeat sales and new cus- 


tomers at a selling cost of 3% or less. 


Thousands of merchants will tell you that Central offers you one of the finest money-making, cus- 
tomer-building propositions in the shoe business today . . . . and a visit to Central Headquarters at 
the Hotel Jefferson will show you why and how. Be sure to drop in when you visit St. Louis for 


the N.S.R.A. Convention in January. 


CENTRAL SHOE CoO. 


1641 Washington Avenue St. 
Manufacturers of Robin Hood and Gold Standard Footwear 
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Such values... 


ARE NEVER PASSED UP 

















Tp )hen a manufacturer offers novelty 

shoes at prices that attract the 

% | nation’s most astute buyers, one must 

VARSITY Vogues admit that he has sound values—values 

asain =~ wlemaae that cant be overlooked. Progressive 

styling, large scale production, depend- 

able quality and reliable service, all play 
a paft in our set-up. 

















We therefore urge you to look into 
our proposition. 


SEE OUR SPECIAL DISPLAY 
JEFFERSON HOTEL 


FASCINATION Styles Rooms 620-21-22-23 








DURING THE SAINT LOUIS CONVENTION 
Town shoes 
IN CHARGE 
ROY S. HARSTON BUFORD MCWHIRTER 
BILL LOGAN CHARLES WALLER 
GEORGE W. COBLE ARTHUR BIGGERSTAFF 





W. B. JOHNSON 


MOUND SERs bee GC @. 


SAINT LOUIS MISSOURI 








Sicsot and afternoon wear 
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ness still on the books,” as shown in| 
Chart G. If his accounts receivable to- 
tal less than 55 days’ credit business 
they are in excellent shape; if they 
total more than 80 days’ credit business 
they are getting old and need attention. 
The average is about 65 days. 
Department stores usually put the 
same thing in terms of a “collection per- 
centage.” This is computed by dividing 


Rule To find the average age 
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PLAN FOR PROFIT IN ‘34 


[CONTINUED FROM PAGE 43] 


division thereof. They enable the mer- 
chant to check himself up day by day 
or week by week. 

Chart K answers the question, “Why 
worry about turnover?” It shows the 
direct relation between the rate of 
turnover and the average age of the 
stock. 

A perpetual book inventory is highly 
desirable but is kept. by only the small 


24 months 


a) 
| 


—PWN P Orr 


‘ 


of stock 


ba atehi> ames aheode aA 


CHART K 


the amount of the accounts receivable 
at the beginning of the month into the 
collections during the month. Shoes 
should show a collection percentage of 
40 per cent or better. 

A general plan for estimating the 
value of accounts receivable might be 
stated thus (and these figures are made 
more “lenient” than they would have 
been a few years ago): 

Age of Account Probable Worth 


Up to 3 months 100% 
3 to 6 menths 60% 
6 to 12 months 30% 


Over 12 months 10% 


Now comes turnover! How may he 
judge the amount of stock he should 
carry? All methods of figuring turn- 
over spring from this basic rule: 


THE YEARLY RATE OF TURN- 
OVER IS FOUND BY DIVIDING 
THE AVERAGE STOCK ON HAND 
INTO THE TOTAL SALES FOR THE 
YEAR, BOTH FIGURED ON THE 
SAME BASIS. 


Divide pair stock into pair sales, cost 
stock into cost sales, but not cost stock 
into retail sales. Note: Turnover is a 
“times” figure, not a percentage. 

Look back at Chart C again. Dividing 
the average stock, $20,750, into the cost 
of goods sold, $54,000, gives a stock 
turn of 2.1 times. 

Charts H, I, and J show three ways 
of arriving at the approximate rate of 
turnover. These can be applied to the 
stock as a whole or to any individual 








minority of shoe stores. Here is a 
method of estimating the dollar stock 
on hand that will give its approxi- 
mate value: 

Opening stock (at cost) plus pur- 
chases (from invoices) minus sales (at 
cost) equals present stock at cost. If a 
book record of “sales at cost” is not 
kept that item may be estimated by 
using retail sales minus one-third. 

Once a shoe store has become a 
“going concern,” how much cash is 
needed to finance a $20,000 stock? In 
the neighborhood of $16,000 will be 
ample. Most shoes lose value when 
carried from one season into the next. 
So a $20,000 stock should be reduced at 
least 20 per cent, or to $16,000, as the 
season ends, then it can be built up to 
20 per cent over average, or $24,000, 
for the opening of the new season. 

Since most shoes are bought on a 
30-day-payment basis, this schedule 
would probably mean a short time bank 
loan of about $4,000 twice a year to 
take discounts. 

In general, a business is in a com- 
fortable position if its cash on hand 
plus one month’s cash receipts equals 
twice the amount of its accounts payable. 

Figures! Bookkeeping! Arithmetic! 
How they annoy the non-mathematical- 
ly minded shoe merchant! Yet not one 
of us can escape the fact that every 
business transaction involves a prob- 
lem in arithmetic. So, since we cannot 
avoid mathematics, it behooves us to 
understand how it works. 





Shoes Best Recovery Index 
[CONTINUED FROM PAGE 38] 


An output of 1.79 pairs per capita 
is an increase of 11.2 per cent over 
1932. As in case of women’s and misses’ 
shoes the inflation explanation is valid. 
But it is still necessary to see whether 
shoe production during the past few 
years has been in tune with demand 
and whether an output of 1.79 pairs 
this year may not mean a curtailment 
next year. 

The problem is somewhat different 
with men’s and boys’ shoes, however, 
since style does not play such an im- 
portant part. For that reason unsold 
shoes are not so readily classified as 
obsolete and heavy inventories may 
more easily affect production. 

According to the Federal Reserve fig- 
ures discussed under women’s and 
misses’ shoes, volume sales of men’s 
and boys’ shoes were 14 per cent less in 
1932 than in 1931 and for the first nine 
months 8 per cent less in 1933 than in 
1932. Sales for the year will probably 
show a decline of about 5.3 per cent. 

Following the same method used for 
women’s and misses’ shoes a 1931 con- 
sumption figure of 110,298,000 pairs, or 
1.93 pairs per capita, is arrived at. Ap- 
plying the percentage declines in the 
preceding paragraph the following con- 
sumption figures are secured. Data for 
1929 and 1930 with slight adjustments 
are taken from the study printed last 
December. 


Actual Shoe Estimated Consumption 
Production Consumption Per Capita 


1929 118,006,000 114,586,000 2.06 pairs 
1930 95,956,000 112,097,000 1.99 “* 
1931 98,315,000 110,298,000 1.93 ‘“ 
1932 93,554,000 94,856,000 1.64 “ 
1933 (Est.) 103,700,000 89,829,000 1.53 “ 


It would appear from the above that 
in both 1932 and 1933 consumption ex- 
ceeded production and that inventories 
must have been reduced. In fact, de- 
spite the large increase in 1933, pro- 
duction during the past three years ex- 
ceeded consumption by only 586,000 
pairs. The conclusion which must be 
reached is that the current excess of 
production has amply been offset by 
stock reductions. 


Total Shoe Production 


‘From the analyses of women’s and 
misses’ shoes and men’s and boys’ shoes, 
it seems that shoe production during 
the past few years has been kept well 
in bounds. 

Hope of a wider market has been 
brought about by re-employment and 
increased purchasing power. In this re- 
spect it must be remembered that shoes 
are necessary consumers’ goods and 
should feel the stimulus of recovery us 
quickly as any other product. Once 
again attention is called to the chart 
comparing the general business index 
with the index of shoe production. It 
is obvious from this that with any sus- 
tained recovery the shoe industry will 
not only be at normal levels, but will 
probably arrive there more quickly 
than will any other industry of a 
similar type. 























BOOT AND SHOE RECORDER, December 30, -1933 





GREATEST SALES APPEAL 
in 
THE FEATURE SHOE 





* 


Talking Points on Special 
Construction Features Offer 
Unlimited Possibilities in 
1934 Providing Industry 
Expands Publicity 
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By OWEN A. THOMAS 
Associate Editor, BOOT AND SHOE RECORDER 


for correct shoe fitting, and a steadily increas- 

ing number of people are setting out to acquire 
a better knowledge of the right shoes to meet their in- 
dividual foot conditions. In response to this public 
demand, popular education regarding foot conditions 
and shoe requirements is bound to proceed and ex- 
pand, with or without the help of the shoe industry. 
Let us examine a few significant facts and see where 


Ts public today is rapidly sensing the need 


_ they lead us: 


Fact No. 1—The city of Newton, Mass., is build- 
ing a school house which will have a big recreation 
room with a dirt floor—not concrete—not oak or 
maple—just plain dirt dumped in by trucks. The 
director of physical education says it will be good for 
the children’s feet to be relieved of the pounding to 
which they are subjected when playing on artificial 
floors. 

Fact No. 2—Almost every good school in the coun- 
try has at least one faculty member qualified to talk 
on posture—how to poise the body on the feet—how 
to walk properly. 

Fact No. 3—Articles on foot comfort and foot 
hygiene are beginning to appear in daily news- 
papers and monthly publications of large national 
circulation. Here’s a sample, taken from one of 





the monthlies: “Abused feet cause wrinkles, too. 
Shoes that pinch or rub, or foot arches that are 
weak, can rasp your nerves unmercifully. Take 
time to choose shoes thoughtfully. 

And every night at bed-time, please your feet 
with these exercises: 

“Rise way up on your toes, then lower your weight 
very, very slowly to your heels; repeat twenty times. 
Walk about your room on tip-toes, as you undress. 
Walk about on your heels with toes sticking up im- 
pudently in the air. Stand with your feet parallel 
and several inches apart; roll your feet outward so 
that your weight is on the outside of the feet; repeat 
twenty times. Stand with your feet on a Turkish 
towel; work your toes to gather the towel in folds 
and shirr it in under your foot. Walk a straight 
line—the edge of the rug or a crack in the flooring— 
placing each foot straight ahead, with its inside edge 
against the line.” 

Fact No. 4—Writing in the Boor anp SHor Re- 
CORDER under date of April 15, 1933, John H. Sulli- 
van, Supervisor of Health of the Boston Public 
Schools, complained of the paucity of material on feet 
and shoes which could be used by teachers in their 
classroom instruction. The outstanding need of the 
schools, he declared, is a “supply of well-authenticated 
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AMONG THE 


OUTSTANDING 
ACHIEVEMENTS 


OF 19333 — 


MUSEBECK HEALTH SPOT CONSTRUCTION 
FOR MEN AND WOMEN 








The hand points to the silver seal 
identifying the Health Spot con- 
struction—the simplest and most 
effective way to straighten up weak 
feet. Body weight is directed to the 
outer part of the foot — where it 
belongs—and where a strong steel 
shank in both men’s and women’s 
shoes gives support necessary to 
prevent elongation and “inrolling” 
of the foot. 





A 20% increase in production during 1933 speaks for itself as to the progress Health Spot 
Shoes have made. The relief that they give to sick feet has meant better health to many men 
and women. The dealer who builds his business on these quality health shoes—is building 

on a firm basis for future prosperity because of the valuable service he is rendering to the 


foot suffering public. 


Illustrated catalogue sent on request. 


MUSEBECK SHOE 


Danville, Illinois 
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literature, posters, models, film and radio talks on foot 
health and proper shoe fitting which will be suitable 
for educational purposes and a well-planned program 
to educate the adult public to be foot conscious.”” The 
public, he said at that time, should know something 
about foot hygiene. They then would view the sub- 
ject from the health angle and “be willing to pay for 
service.” 


Cooperation from Orthopedic Surgeons 


Fact No. 5—Nearly a score of the most prominent 
orthopedic surgeons in one of the largest cities in the 
country have expressed their active interest in the 
formation of an association which, cooperating with 
members of the shoe industry, shall have for its 
object the preparation of non-commercial educational 
material to be offered eventually to the public school 
systems in every part of the country, Under discus- 
sion among this group, as what might be termed 
chapter headings, are such subjects as the importance 
of correct posture and correct walking; the structure 
of the foot (bones, muscles, ligaments and even 
skin) ; how the foot can be hurt when any of its 
structural parts are not permitted, for any reason, to 
function as they should; the individuality of the foot, 
in size and in shape; why a shoe which is the cor- 
rect length and width nevertheless may be the wrong 
shoe for the foot under discussion; safe heel heights ; 
the frequent changing of shoes and stockings as a 
means to foot health, irrespective of the dictates of 
style. 

Fact No. 6—Various state and federal agencies are 
distributing literature on foot hygiene and some of 
this literature gives rule-of-thumb methods by which 
the proper fit of shoes may be checked by the man 
or woman who is buying them. 


Foot Service Holds Customers 


On the basis of these developments, and others 
pointing in the same direction, it takes very little gaz- 
ing into an extremely inexpensive crystal ball to 
vision the time when more retail sales will be lost 
through lack of correctly shaped lasts and a sufticient 
range of sizes and widths, than through lack of style 
variety. 

One more glimpse into the same crystal ball will 
show customers sticking year in and year out to 
that merchant who combines a reasonable style selec- 
tion with an ability to pick the last best adapted to 
their feet and properly to fit footwear made over that 
last. 

Once having achieved comfort and freedom from 
what one manufacturer aptly calls “F. A.” (foot 
agony), there will be a marked decredse in the 
tendency of men and women to shop around. Why 
should they? They don’t shop around from one 
doctor to another, do they? They stick to the 
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The AIR-O-PEDIC SHOE 


for men and women 


EXTRA EASE NONGAPPING @) Lon 
FOR CUBOID BONE AT SHOES SLPPING 









SPECIAL 





CUSHION 
FITS FEET ETATARS. AIR.O.PEDIC 
cOMmECLY ARCH SuePOnT ARCH HEEL REST 
NEWEST STYLES - IN MANY COMBINATIONS OF HARMONIZING 
COLORS, BEAUTIFUL LEATHERS AND FABRICS 
Welt construction for men. Welt, silhouwelt and 
° 
flexible cement process for women. Men’s stocked 
in 30 numbers, AAA to EEE, sizes 5 to 12, to retail 
$7.00 to $9.00. Women’s stocked in‘75 numbers, AAA 
J 


to EEE, 1 to 10, to retail $6.50 to $8.50. 





* 


THE AIR-TRED SHOE 


The Air-Tred patented construction provides'a resilient foot foun- 
dation which cushions the shock of impact with hard pavements 
and greatly reduces foot and body fatigue. It is a sound feature 
fully demonstrable to the customer while the sale is being made, 
and hence is especially valuable as a selling asset. Air-Tred 
shoes are sold on exclusive franchise only, and are fully stocked 
at the factory in widths AAA to EEE, sizes 24%4 to 10. Ault. 
Shackford Shoe Co. 














THE ARCHLOCK SHOE 


A “wedged balanced” shoe made on “classified lasts” to properly 
fit the individual foot and prevent undue strain and nerve pres- 


sure. 

ARCHLOCK shoes are the result of years of research work and 
follow the Dr. Hiss standards of scientific shoe construction and 
foot fitting. Walker T. Dickerson Co. 








DOUBLE SUPPORT 
RIGHT & LEFT LONG COUNTER 





INSOLE BUILT 
AND CONFORMS 
TO ARCH 





WEDGE BALANCED 
SOLE 





























Rockland, Mass. 
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There have been 836 “health’’ shoes but only 
one genuine Arch Preserver shoe for men, the 


WRIGHT 
ARCH PRESERVER SHOE 


STEADILY PROFITABLE TO THE SHOE RETAILERS OF AMERICA 


ys ago E. T. Wright & Company started to pioneer a new era 
in shoe construction. Slowly but surely men began to recognize 
that the Arch Preserver Shoe was the only correct shoe on the market. 
Its fame grew; imitators sprang up quickly, but they disappeared 
almost as fast. No other shoe could offer the patented features. Today 
there are still hundreds of imitators of Arch Preservers. No other 
feature shoe has attracted such leadership, or maintained such a repu- 
tation for repeat sales, rapid turnover, correct fit, smart style and 
steady profit to the retailer year in and year out. 


The list of Wright Arch Preserver Shoe dealers is like a blue book of 
the country’s leading shoe stores. Read the Wright Arch Preserver 
Ten Year Roll of Honor below. Write to any of these stores for their 
opinion of the value of the Wright Arch Preserver shoe franchise. 
There are still a few franchises available for a few outstanding dealers 
of the highest type. Write us for details. E. T. Wright & Co., Inc., 












Atlanta, Ga. Geo. Muse Clothing Co. 








Baltimore N. Hess’ Sons 
Boston Wadsh’s Arch Preserver 

Shoe Shop 
Buffalo The J. L. Hudson Co. 
Chicago Marshall Field & Co. 
Cincinnati The Potter Shoe Co. 
Cleveland Stone Shoe Co. 





Dallas, Texas Yolk Bros. Company 
Denver, Colo. Fontius Arch 
Preserver Shoe Shop 







Detroit R. H. Fyfe & Co. 
Indianapolis Marott Shoe Store 
Kansas City Miller Shoe Co. 












Leading shoe retailers who have handled Wright Arch Preserver Shoes for 10 years or more: 


Los Angeles Gude’s, Inc- 
Louisville, Ky. Rodes-Rapier Company 
Milwaukee S. J. Brouwer Shoe Co. 
Minneapolis C. M. Stendal 


New Orleans The Leon Godchaux 
Clothing Co., Ltd. 

Oakland, Calif. Charles Kushins Co. 

Philadelphia Strawbridge & Clothier 


Pittsburgh Kaufmann’s 
Portland, Ore. Meier & Frank Company 
Rochester William Pidgeon, Jr. 
San Francisco Sommer & Kaufman 
St. Louis Famous-Barr Co. 


The Emporium 


St. Paul, Minn. 
Park-Brannock Co. 


Syracuse, N. Y. 


And forty outstanding Dealers in the Metropolitan New York area. . 

















WRIGHT ARCH PRESERVER SHOES 


for Men 
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practitioner who has done a job for them; and 
they take their children to the same good, old 
family physician who could not lose his practice 
if he wanted to. 

Then add to this the fact that the type of shoe 
under discussion, quite obviously must have, and 
does have, talking points to arouse the jaded inter- 
est of a public fed for years on variations and com- 
binations of quality, style and price. 


Effect on Repeat Sales 


But let’s be specific: Here>is the.story of a mer- 
chant who has spent many years selling prominent 
brands of men’s, women’s and children’s correct and 
corrective footwear and who, for his own enlighten- 
ment, has kept records not ordinarily kept in shoe 
stores. 

He wanted to know what percentage of his total 
trade was repeat trade; the average life of a cus- 
tomer (over a period of how many years he had 
served each) ; the length of time spent on fitting on 
each sale and on subsequent sales to the same cus- 
tomer. In other words, for the purpose in view, he 
wanted a picture of his business, not in terms of pair 
and dollar sales, inventory, mark-up and turnover, 
but in terms of his customers as individuals and how 
his business reacted to their thoughts of his store, 
his shoes and his service. 

The first check he made disclosed that; whereas it 
might take as long as one and one-half hours to fit 
a particularly difficult foot, the time necessary for 
the second fitting was less than half an hour; and the 
third even less than that. 

In other words, once having determined the correct 
last for the foot and the proper size, subsequent sales 
resolved themselves more or less into a display of 
the various styles available in that type of shoe. 


Service Holds Good Will 


This merchant then found out another interesting 
thing—that more than forty per cent of traceable new 
business over a six-month period came to him as the 
result of customer recommendation. Old stuff, you 
say? Perhaps, but the forty per cent of it isn’t. 


Nugget Number Three, which he picked out of | 


this motley array of records, was that more than 70 
per cent of his customers came back within eight 
months for their second pair; and that, of that 70 
per cent, an even higher percentage (81.7 per cent, to 
be exact) came back for their third pair. 

“By-that time,” he said, “I was fairly well satis- 
fied that if I could get the fourth pair sold to any 
one customer, he or she was mine for life.” 

Unfortunately, no one has ever been able to work 
out a satisfactory formula by which to translate re- 
peat sales into terms of dollars and cents of profit; 
but it must be obvious that with each succeeding sale 
to the same customer consuming less time, the conse- 
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CANTILEVER ‘‘NILE’’ 





A five-eyelet walking tie of “Gypsy”, vamp construc- 
tion. Leather lining, ventilated vamp and cut-out 
in quarter, make this not only an attractive but a 
wonderfully comfortable walking shoe for the coming 
Spring season. 

Carries a 13/8 wood Cuban heel. In-stock at the 
factory in black kid, brown kid and white kid. By 
Orthopedic Shoes, Inc. 





* 


w.B. coon co, WILBUR COON 
Most foot troubles are POl NT FIT! 


fit troubles. That’s why 
Wilbur Coon Shoes with 
their exclusive five point 
fitting features provide a 
“MADE - TO - MEAS. 
URE - FIT in READY .- 
TO - WEAR SHOES.” 


Normal length and width. 
it’s their Special Meas- 
urements at Waist, Instep 
and Heel that make them 
the outstanding fitting 


line today. Norma IN LENGTH 
Wilbur Coon Shoes com. AND WIDTH, Atte 


bine the utmost comfort 


in Ja broad selection of — SPECIAL MEASUREMENTS 
At 3-€x0U POINTS 








* 





Curtis 


VE LVE JRED 
Shoes for Men 


The development of the non-curl- 
ing innersole has resulted in the 
perfection of the Curtis Velvetred Shoe for men, with its non- 
burning, flexible innersole covered with a smooth, acid-free 
leather and special construction feature to insure its non-curling 
during the life of the shoe. 


ARCH-EASE SHOES 





Curtis Shoe Company are also the 
makers of the Arch-Ease line, 
which also have the Velvetred In- 
nersole, Arch-Spring steel shanks ised 
and three-quarter counters. 1704696 
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SPOTLIGHT! — 


WALK:-OVER’S 
1934 Cabana 


Now, in an entirely new and 
original design, the fastest sell- 
ing shoe idea of the decade! 
Walk-Over’s 1934 CABANA. 


Aerified and stitched from 
heel to toe...interpreting the 
season’s newest fashion of true 
elegance and femininity in an 
interesting rough surface 
effect. Walk-Over has again 
gone a step farther in the de- 
veloping of this newest and 
more refined design. 


Backed by a million dollars’ 
worth of advertising and pub- 
licity in the last two years, the 
name CABANA is, in itself, a 
powerful salesmaker. A name 
protected by law for the exclu- 
sive use of Walk-Over retailers. 


Build your Spring and Sum- 
mer line around the 1934 
CABANA. Watch your profits 


grow! 


ORDER NOW FROM OUR 
STOCK DEPARTMENT. 
1934 CABANA Tie 
brown, black, gray, blue or 
white calf. 

1934 No. 2 CABANA Tie 
Main Spring* Arch, white calf 
1934 No. 2 Open CABANA Tie 
Main Spring Arch, black or 
white calf 
1934 CABANA Step-in 
blue, black or white calf 
1934 No. 2 CABANA Buckle 
Strap—black, blue or white calf 
To retail at $8.50 
Main Spring Arch to retail at $10. 
GEO. E. KEITH COMPANY 
CAMPELLO, BROCKTON, MASS. 


"REG. U. S. PAT. OFF. 
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WHAT 


Is there about 


ROBINSON-BYNON 
SHOES 
. 


Occasionally one retailer asks another this question. When 
we were asked, we had to stop for a moment. And our 
answer finally boiled down to one thing. The certainty of 
getting fair and just value, irrespective of size of order or 
market conditions. 


That has been the guiding principle of this business since its 
inception, and we believe has been the reason for its steadi- 
ness under all conditions. No doubt it has had much to do 
with the steadiness and stability of the retail sales, too, be- 
cause people come back repeatedly to the store which they 
‘trust. 


If your store policy is one of building for the future with 
full value today, you will find much in our policies and in 
our shoes to help you. 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 





‘4 AND ‘5 
WELTS 









WE DO OUR PART 
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You’ve NEVER seen 


a turn like this 


except as 
made by the manufacturers of 


| [ vT-AN-E2y 
GENUINE 
HAND TURN 










SMOOTH 
TIGHT 
LINING 


















KEEPS SHOE 
PERMANENTLY IN SHAD 





U. S. Pat. 1,789,046 


Style No. 5770—Black Kid 


THE LYT-AN-EZY STREET TURN 
HOLDS ITS SHAPE 


In Lyt-An-Ezy shoes, the century-old method of sole 
attaching has been modernized for 20th century per- 
formance. As a result, no other single sole shoe avail- 
able today is comparable to them. Lyt-An-Ezy street 
shoes carry substantial long-wearing single soles, and 
because of their patented, exclusive construction posi- 
tively hold their shape, and will not spread no matter 
how long they are worn. . Thousands of pairs have 
given complete satisfaction. 


Lyt-An-Ezy street turns open up a new market for 
women who want turn shoe satisfaction at popular 
prices. Twenty-four excellent fitting, smartly styled 
numbers are carried in stock, AA to EEE, 3 1/2 to 9, 
to retail from $3.00 to $5.00, illustrated in new folder 
just off the press. Consider this line before you place 
your Spring orders. Send for the folder and see 
them in 


ST. LOUIS + HOTEL LENNOX + ROOM 707 


Wylie Creel in attendance 


LUMBARD SHOE CO. 


AUBURN ¢ MAINE 


Boston Office . . . 54 Lincoln Street 
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quent decrease in sales expense can logically be con- 
sidered, at least in part, a direct addition to net profit. 
Also, it is reasonable to assume that another source 
of profit is to be found in the large portion of busi- 
ness which it has cost nothing to get into the store— 
that portion which is obtained through the recom- 
mendation of satisfied customers. 


Proper Care of Children’s Feet 


After all, however, if the shoe industry is to 
continue its growth as a profitable service to the 
nation, it is on the care and fitting of children’s 
feet that it must bear down heavily. The industry, 
as has been frequently pointed out, cannot afford 
to sit idly by and allow the medical profession 
and educators to go it alone—certainly not when 
it is obvious that the intelligent help of the indus- 
try would be sincerely welcomed by both pro- 
fessions. 

What the merchant can do in his own home town 
was discussed at length in the Boot anp SHOE RE- 
CORDER, issue of August 19, in an article urging a 
sensible promotion of children’s shoes just in ad- 
vance of school opening, much of the material being 
applicable to similar promotions at any time of the 
year. 

In this article, the author pointed out that where- 
as ninety per cent of all children are born with 
healthy feet, ninety per cent of all adults suffer from 
some form of foot ailment, most of which began 
in childhood. 

“A tremendous amount of good can be done,” he 
wrote, “by making School Shoe Week, or whatever 


you term your major school shoe promotion this Fall, ° 


a Juvenile Foot Health Week. The concentrated, 
cooperative publicity drive on the benefits of send- 
ing children back to school in proper footwear will 
be of untold benefit to the younger generation. 


Appreciation of Quality Encouraged 


“Nor will it be altogether altruistic, for rising 
prices, and the tendency to get back to better grades 
of shoes, combine to make ‘foot health’ the logical 
selling appeal. 

“Of course, the economy of longer wearing shoes, 
and other related features should be stressed, and we 
all know that the youngsters themselves will be pretty 
keen for smart styles—but the main theme to be 
played up in ads and dramatized in displays should 
be: 

“GUIDE THEIR GROWING FEET ARIGHT” 

Planned effort by the individual store will accom- 
plish much among its own customers, and win new 
“friends, but a cooperative effort of a group of stores 
handling good shoes for children will compel greater 
attention; with increased benefits to both children 
and stores. 

Among the features that can be effectively used are: 
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THE DOCTOR SHOE 


R 
SPRING STEEL MEMBE! RIGIO MEMBER 


RUBBER . SHION 


aa — iE 


The special arch construction consists of a patented two-piece 
steel shank with the rigid member anchored under the heel bone 
and extending three-fourths of an inch ahead of heel. This 
piece is recessed to the outer border, permitting the spring steel 
member to overlap the heel joint for additional rigidity while 
maintaining a desired flexibility for the higher arch. The narrow 
shank compels the bandage grip of the upper and gently but 
firmly supports the foot, holding it in proper position. Correct 
style is not sacrificed at the expense of foot health. Racine 
Shoe Mfg. Co. 











ENNA JETTICK SHOES, INC. 





This shoe has what it takes to be popular. (a) Whose is it? 
(b) What is it? (c) And how do we know it'll sell in the 
Spring? 

Here are the answers: (a) Enna Jettick’s. (b) Goodyear Welt. 
(c) It has already on orders for future delivery. 

Of course, like all Enna Jettick patterns, it has a name—Beatrice 
—and, as you can see, she’s intriguingly stitched and punched in 
quite the correct manner, and decidedly above commonplace. And 
as for sizes, well .. . 244 to 10, AAAA to D ought to be enough. 





* 









THE ERESTA ARCH SHOE 





J. M. Connell Company’s latest contribution to the Special Fea- 
ture shoe field is the ERESTA Arch Shoe, a silhouwelt pattern 
for women, embodying the newly patented rubber cushion inset 
in the sole and the Steinbrecher steel shank. Exhaustive tests 
have revealed that the specially designed innersole assures greater 
ease and comfort in walking without adding to the weight of the 
shoe. Recognized nationally for its quality riding boots, the 
Connell Company have already sold many leading retailers: and 
department store buyers on its new specialty line of feature 
silhouwelts for women. 



























The 


many 





merits of 
“Gypsy” 
patterns 
are... 

no seams to 
bind across the 


throat—perfectly 


smooth glove-fitting 


vamps — high riding 


quarters insuring 


fitting heels ventilated 


(punched through) kid 


lined vamps. 


Gypsy patterns for corrective 


shoes are here to stay. They have 


many advantages 
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Treadeasy Shoes with their 


new Podiatread saddle 






Black Kid Vamp 
Dull Calf Quarter and Tip « 
LONGITUDINAL ARCH-SUPPORTING SADDLE 


Ww $3.90 


shank construction 







built on Related 


Lasts -with Unified 


> 


Measurements— 












MONA 
Black or Brown Kid 
LONGITUDINAL ARCH‘SUPPORTING SADDLE 

$4.50 






better styled 










than ever 






before 









piel YOLANDA 
Brown with Almora Kid 

LONGITUDINAL ARCH‘SUPPORTING SADDLE 

$4.65 


snug 














of comfort and fit. 





ULTRA 
Black or Brown Kid 
LONGITUDINAL ARCH-SUPPORTING SADDLE 

$5.00 











40 NEW TREADEASYS 


\ y Wthen. -writing.dawertisers please; mention, Boot and Shoe Recorder 


IN STOCK FOR SPRING 
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....+. again we say 


You Can’t Win! - 


Asc business founded entirely on style and price appeal 
has small chance for success—it's hard to outguess the 
mode * * * A shoe business founded on the repeat buying and 
stability of the orthopedic field is bound to be a success, if you 
follow our plan * * * As a class, the dealers handling O. S. I. 
Brands are stronger today than any other comparable group * * * 
They are selling not merely shoes but foot health—something 58 
out of every 100 people want, summer and winter, good times } | 
and bad * * * Come to Room 954, Hotel Statler, St. Louis, 

January 7 to 10, and see the presentation of the livest idea in the 

retail shoe field today—or write to our New York Office for book- 

let describing the idea in detail. 


ORTHOPEDIC SHOES, INC. 


11 East 37th St., New York 































a : >» 


GROUND GRIPPER—CANTILEVER 
PHYSICAL CULTURE and 
DR. KAHLER SHOES 
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Photographs depict 
Dr. H iss’ Foot Manip- 
$. 












We exhibit in St. cali 
January 7th, 8th, 9th and 10th 
STATLER HOTEL JEFFERSON HOTEL 

Room 936 Room 336 





WE cordially invite you to “come up and see us” and our line of 

famous GYPSY ties....the fastest selling and the best fitting 
patterns that have ever been developed in corrective welt shoes. 
ARCHLOCK Shoes for women are the only shoes manufactured with 
the Dr. Hiss patented Cuboid Balancer—(No. 1,484,785). 


A complete display of ARCHLOCK and METATARSAL ARCH-RELIEF 
(Reg. Trade-Mark No. 277,707) shoes at the convention 








In Attendance 
Joe Taylor W..-T. Dickerson O. H. Kirkpatrick J. P. Lucas 


reWALKERT DICKERSONcO 


COLUMBUS, OHIO, U. 
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emphasizing the benefits of proper shoes, and the 
physical and mental reaction to improper footwear. 

“A free foot clinic for children, with a competent 
person in attendance at certain hours each day. 

“A ‘perfect foot’ contest for children—with suit- 
able prizes, such as shoes, for the winners. 

“A letter writing contest for children—the subject 
being ‘Why I like to wear Store Name Shoes’ or 
‘Why Children Should Wear Proper Shoes.’ Give 
prizes for the best letters and reproduce them (with 
photos of contestants) in your ads and displays. Gain 
the cooperation of medical societies, teachers and 
health columns of newspapers in promoting foot 
health and foot care among children. 


Selling Points on Children’s Shoes 


“Among the points that can be elaborated upon in 
ad copy are: 

“Think of the years ahead when you choose your 
child’s shoes. 

“You can’t build a strong body on a weak founda- 
tion. 

“Don’t squeeze a child’s feet in tight shoes after 
Summer’s foot freedom and growth. 

“The plastic bones in growing feet need correct 
shoes for healthful development. . 

“Correct shoes are your child’s protection against 
many bodily ailments. 

“Tt’s better to pay the price for correct shoes than 
to have your child ‘pay the price’ demanded by im- 
proper shoes. 

“Each of the eight changes in growing feet, from 
infancy to maturity, demands a change in shoes. 


Foot Education for Parents 


“You can also tell them: 

“Shoes too short cause enlarged joints. Shoes too 
loose make blisters and callouses. Shoes too tight 
cause corns. Pointed shoes distort the bones. Insteps 
must have correct support to prevent weak and fallen 
arches. Weak ankles, often indicated by stumbling, 
should have proper support. 

“In your displays, by means of sketches and photo- 
graphs you can dramatize: 

“Right and wrong posture and weight placement. 

“Correct 3-point balance, vs. shifted balance points 
in flat foot. 

“Normal vs. weakened arches—their relative posi- 
tions. 

“Sketches or shoes arranged to show progressive 
lasts. 

“Photos showing changes in growing feet.’’ 

Constructive selling along such lines should serve 
to increase children’s shoe sales. 

There is a vast amount of educational work to be 
done along the lines of foot education, and it is only 
through this sort of promotion that parents can be 
taught to provide properly for children’s foot needs. 
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ENNA JETTICK SHOES, INC. 


When a shoe factory ships practically every order the day it’s 
received . .. that’s something to be proud of. But when they 
do this day in and day out, year in and year out, it’s something 
to crow about! 

A careful check recently completed indicates that Enna Jettick 
maintained her previous fine record again this year by shipping 
better than 99 per cent of all orders in less than eight hours 
after they arrived. 

Buford H. Jones, Sales Manager, says this remarkable In-Stock 
Service is appreciated by dealers large and small, who can keep 
their inventories low and yet give service on all of the 189 
different sizes and widths available. 





* 





gl 


SHOES 


DD 


In many shoes there is a void space between the in- 
side arch of the foot and the arch of the shoe. This 
can be a cause of poor fit and muscular strain. 


The Foot Delight Cushion (a patented feature) fills 
this void, effectively supporting the arch in a way that 
is soft and pleasing 

There are other important patented features used in 
the making of Foot Delight shoes. The result is a 
shoe of extreme light weight, yet one which gives 
snug support and adapts itself perfectly to the con- 
tours of the foot. 125 styles are carried in stock 
at the factory of the makers, Bancroft Walker Com- 
pany. 








JUNIOR ARCH PRESERVER 


A preventive shoe for 

growing feet, Pro- 

vides a natural tread- Y 
ing surface and ade- | 
quate longitudinal 

arch support with a = 4 


flat innersole and the cities 
famous steel arch Heels 

bridge and metatarsal 
button. In addition, 
Junior Arch Pre- 
server lasts are spe- 
cially moulded and 
the heels properly 
wedged to prevent and 
correct pronation. 


Green Shoe Co. 





Special Steel 
Arch-Bridge 


Flat Innersole 











28 
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\IING Toy 


7d 


rth 


One of 195 style Ss iu stock, Thi 
the “magic” Foot Delight Cushion 


Se Difret” 





they start a new era! 



















Less than five years ago the Today the name Foot Delight is 


Foot Delight principle was in- universally recognized as mean- 
DOMINO 


troduced. A-few keen merchants ing the most acceptable type of 


sensed its tremendous importance “feature” shoe. Of course there 


and adopted it, soon finding that have been imitations . . . but none 


In stock 6 ways. Magic ease al the 
e s very first step. F z 
in Foot Delights they had some- ; successful. Only with genuine* 


thing entirely different from run- Terror *, Foot Delights is it possible to 
of-the-market shoes . . . lovely i” oe P give the wearer such style and 


/ 
— ~~ 


patterns that could be sold on pane light weight . . . and, at the same 


4 ° ° Ty real ¢ e lig! iry 8 { - > hr 
their smart styling alone. Yet in Typtca map ms i airy smart time, support her foot softly and 
ness Of Foo efignt. 


every pair was the “magic’’ Foot firmly. Before the Foot Delight 


Delight Cushion, giving a buoy- era, comfort was a first cousin of 


ancy of step and a blissful ease clumsiness. Today it’s the sister 


never before known in shoes so of beauty. Bancroft Walker Com- 


extremely light and smart. pany, Waltham, Massachusetts. 


bo 
Domino and Hiawatha SHOES 


design patents applied for. 
*Exclusive Foot Delight features 
are protected by four U. S. Patents. 


PICK A GOOD LINE... AND STICK TO [IT 


] 
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Several buyers have indicated that they intend fea- 
turing, or rather dramatizing, the health angle in 
their boys’ shoes for Spring. These buyers believe 
that they will sell more shoes as a result, when they 
tell the reason why certain shoes should be worn, 
rather than to endeavor to just sell boys’ shoes. In 
this particular they are doing precisely the same thing 
as is being so successfully accomplished in the men’s, 
women’s and children’s lines. = 


Publicity to Reach the Boy 


A campaign of this sort will mean more advertising 
in the newspapers, more special windows, more in- 
terior displays and more individual contacts with the 
boys themselves. All this effort, these merchants be- 
lieve, will tend to concentrate the boys’ business in their 
stores, for they will offer shoes for a purpose and not 
just shoes. As a general rule, boys’ shoes have just 
been taken for granted—the same as boys themselves. 
No great amount of attention has been devoted to the 
selling of boys’ shoes in the majority of stores, yet 
merchants all wondered why this part of their business 
was so dull. 

These special feature shoes which are being groomed 
to capture the imagination—and _dollars—of the boys’ 
trade, are not radically different to look at, for the sim- 
ple reason that a boy will not wear anything which 
makes him conspicuous. These shoes are therefore 
very carefully styled, without an over amount of pink- 
ing and perforations. They are just good high-grade 
shoes which will sell on their own merits, plus the 
added feature of having the health angle. 

This health business will, according to the buyers, be 
handled very diplomatically, because boys do not like 
the idea of “health this or that.” A boy gets too many 
“don’ts” in his young life, anyway, to be very much 
interested in a health feature as such. 


The Athletic Sales Appeal 


With this in mind, it is indicated that the advertising 
appeal will be keyed on the thought that a boy must 
have good feet so that when he gets into prep school 
and, later, to college, he will have the strong, healthy 
feet so necessary to, help his athletic standing. This 
“making the team” argument will be listened to, so it 
has been found, by mostly all youngsters. 

This last Fall, one well-known store conducted a 
series of experiments on this score and found the boys 
tc be fairly receptive. Now major plans are being 
considered along the ideas outlined, so that this store 
will be in a position to capture a lion’s share of the 
Spring business. Building a boys’ business on feature 
shoes, according to the findings of this store, is a most 
satisfactory one, as it is bound to bring a good repeat 
trade. 

Boys’ business, up to now, has not been entirely 
satisfactory in most stores. The shoes have been sold 
mostly on the basis of wear. Service may solve the 
problem. 
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LYT-AN-EZY 
TURN STREET SHOES 






~~ SMOOTH Ss 
TIGHT 
LINING 














EEPS SHOE 


a 
PERMANENTLY IN SHAD) 









By a patented process the Lumbard Shoe Com- 
pany produces a street turn shoe that will hold 
its shape indefinitely. In addition to this 
unusual feature, Lyt-an-Ezy street turns have 
steel reinforced shanks giving them desirable 
arch-supporting advantages and _ durability. 
Twenty-four styles are carried in stock from 


AA to EEE, 34 to 9. 








MEASURE MADE 
SHOES 


The New York is one of the best sell- 
ing lasts in E. T. Wright’s line of 
Measure Made Shoes which was intro- 
duced to the trade a year ago after 
many months of actual testing. 
This line which is carried in stock 
are all made over special lasts which 
provide for built-in longitudinal and 
metatarsal arches, extra measurements 
at instep and across ball. 

All lasts are countersunk at both in- 
side and outside ball and have a 
cupped heel seat. 








. * = 





P. W. MINOR & SON, Ine. 


Exclusive Podiatread 
Saddle Shank Construction 





P. W. Minor & Son, Inc., manufacturers of Treadeasy Shoes, 


have for 65 years successfully sold fit and comfort. 


Among recent additions is their exclusive Podiatread saddle 


shank construction; new featherweight service heel and scientific 


development of related lasts with unified measurements. 














SEE THE RECOGNIZED 
OUTSTANDING 

FEATURE LINE OF | 

SHOES FOR WOMEN 


RETAILING AT | 


$5 AND $6 
ENNA 
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ELLEN 


$3.50 wholesale 
$6 retail 








AT THE 


NATIONAL SHOE RETAILERS 
ASSOCIATION CONVENTION 


JANUARY 7 To 10, 1934 


| HEADQUARTERS: 
i Entire 8th Floor, MAYFAIR HOTEL, St. Louis, Mo. 


In Attendance: 


F. L. Emerson, Buford H. Jones, and 
members of the Enna Jettick Sales Organization 





Enna JETTICK SuHoes, INc., AUBURN, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 
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urtis Shoes... 


INCREASE YOUR SALES 
SPEED UP YOUR TURNOVER 
BRING MORE PROFITS 


























A Stock Ser vice on Two — Brands with Real Features! 


Curtis Curtis 
VELVE]RED Sup]: Tred 


Shoes for Men Shoes for Men 
Retailing at $6.5( at $6.50 to $7.00 Retailing at $5.00 


. » Nationally Advertised . » « Vigorously Promoted 


Showing at Boston, January, 3-4-5 Showing at St. Louis, January, 7-8-9-10 
Hotel Statler Room 415 Hotel Statler Room 120 


Curtis Shoe Company, Inc., Marlboro, Mass. 


Boston Office, 186 Lincoln Street, Boston, Massachusetts 
Pacific Coast Office, Wilson Connolly, 669 Hotel Hayward, Los Angeles, California 


WHOLESALE DISTRIBUTORS 


Ainsworth Shoe Co. 122-124 Huron St. Toledo, Ohio Morgan-Williams Sales Co. 81 Fulton St. Brooklyn, N. Y. 
M. Goldman Shoe Co., Inc. 626 N. Ninth St. St. Louis, Mo. Wakefield Sons & Co. Honolulu, Territory of Hawaii 
Kelley Shoe Company 51 N. Third St. Philadelphia, Pa. (E. R. Fast, Resident Partner, 150 Broadway, N.Y.C) 
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A major influence in the promotion of feature shoes 
in the past three years has been the observance of Na- 
tional Foot Health Week, as sponsored by Boor AND 
Suoe Recorper. Foot Health Week will be ob- 
served in 1934, April 2-9. 

To successfully conduct a National Foot Health 
Week, two things are imporfant and essential. One is 
cooperation and the other, organization. To make 
progress and develop a national promotion into local 
benefit will demand the time and effort of every shoe 
man in your community. 


Organizing the Campaign 


Don’t wait for the other fellow to assume the re- 
sponsibility of getting the shoe men organized. Call 
a meeting at once of the shoe men in your city, town 
or community. Select a merchant, as chairman, with 
leadership and aggressive qualities. Don’t allow petty 
personal considerations to interfere with the principal 
plan—that of stimulating interest in getting more 
sold shoes right and placing an emphasis on fit and 
quality that will produce a price for intelligent store 
service. 

You have no competitors in this coordinated ef- 
fort. All will share equally in additional business if 
the campaign is successful. Here are the majors to 
be adopted at the first organization meeting. The 
appointment of a chairman, vice-chairman and a com- 
mittee, to assist the leaders. Make the following 
committee appointments and insist on a report of their 
activities within a week: Publicity Committee, Edu- 
cational Committee and Promotion Committee. Put 
everybody to work on some committee. 

The work of the Publicity Committee should con- 
sist of all publicity in newspapers, both editorial and 
cooperative advertising effort. Radio tie-ups, and all 
arrangements for time for speakers on educational 
topics. 


Handling the Publicity 


Make positive to include on the publicity committee 
a member from each of the local newspapers. It’s the 
duty of the committee to supply the newspapers with 
interesting editorial material. Watch the Boot anp 
SHOE REcorDER for releases that can be republished. 
Contests can be suggested for children and grown- 
ups. The window trimming activities should be in- 
augurated with this group. 

The “Educational Committee should arrange for 
speakers, preferably medical men capable of deliver- 
ing interesting addresses on the importance and care 
of the feet, with a tie-in emphasizing properly fitted 
shoes. An address on the radio will further the 
interest of National Foot Health Week. Local ser- 
vice clubs will welcome addresses during the cam- 
paign. The most important job should be done 
within the store organization. 
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THE HEY-DEY FOR HEALTH 
SHOES—1933 


am 


Patent No. 1,916,198 
Patent No. 1,850,977 


1933 has been the most 
important year in history 
for the manufacturer of 
Health Shoes. Not be- 
cause it saw the largest 
production but because 
it brought the develop- 
ment of what is actually 
needed to straighten up 
weak feet in the simplest 
and most effective way. 
It produced a_ logical 
shoe construction from 
the engineering | stand- 
point and an applicable 
one from the physical 
standpoint—a construction that straightens up the foot without 
cramping nerves or blood vessels—a construction that is strong 
enough to give proper support under the center of body weight 
—preventing all foot strain. 

1933 brought the answer to the foot health problem—Musebeck 
Health Spot Shoes manufactured under patents No. 1,850,977 and 
No. 1,916,198. 











OSTEO-PATH-IK SHOE 


“QOsteo-path-ik” 
welted and 
stitched all 







True tread 
perfect alignment 
of foot 


Fig. 2—The 100% Goodyear Welt Shoe “Osteo-path-ik” has the 
same inseam, with linen thread in the heel seat, as in the fore- 
part, no nails and tacks. 

Fig. 3—The True and Correct Heel alignment, making a perfectly 
balanced tread. This eliminates “the runover” and gapping 
around ankle. 





* 





THE STRIDE-RITE SHOE 





Available from stock for infants, children, misses, growing girls 
and boys, this high grade welt shoe contains a specially moulded 
innersole and properly wedged heel designed to prevent and 
correct pronation—and a carefully designed tempered-steel arch 
bridge to provide a natural tread base for the outside arch without 
interfering with flexibility or freedom at the ball. These features 
are carefully coordinated to specially designed lasts, and their 
combined effect is to correctly place the weight of the body on 
the foot structure, give adequate and natural support where needed. 
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Giving Something Away 
At Last! 





No. 500-X—Black Glazed Kid, 865 Rx 
Health last, 12/8 heel, Wingfoot top. 
AAAA to EEE $5.35 







Send us the size and width of one of your toughest customers requiring 
a corrective shoe . . . pick out one who is constantly crying that she can’t 
find a shoe that is comfortable. Use the coupon below. Then we’ll ship 
you a pair of the shoes shown here with the understanding that if they 
don’t click, we’ll take them back, no questions asked, and all you are out 









is the return postage. 







Now, that’s a pretty strong offer from an old, conservative house, but we 
believe implicitly in the two lasts shown here . . . believe they are the 
best lasts to tone up and hold your corrective business today than any 







other two lasts you have ever known of. 










There’s no room here to describe their features. They’re pretty smooth 
looking for lasts of this type and they'll give a woman more comfort than 
she has experienced in all the years that she 
has been wearing shoes. 











Use the coupon below. You'll thank us for 
suggesting it. 






No. 507—Black Glazed Kid, 868 Rx 
Health last, 1444/8 leather heel, fiber top. 
AAAA to EEE $5.35 


N. Y. Office: 520 Marbridge Bldg., 47 West 34th St. Chicago Office: 506 Security Bldg., 189 West Madison St. 









eoecccccccccseseece jg- ~RGEMIO sever sersesseseeeseseessesssesesesesse-.:e 






W. B. COON CO. 
37 Canal Street, Rochester, N. Y. Address 






ee ee oe ey 





Send me on approval one pair 
No. EERE eee DDS weikseisin ne Saje ees aawe wc SNES Sos oo lo 
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SMARTER 
THAN EVER 
TO RETAIL 


$6 and $650 


-TREF 









A LINE 
YOU CAN depend ON 


Consistency of quality .. . certainty of service... and fairness 
of policy ... are the major reasons why you should seriously 
consider the Air-Tred feature line for 1934... and the future. 


In addition . . . the Air-Tred shoe is unique in the feature 
shoe field. It has compelling talking points... and a comfort 
construction which is immediately apparent to the customer 
on your floor. 


The Air-Tred patented construction is the common-sense way 
of replacing the resiliency lost when hard walking surfaces 
supplanted the soft, springy turf. Women like this feature 
because it provides a perfectly moulded cushion for the curves 
of the foot, and reduces foot and body fatigue. 


Air-Tred welts and silhouwelts are distributed only through 
exclusive agencies .. . and are stocked at the factory in a full 
range of sizes and widths. 


AT ST. LOUIS + JAN. 7 to 10 + * HOTEL STATLER - 








1 | 
YOU WALK ON A CUSHION OF AIR 








SHACKFORD SHOE CO. 


AUBURN, MAINE 


ROOM 446 
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SMARTLY StyLep 


Expertty Constructeb 


pi ooeselve 


LEADS For SPRING WITH THE 


THE 66 CO . 





BUILT-IN-ARCH 


FOR 
PERMANENT SUPPORT 





joe arch-fitting shoe that is differ- 


ent. Patterned after the season's 





ILLUSTRATION 


outstanding styles the CO-OPERA- 

TIVE ARCH FITTING shoe with its SHOWS HOW THE 

atented BUILT-IN ARCH that re- - PATENTED 
BUILT-IN-ARCH 


ieves fatigue, offers that opportunity 

for a corrective feature shoe to gain 

and hold new customers found in few reveal the Co-Opera- 
tive Arch fitting shoe, 


competitive lines. a sales builder and a 
real source for extra 


As the X-Ray would 


Its unusual features combined with the profits, for the cus- 
best there is to offer in shoe styling ps gigs yg BR 
are gaining new friends daily for its figure on your books, 
makers, the live style and quality fac- ” 


tory of the South Shore. 





tHE BROCKTON (a-nperatine BOOT & SHOE COMPANY 
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Salesmen should have special training previous to 
the opening of the campaign. The educational com- 
mittee should arrange a few meetings for the sales- 
men to arouse their interest to a new appreciation 
of the importance of fit and efficient service. Tne 
Boor AND SHOE RECORDER will show how a trained 
salesman can do an intelligent job of selling. 

Sales Promotion Committee ‘should concern itself 
principally with the problem of increasing sales in the 
store and to try, if possible, through cooperation with 
the group to avoid cut-price sales during the period 
of the campaign. Show through suggestion how con- 
structive promotion is more profitable and provides 
for an up-build in both price and quality. 

The customer will pay for advice and knowledge in 
correctly fitted shoes. No merchant need be convinced 
that price and screeching sales have lost their effect- 
iveness. The work of the Sales Promotion Committee 
is important. It’s the committee that can point the 
path to profits. 


Newspaper Cooperation 


In our coming issues, the story of how other cities, 
through coordinated effort, secured full cooperation 
of newspapers will be told. How to develop news- 
paper stories appropriate for the women’s pages of 
newspapers will be discussed. The cooperative ad- 
vertising feature and its advantages will be pointed 
out in this second step toward a successful National 


Foot Health Week. 


Newspaper Ads 


The promotion of National Foot Health Week 
through newspaper ads is an important tie-up. How 
other merchants used newspaper ads in a cooperative 
effort to concentrate attention on their store will be 
a helpful story appearing in an early issue. 


Store Service 


Successful shoe selling methods, based on foot- 
fitting knowledge, are making and building a sound 
business for a successful merchant. How he has ac- 
complished his goal and the principles and practices 
employed is a narrative that every shoe man will want 
to read. 

The training of the sales staff to do a better job 
during Foot Health Week is offered as an educational 
feature. 


Radio Programs 


This new voice of publicity and advertising is being 
used effectively by a leading store in the Southwest. 
The results, how to build a program and the program 
itself, will be revealed in this merchandising plan: 
adopted by a store where “feature shoes” are stressed. 

Suggestions for window displays and how to build 
them with actual pictures will simplify this part of the 
promotion plan. 
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“Trade Builders’ 







The 
merchandising “TRADE BUILDERS” 
features of iin 


The builder of this shoe, M. 
T. Shaw, had in mind that great 
army - of occupational workers, 
who are much on their feet and 
with whom durability and com- 
fort are so important when he 
adopted as his slogan, “Of all the 
items of wearing apparel, what is 


Combination Grain Leather so important as a_ comfortable 
Counter Pocket &Heel Stay pair of shoes?” 








Specially designed lasts, combi- 
nation counter pocket and_ back 
stay, and a special steei arch are 
individual features. 








TRUE STEP SHOES 
ROBINSON-BYNON SHOE CO. 





This Black Kid Waverly Open Throat Tie designed 
by Edouard shows a somewhat different treatment 
of the conventional cut-out effect. 

Like all True Step shoes, the Waverly is built to fit 
snugly around the ankles and carries a spring steel 
arch support that not only supports the foot but also 
cushions the jar of hard pavements. 











WALK-OVER SHOES WITH 
MAIN SPRING ARCH 


The Main Spring Arch supports 
from three points, two under 
the ball, one under the heel. 
Each point cushioned on live 
rubber acting as shock ab- 
sorbers. The Arch of resilient 


3 
steel is flexible to give the foot 
exercise and support simultane- 
ously. 

Endorsed and prescribed by 
many doctors, chiropodist-pudi- 
atrists, osteopaths and ortho- 

pedists. Built into Prescription, Preventive and Style 2. 

3. 


lasts for both men and women. Made by Geo. E. 
Keith Company. 


1—Bottom view of bones of foot. 2—How the bones 
are supported at their three weight-bearing points by 
the Main Spring Arch. 3—Rubber cushions under the 
= Spring Arch acting as shock absorbers for the 

ody. 

















4 
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Most revitalizing shoes 
specialize on one feature. 
Air-O-Pedic Shoes combine 
all important features. 


Made for men and ‘women. 





: AIR-O0-PEDIC SHOE CO. 


BROCKTON - MASSACHUSETTS 
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steo-path-ik 


FOOT-FITTER 


Arch 


Engineering Principle 


Correct Support Built Into Flexible 


Osteo-path-iks on a_ Scientific 


Heretofore, flexible shoes have not been correctly constructed from an engineering standpoint; they 
were made without taking into consideration that the construction of the shoe had to be changed to 
meet the condition of flexibility. Osteo-path-ik shoes are flexible, yet they have all of the correct 
support built into them on a scientific engineering principle. 


The anchorage or support towers of the suspension bridge illustrate the points of anchorage in the 
Osteo-path-ik shoe. As the weight of the body comes down at the weight points of the foot, the 
resulting pressure at these points on the shoe bottom, tends to force the center of the arch of the 
shoe up . . . thus acting as a constant flexible arch support. No harmful rigid steel shank or arch 
support is necessary to hold up the arch of Osteo-path-iks. The Osteo-path-ik arch will never sag, 
because of the scientific engineering principle of suspension built into the construction of every 
Osteo-path-ik shoe. 


ALLEN-EDMONDS SHOE CORP., Belgium, Wis. 
See the “1934 Osteo-path-iks”—St. Louis N.S.R.A. Jan. 7-8-9—Room 1146, Jefferson Hotel 









A frequent change of windows is suggested to make 
the campaign more effective. For the purpose of as- 
sisting you in carrying out this advice, plenty of 
windows will be described. 

Copy to be used for window cards that will give a 
significance to Foot Health Week is planned for the 
merchant. 

Foot Health posters in colors are now available to 
be displayed immediately in stores and windows. 

The Boot AND SHOE REcoRDER has outlined a com- 
plete plan to help the merchant increase his business 
—at a profit. It’s up to you, Mr. Merchant, to or- 
ganize your store as a health unit for this big week of 
intensive shoe service. 

A merchant who had devoted many years to the per- 
fection of his foot health shoes, said : 

“The average man and practically all women, until 
they reach a point where their feet actually hurt or 
where pains in other parts of the body have been 
diagnosed as being the result of a foot condition, 
select shoes solely on the basis of how they look on 
their feet and how well they will go with the rest of 
their costume. 

“When they sense the need of an orthopedic shoe, 
however, their whole viewpoint changes. Rather, it 
broadens, for while still interested to some extent, at 
least, in appearance, they are much more interested 
in knowing exactly what the shoe will do toward al- 





leviating the specific ills to which they have fallen 
heir. They become much more intensely individual- 
istic in their demand for comfort than they ever were - 
in their search for style. 

“I started out with that theory of individualism 
and from it evolved a complete program of sales pro- 
motion which has increased our business, during the 
last two years, about 30 per cent. 

“I found that we had been following the beaten 
path—doing all the accepted things. We were dress- 
ing our windows and they were very good looking. 
We were using plenty of newspaper space and our 
advertising compared favorably in appearance with 
that of any store in town. We were even on the air 
once or twice a week and our broadcasts were inter- 
esting and tuneful. I have no doubt that a great many 
people enjoyed them, BUT— 

“In none of these were we stressing adequately the 
features which made our shoes different from those 
of our style-selling competitors. 

“After that our windows showed ‘shoes for that 
tired feeling’; ‘shoes in which you can walk in 
comfort for ten miles at a stretch’; ‘shoes for 
every type of foot, and please remember that feet 
are as individual as faces’; ‘shoes your doctor will 
recommend’; ‘good-looking shoes for weak-look- 
ing ankles’; ‘well styled, well made shoes which 
will keep your feet healthy’. 
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Eagle Calf Was Our New 
Contribution to Industry 
During 1933 


We intend that it shall reflect credit continuously upon 
the fair name of this company, and be a sales aid to all 
its users who like to make and sell shoes made of ex- 


cellent calf leather. 


Specifically, EAGLE CALF is made in men’s weights, 
from the best selection of skins, with a mellow feel 
that immediately identifies its fine quality to the 
expert in the shoe factory. Its lustre finish, with tight 
break, also reveal EAGLE CALF’S inherent values. 


EAGLE CALF comes in smooth, Scotch grain, and a 
hand boarded “Boulevard” grain . . . in black and in 


colors. 


SAMPLE SWATCHES 


will be sent on request, so that you 
may form your own opinion of the 
appearance and quality of EAGLE 
CALF. 
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HATTON 











JULIAN B. 





No. 1324 BOY’S SHOE 
Courtesy of 
GERBERICH-PAYNE SHOE CO. 
MOUNT JOY, PA. 


CHICAGO—912-922 W. WASHINGTON BLVD. 

SAN FRANCISCO—569 HOWARD STREET 

PHILADELPHIA—325 ARCH STREET 

ST. LOUIS—1602 LOCUST STREET >, 
NEW YORK—2 PARK AVENUE 

BOSTON—112 BEACH STREET 
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KNOW YOUR LEATHERS 





AND 
UPPER MATERIALS 


* 





America’s Leading Tanners Walk Step 


by Step with Fashion to Better Serve the 


Merchant in the Sale and Service of Shoes 
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Calf Leathers for 1934 


By RUTH H. KERR. 


ALFSKIN is the Houdini of leathers. A se- 
C lected calf can undergo the most trying oper- 

ations in the process of tanning and come out 
as blithe and strong as ever, sometimes wearing a 
new disguise. It all depends on the audience out in 
front made up of manufacturer, retailer, consumer, 
just what “turn” will be presented next. And the 
selection of raw skins is the first and most important 
part of the staging of this transformation Houdini 
act. 

A young calf, a very young one to be exact, less 
than three weeks old, but with an extremely fine, un- 
blemished skin, might be accustomed to hearing 
Svenska Hindu, Italian or Gaucho spoken around 
his cradle, and will turn up after a visit to the Amer- 
ican tannery a very soft velvety suede or an equally 
soft, satiny smooth zephyr calfskin. Larger calves, 
with a big spread to their skins, called kips, are older 
than these infants, and, depending on their diet and 
state of health, have varying degrees of thickness. 

This diet factor is extremely important. 


calves provide skins that take to certain dyes without 
a struggle. Others seem to have an entirely different 
viewpoint—and it all goes back to their diet. Calves 
that are milk-fed and those that eat grass have com- 
plexions widely differing in texture and color. And 
calfskins that come from veal raising countries where 


Some. 





they are milk-fed are preferred to those that come 
from countries raising stock for dairy purposes, 
where they are put out to grass early in life. That 
is the prime reason for the excellence of skins from 
many Northern and Southern European countries 
and certain other foreign sources. As a matter of 
fact those hardy little grass-eating calves on our 
Western ranges provide only one-third of the total 
raw supply of skins for the calf-tanning industry. 

Because of enthusiastic recalls and encores, some 
of the Houdini acts of calfskin are repeated year 
after year. Thus we have the heavy men’s weight 
calfskin, an old-timer, appearing as the old favorite. 
Recently we saw demands for a new act by this same 
old “heavy” made with a neutral (invisible in Hou- 
dini terms) back, and as soft and pliable as possible, 
to be made into unlined shoes. This calf leather is 
usually put out under the terms H and HM, meaning 
heavy and medium heavy. 

Then we have a whole host of special Houdini acts 
done with medium weight skins, which are presented 
as embossed, printed, lithographed or patent finishes, 
or with a broken boarded surface, or with a plain, 
smooth, tight grain finish. Many of these calfskins 
change from year to year, as demands and customs 
and fashions change. In the past six months it has 
been necessary to put the heavy weights through the 


Something Vow in -"* 


A REVERSIBLE CALF 
FOR THE UNLINED 
SHOE BY TROSTEL 


Flesh Side . . A handsome 
suede finish used effectively 
for the body of the shoe. 


Grain Side .. Typical Trostel 
Calf finish in colors. . Effec- 
tive as a trim and giving a 
smooth finished interior 
when used flesh side out. 


uSSS*seseue ese 
@« 


Again Trostel sets the trend: 
.. with Altro . . a reversible~» 
calf . . the grain side carry- 
ing a beautiful calf finish, 
and the flesh side, a hand- 
some suede in complimentary tones. 


Shoes made from Altro are unique in 
their obvious sales advantages, for the 
reversible feature furnishes the finished 
smooth inside necessary for the satisfac- 
tory unlined shoe . . Handsome and 
appealing models can be developed by 
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using the suede finish for the body of the 
shoe and the grain for the trim . . The 
color contrast is very effective and smart. 


Altro is available in grey ... and in - 


buff brown . . May we send you samples 
of Altro?... You really should know 
more about this remarkable leather. 


4 


TROSTEL 


ALBERT TROSTEL & SONS COMPANY e 








Shoe by Huth & James Shoe Co., 
Milwaukee, Wis., Spring Queen 
Model. . unlined. In stock No. 731 
.+ Trostel Altro Reversible Calf. 


MILWAUKEE, WIS. 
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embossing process, due to a special request for these 
calfskins for men’s shoes. 

All of these transformation acts would lead one 
to believe that the American tanner has been going 
through the same routine since time was. But the 
tanning of fifty years ago is now an old story and 
tanners of calfskin in America today have achieved 
remarkable results because they have not hesitated to 
use new methods and spend time and money on ex- 
haustive research to better their products. 


Progress in Calf Tanning 


Our grandfathers and grandmothers would be 
amazed to see the calfskin shoes of today. When 
they were wearing calfskin (remember how proud 
“Little Women” were of their stout new calfskin 
boots?) this shoe material was tanned with hemlock 
bark, stuffed with tallow, and waxed on the flesh 
side. There were no aniline dyes, and hence no col- 
ored leathers, and the beautiful calf grain distin- 
guishing modern leather was hidden from view. 

The wonderful achievements of modern tanning 
have come about since the discovery of chrome or 
mineral tanning, more than forty years ago. By this 
method the tanners of calfskin could produce leather 
of fine, tight grain and a lustrous, durable finish. 
And gradually they have perfected the most intricate 
dyeing and coloring methods, until today we see calf- 
skin being put through a new act as a chameleon! 

Black calfskin represents the blackest blacks, in 
mat, satin and glace finishes, making up the greatest 
volume of calf leather sold. Two recent Summer 
seasons have entrenched white calfskin as a new 
favorite, rivaling black. These white calfskins, like 
the black, in both satin and glace finish, are avail- 
able in light and medium weights, and in heavier 
sports weights for men’s shoes. Special embossings 
on both black and white, in rugged and fine pattern 
surface effects, are also popular. 


Fashion Colors in Calf 


But it is when we come to fashion-right colors 
that the calf tanners now shine with greater pres- 
tige than ever before. Rich full-bodied browns, 
very dark and neutral in tone, are available in all 
types of calf leather. The tawny Russia tones 
have come back with a rush with the favor ac- 
corded all the rust, golden brown, cinnamon and 
amadou shades in apparel and millinery, and calf 


leather is supreme in such fashionable Russia | 


shades as Bourbon, Swagger Brown and Rust, as 
well as the dark Madeira Brown, like ox-blood. 
In lighter weights, such as the zephyr calfskins 
and certain boarded and embossed types, the 
subtle and very unusual “off colors” now fashion- 
able, such as the taupes, the grays and the strings, 
and dark blue, are matched to perfection. Bright 
“animated” colors for sandals and Summer types, 
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colors like Hi-li Red, Cabana Green, Biscay Blue, 
Orange Glow, Sun Rust and Tropic Yellow, are 
also included in the modern tannage of calf leather. 

All of these colors and many additional pastels and 
bright shades are shown in calf suedes, which by 
themselves represent a separate glorification of mod- 
ern tanning methods. In recent years American tan- 
ners have produced non-crocking supple suedes in 
dark browns and black and other colors, and in re- 
sponse to the vogue for white, very soft white suedes 
for women’s shoes, heavy white suedes for men’s 
and children’s sports shoes, and special tannages of 
flesh-finished or service calfskins in white, black and 
colors. There are also a number of buffed grain calf- 
skins, with a fine suede effect. White and colored 
washable calfskin is another addition to the long list 
of calf leathers, made possible after years of experi- 
‘mentation. The demand fer bag leathers in colors 
coordinated with shoe leathers has led calf tanners 
to perfect their tanning methods for these leathers 
also. 


Adjusted to Fashion Changes 


Calfskin thus takes the center of the shoe fashion 
stage by virtue of its Houdini-like properties and its 
fashion adaptability. Calf tanners today find them- 
selves in the happy position of supplying every branch 
of the shoe industry with the type of calf leather ex- 
actly right for each specific use. These tanners have 
adjusted themselves to fashion changes and the mod- 
ernization of the whole craft of shoe-making. The 
style prestige of calf leathers is unquestioned because 
the producers of the leather have improved their 
product each year in step with progress. 

The volume acceptance of calf leathers for fash- 
ionable footwear for men, women and children is 
augmented by the staple uses of various tannages of 
calfskin for riding boots, skating shoes, high-cut laced 
boots for hiking and winter sports, and as bindings on 
felt ski-boots. 

The revival of roller skating and bicycles in 
popular sports has increased the sale on specially 
designed calfskin shoes for these purposes. One 
of the newest shoes in this field is made of boarded 
and reversed service calf combined, and has a spe- 
cial slot in the tongue through which the skate 
strap is slipped, and an extension on the sole and 
heel to hold the clamps securely. Undoubtedly the 
increasing interest in outdoor sports through the 
past ten years has had much to do with the in- 
creasing popularity of calf leathers in sports types. 
And the greater leisure of the masses under the 
N.R.A. codes will do much to swell this business 
in sports footwear and increase sales of calfskin. 

The Spring and Summer uses of calfskin for 
1934 have been extended by the popularity of the 
punched-through shoes in black, brown, white, 
blue and gray. 
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JV orweglan NO. 9 


WAIAON UagoO 


At th first breath of i te 


men's minds turn toward light-weight 7 
footwear... perforated. Glove-soft, with — 
uncolored sueded back that asks for fy 


no lining, Gallun’s Norwegian No. 9 is W 


Yada Wdo 


the leather par excellence for summer 


fashions. Piercing reveals no flaw in 


VES 


the texture of this vegetable tannage. 
Perfect perforations remain perfect with 
age, holding their original symmetry. 


A. F. GALLUN & SONS CORPORATION - MILWAUKEE, WIS. 


fallin eathers 


ALWAYS STANDARDS OF. EXCELLENCE 





When writing advertisers plea 





se mention Boot and Shoe Recorder 

















BOOT AND SHOE RECORDER, 





December 30, 1933 











This pattern is an excellent sample of the type of Spring 
shoe which is so successfully made of lightweight, supple 
calf. It is made of American Hide and Leather Company’s 
Rosebay Willow Calf—Color No. 427—an excellent and 
popular Biscay Brown. 

Resembling a tie in appearance, this shoe has goring con- 
cealed under the smart little bow so that no lacing is 


necessary. 





















Early indications point io the extreme popularity in com- 
ing months of smart oxford and tie patterns combining 
Marine Blue and White. 

This shoe is a good example of the saleable type. It is 
made of American Hide and Leather Company’s Pure 
White Calf and Rosebay Willow Color 403—Marine Blue. 
Worthy of note is the multiple stitch row effect which 
is emphasized by contrasting colored thread. Another 
touch of distinction is the fringed leather tassel in two 
tones—Blue and White. 








An extremely popular oxford type, good at all times. This 
shoe is made of Eagle Calf, a mellow, durable tannage of 
distinction and refinement. This particular shoe illustrates 
the combining of character touches as evidenced by the 
perforation rows used with a last and pattern which other- 
wise would be considered extremely conservative. This 
type of shoe has a broad market among men who dress 


well but who lean toward neither style extreme. 








The soft, glove-like pliability of its vegetable tannage makes 
Gallun’s Norwegian Calf especially comfortable for wear dur- 
ing summer, the season of greatest informality. At the same 
time, its exceptional structural strength causes it to hold the 
lines of the last, even in lighter weight. 


Norwegian No. 9, a special summer calfskin, is offered as 
the season’s keynote. It is finished with sueded back, and 
requires no lining. 


Ease of perforation is a great advantage in using Norwegian 
No. 9 for modern “shoes that let your foot breathe.” It is 
readily pierced; the perforations are perfect, and they hold 
their shape. 
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WIDEN 
COFFEE SPORT ELK 


IN A FINE EXAMPLE OF 
JUVENILE SHOEMAKING BY 


The GREEN SHOE MFC. CO. of Boston 







No. 2640 —Made of Widen's 


Coffee Elk with leather heel and damp 
proof sole. Carried in stock ... 
12% to3...A to D. 


We select only the best grades of small kips for Widen’s Elk. 
The tanning processes to which we subject this choice raw 
material are carefully supervised by men of long experience. The 
result is naturally a soft, pliable, tight grained elk tannage that is 
eminently suitable for high grade footwear. Made in white, genuine 
smoked and coffee. 


ee 
“RUFF-IT”’ 


A new rough suede finished leather ex- 
tensively used by manufacturers of pop- 
ular priced sport type footwear. In 
white, colors and black. 


PETER J. WIDEN SONS COMPANY 


COUSINS ST. SALEM, MASS. 
v Vv 
W. A. Bennett & Walter P. Titter 
1015 2nd Nat'l Bank Bldg. 65 Broad St. 
Cincinnati, Ohio ‘ Rochester, N. Y. 
. Selling Agents | 
* Sod T tases Soo'cad Sc 
oo SLATTERY BROS., Inc. oe ee 
ie Se Ceo. 119 BEACH ST. BOSTON, MASS. - ath 4 yy = 4 
Philadelphia, Pa. Milwaukee, Wisconsin 
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A growing girl’s kiltie tongue oxford made by 
The Green Shoe Mfg. Company, Boston, of Tandrite 
Calf, Color No. 401, a product of E. Hubschman & 
Sons, Inc., in the rich brown shade very popular for 
winter and early spring wear. This shoe, Stock No. 
5310—-COLGATE carries a twelve-eight leather heel. 


and is stocked in sizes 3 to 8, widths AAA to C. 











Low heeled shoes, wide T straps, Theo ties and open oxfords 
are important Spring types that are being smartly interpreted 
in the new Moda Calfskin. On the market for a number of 
years, Moda Calf has recently been perfected by the A. C. Law- 
rence Leather Co. as a lightweight calfskin for women’s shoes. 
Moda Calf is being styled in high grade women’s turns as well 
as heavier sports and spectator types. Its non-scuffing feature 
is quite as important as the fact that Moda Calf shoes hold 
their shape. 


Illustrated is an afternoon Moda Calf shoe with the side cut- 
out and leather tassel laces. The perforated toe is a smart note. 











The soft, glove-like pliability of its vegetable tannage makes 
Gallun’s Norwegian Calf especially comfortable for wear dur- 
ing summer, the season of greatest informality. At the same 
time, its exceptional structural strength causes it to hold the 
lines of the last, even in lighter weight. 

Norwegian No. 9, a special summer calfskin, is offered as 
the season’s keynote. It is finished with sueded back, and 
requires no lining. 

Ease of perforation is a great advantage in using Norwegian 
No. 9 for modern “shoes that let your foot breathe.” It is 
readily pierced; the perforations are perfect, and they hold 
their shape. 














It is almost upon us—a white Summer calling for white shoes 
full of ventilation, accomplished by cut-outs and perforations 
in many sizes. 

A leather holding its shape under perforations is a 
requisite answered by Yukon, made exclusively by A. C. Law- 
rence Leather Company, Yukon, one of the newest tannages, 
holds its shape in shoes without backing. A rich soft white, 
Yukon in suede finish is often combined with contrasting 
calfskin, generally brown or bourbon. 

Illustrated is a Yukon Suede shoe interpreting the new two 
buckle center treatment. The saddle is of bourbon Moda 
Calfskin. The perforations form a design, an important Spring 
style note. 
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AMBER | 


HIDE ./W LBA PT 


BOSTON, - w 


PURE WHITE CALF q! 





with a silky smoothness and fine, flat grain that found great favor 
during the past season—and has caused heavy sampling for the 
coming season. In your white footwear you can’t go wrong by 
specifying American Hide and Leather Pure White Calf. Check 
on this at the St. Louis Show by examining the white calf shoes 
in the leading lines. 
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and the best 
COLOR 


Ta 


IGAN 


\ THER CO. 
{ 


’ MASS. 





| 9 has a long standing reputation for a fine sense of the appropriate 
. in color. Its full range of authentic colors and many specialized 
3 shades are suitable for the smartest feminine footwear. Really, 
no leather so fully meets the requirements for distinctive shoes as 
this original, light, supple, scuff-proof tannage. Be sure to specify 
it in patterns which can be made smarter with supple calf of 
exactly the right color. 
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VELVETTA 


THE NON-CROcKING 


SUEDE 









\ 
© 


the quality hand in 
LEATHER 


Hunt-Rankin leathers are fashion right. The quality, uniformity and appearance of 
all Hunt-Rankin leathers is further emphasized in the new WHITE BUCKO and 
KAFBUC already in the lines of hundreds of manufacturers and destined to rise to 
greater heights in volume sales the coming season. There’s a big WHITE season 
ahead, and the Hunt-Rankin Co.’s BUCKO and KAFBUC meet every requisite for 
an all white shoe or in combination patterns. 
















As tanners of VELVETTA, the non-crocking suede, nationally recognized among 
better grade retailers, Hunt-Rankin Company also offers a wide range of colors in 
their RUSSIA, CAVENDISH and TAILORED calf leathers. 


HUNT-RANKIN LEATHER CO. 106 BEACH ST. "yiss 
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This men’s pattern illustrates the popularity of the 
all-over white shoe in the coming season. The 
perforations and stitch rows offer a pleasing relief 
to the monotony of all white, and another touch 
is the black edge on sole. and heel. Northwestern 
Leather Company Trust offer a wide variety leathers 


suitable for this and similar types of men’s shoes. 








This finely perforated and stitch decorated one-strap 
is a typical example of the attractive results obtained 
with White Elko, a leather made by the Northwestern 
Leather Company Trust. The pattern is equally 
effective when made of any popular’ spring ‘color 
found in the Northwestern line—either' boarded or 
smooth finish. Note particularly how the triangular 
cut-outs on vamp and quarter are made an integral 
part of the design formed by perforations and stitch 


rows. 














This beige colored rough suede sport shoe, with 


~--“““Téather heel and suede finished sole, is made by 


Gale Shoe Mfg. Co. of Peter J. Widen & Company’s 
“Ruff-it.” This leather is growing in popularity 
among manufacturers of women’s popular-priced 
welts. In addition to white, it is made in eight 
colors and the Widen selling agents, Slattery Brothers 
of Boston, carry ample stocks for immediate deliv- 
ery. Peter J. Widen & Co. have long been known 
as extensive tanners of elk leathers, etc., for use in 
service sport, spectator sport and juvenile footwear 
of the better grade. 








BEGGS & COBB, INC. 


From the extensive line of Beggs & Cobb Company’s 
kip and side leathers comes this timely styled White 
T strap pattern with novel perforations and dull 
silver buckle. This model embodies the character- 
istics of higher priced leathers and with the White 
season looming up as the most popular in recent 
years is available in the lines of leading volume 
manufacturers and jobbers of the lower priced 


novelty lines. 
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Smoke House where KEPNER ELK is actually smoke-finished 





IS GENUINE AND THE FINEST 


Shoe manufacturing pride demands KEPNER ELK—retail prestige specifies it. | 
KEPNER SMOKED ELK defies the ravages of water and forced drying. It is well . 


to know that this exclusive leather is in your lines of children’s shoes and sport 


footwear. : 
; i 


C. D. Kepner Leather Company 


137-139 South Street, Boston 
Milwaukee St. Louis 4 
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y lavored by fashion 


Tandrite Calf, truly an achievement in fine 





W leather, lends itself admirably to the making 
v of shoes that are distinguished by their ex- 
w quisite finish and smart lines. Combined in 
My Tandrite are deep, glowing color, pliability, 
; durability and a finish of exceeding beauty. 
Yr The discriminating woman will be capti- 
i) vated by shoes of Tandrite... in all 
v the Spring shades demanded by Fashion. 
0 

Hy E. HUBSCHMAN & SONS, INC. 
. PHILADELPHIA 


TANNERS OF FINE CALF LEATHERS 


TANDRITE CALF 
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the new 

leather | 

every one 
1S 

—- talking about 


GEO. E. KEITH CO. 
Stock No. 19607 





BUCK FINISH FOR ! 


Unretouched photo of SPORT SHOES 
growing girl's Kiltie Ox- 


_ made of Yukon Grain JUVENILE SHOES 
and PROFESSIONAL SHOES 


GREEN SHOE MFG. CO. 
@ 
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Outstanding manufacturers have sam- 
pled Yukon—found it right—ordered 
it in large quantities—and are now mak- 
ing it up into Spring and Summer shoes. 


SNe siete 


ee Ce A. C. LAWRENCE LEATHER CO. ! 
Me SOoyA% Fe e PEABODY e MASS. e ! 


AND BRANCHES IN ALL 
PRINCIPAL SHOE CENTERS 





NEW 


The most important improvement in tan- 
ning since the introduction of chrome. 
Combines in one leather all the qualities 
desirable for white shoes — particularly 
juvenile, sport, and professional shoes. 


TESTED 


experimentally last season in thousands of 
pairs. This year expanded plant facilities 
are capable of taking care of the heavy ad- 
vance orders. This new leather is so popu- 
lar that we suggest you be sure to see it in 
the sample lines AT THE ST. LOUIS SHOW 
—JANUARY 7 to 10. 


WHITE 


The color of Yukon is a soft, mellow white. 
It is white all the way through, and will not 
change color with age. 


DISTINCTIVE 


Yukon has refinement and a superior ap- 
pearance which readily distinguishes it from 
all other white leathers. 


W ATER RESISTANT 


Yukon is water resistant and non-absorbent. 
These qualities make it particularly desir- 
able for humid climates. The surface of 
Yukon will not show water spots—and, even 
when thoroughly wet, will always dry out to 
its original soft flexibility. 


CLEANABLE 


The surface of Yukon makes it resistant to 

dirt. Repeated cleanings will not change 

ro qc characteristics of color and 
nish. 


STRONG and DURABLE 


YUKON is naturally strong, flexible and 
durable—qualities which make it particu- 
larly suited to sport, professional, and 
juvenile footwear where long wear is as im- 
portant as good looks. 


RA ait aS PRB Bia slates: ARR BCI lie Ba Reith 8 ae, act Gs hale 


A SHOES ILLUSTRATED 


Unretouched photo of soft Unretouched photo of per- 
sole baby boots made of forated, wing-tip oxford 
Yukon Grain by made of Yukon by 


IDEAL BABY SHOE CO. JOHNSTON & MURPHY 


Unretouched photo of perforated 
wing-tip oxford made of Yukon by 


GEO. E. KEITH CO. 
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SHAMI-BUCK 




































the new 
ZA BUCK FINISHED 
NORTHWESTERN 
« LEATHER ‘ 
SPORTS 
FOR SPRING 1 GL STYLISTS AND 
[S AGREE ON é M WHITE FOR ; 
FOR SPRING A A iL STYLISTS STREET WEAR 
[S AGREE 0’ JE M WHITE FOR : 
FOR SPRINC A 1 .L STYLISTS 
(S AGREE ( NF WHITE FOR | ® 
FOR SFRIF STYLISTS 
[S AGREE N 4 WHITE FOR : ; 
FOR SPRIN 5S LL STYLISTS ey ae mistake ioe he 
[S AGREE 0 0 { WHITE FOR : _ a a 
FOR SPRINC S ALL STYLISTS = vey pri Pecy + e on 
[S AGREE ON CH WHITE FOR : = = ' a Saal saved 
FOR SFRI. IS } ALL STYLISTS i a ae im _ oes. 
[S AGREE ON ONE JCH WHITE FOR ; b be lor si t rs _ 
FOR SPRING IS A S ALL STYLISTS a bei ig = ¥ 4 
[S AGREE ON ONE UCH WHITE FOR ; pon apeir ee ery tous 
FOR SPRING IS A \ S ALL STYLISTS al: - ge rs ~ 
['S AGREE ON ONE 1 'CH WHITE FOR | me lta gd ie a 
FOR SPRING IS A C ALL STYLISTS Whit ; Shen _— a, - 
[S AGREE ON ONE T Y WHITE FOR | oe 
FOR SPRING IS AC UL STYLISTS 
['S AGREE ON ONE T . WHITE FOR e 
FOR SPRING IS A C. 0 ALL STYLISTS 
[S AGREE ON ONE TH MUCH WHITE FOR . 
FOR SPRING IS A CEL {I AS ALL STYLISTS 
TS AGREE ON ONE MUCH WHITE FOR : 



































NORTHWESTERN LEATHER 
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and Do not overlook these per- 


| ennially popular leathers 
the well known renowned for their perma- 














nent pliability — tough 
ELKO durability and all around 
NOWESCO value. Elko, Nowesco, and 


Deerskin recommend 


ane themselves by their per- 

DEERSKIN formance and long con- 

‘ tinued good-looks in foot- 
in whites and colors wear which takes a lot of 

for punishment. When you 


: order juvenile, sports or 


J UV E N L a Ss H oO E Ss service sports shoes, speci- 


fy one of these leathers. 





and all types of 
SPORT SHOES 
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ELKO NOWESCO 
&  DEERSKIN 


COMPANY TRUST BOSTON 
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SHOE MANUFACTURERS AND BUYERS 
Are Specifying 


Be ices ro" Coe 


WHITE SMOOTH KIPS »»» SIDES 
















Light in Weight 
Airy Trim 


Embodying characteristics of 
higher priced leathers yet within 
the wanted price limit. 











* 

* 4 

q 

. 

BECCS ™ COBB | 

INCORPORATED 

76 SOUTH ST. BOSTON, MASS. 

WM. B. HEALD H. R. STRAUSS & CO. A. S. PATTON LEATHER CO. 1 
1197 MERCHANDISE MART 16-18 WEST 22nd STREET 1602 LOCUST STREET : 






CHICAGO, ILLINOIS NEW YORK CITY ST. LOUIS, MO. 
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ELK-THE SPORT OF LEATHERS 


x -* * 


SIDE—THE GREAT SERVICE LEATHER 


x * * 


usual position of prominence in the field of 

sport shoes, both active and spectator sports, 
with the chances fair for an increase in its use in the 
latter if the vogue of sport type shoes for business 
wear becomes a bit more firmly entrenchc« as a mas- 
culine habit. In this type of footwear (spectator 
sports), elk shoes are nearly always trimmed with 
calfskin for contrast. In the sport shoe field, there 
will be many of all-over elk. 

In women’s sport footwear the same degree of 
prominence is expected with the exception that the 
active sport shoes will be calf trimmed and not all- 
over elk as in the men’s division. 

In children’s school, play and sport shoes, elk will 
be the leading leather—in smoked, white and brown. 

About the only deviation from this color range 
will be seen in a few women’s shoes. which will be 
trimmed with elk in high colors. 

It is not generally realized that there are two widely 
differing grades of elk on the market. The grade 
used in sport footwear for adults and for children is 
made from kips—hides taken from animals just 
emerged from calfhood. This is light in weight, ex- 
tremely flexible and durable. Elk made from the 
hide of the larger, more nearly adult animal is much 
heavier in weight and is used almost exclusively in 
the manufacture of work shoes—its advantage being 
that it combines weight and flexibility. In this field, 
the only materials competing with it to any extent 
are split leathers and retans. 


N Spring and Summer will see elk in its 


IDE leather, made from the hide of the adult or 
S nearly adult animal, has many different guises. 
Because of the lower price which it brings, it is used 
principally in popular medium and lower grade shoes. 

Most side leather first sees the light of day as it 
emerges from its bath in the chrome tanning vats, 
although some is tanned by a combination of chrome 
and vegetable reagents and a small quantity is a 
purely vegetable tanned leather. It is heavier than 
calf, durable, uniform in appearance when properly 
finished and is used successfully in sturdy shoes of 
every type. 

So-called dress sides, leather finished on the grain 
side, go into dress shoes. Most of these dress sides 
are “corrected”—lightly rubbed with an abrasive to 
impart smoothness. ‘This abrasion, plus the amount 
of pigment used in finishing the leather, tends to ob- 
scure the grain-and gives to the finished product that 
appearance of “grainlessness” by which it is gen- 
erally recognized. on 

Much Scotch grain is also made of side leather— 
also patent. There are, too, “buck sides’—side 
leather which has been buffed on its grain side to 
give the appearance of genuine buckskin. 

Oil grain sides are treated with oils and fats, not 
merely as a water-proofing measure, but also to make 
the leather as soft and supple as possible. This type 
of leather goes largely into heavy footwear for farm 
and sportswear, such as hunting boots, ete. Oil grain 
sides are the result of a combination tannage and are 
known, also, as retans. 

















Cc. D. KEPNER LEATHER COMPANY 


For general sport wear, this novel strap oxford of 
C. D. Kepner Leather Company’s Light Smoke and 
Prado Brown Elk leathers, a forerunner in the com- 
ing season’s sport lines has already created much 
favorable comment for this well-known tanner of 
Elk leathers. 

Acknowledged as the largest selling Elk for better 
grade sport and children’s shoes, the above pattern 
is already in the lines of many leading makers and 
is ideal for bicycle and spectator sport wear. 

















UTHORITIES emphasize 
the importance of Marine 
Blue and Paris Grey in the 
Spring Vogue —to be used 
individually — in combina- 
tion — and extensively. 
Unforgettable value has im- 
pressed on careful manufac- 
turers the advisability of de- 
pending on Dimond’s color 
accuracy and quality. This 
year this combination of key 
colors will prove no excep- 
tion to the rule. 
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eV biggest run 
on whites of many years 
is in the offing. Pure whites 
— dependable whites — and 
plenty of whites will be need- 
ed. Dimond can meet the de- 
mand for quality—quantity . 
—and color accuracy—with 
a glazed white kid of superior 
good looks and dependabil- 
ity —and firmly established 
as the preferable leather in 
this field. 


Dimond K D Company oc 





161 SOUTH STREET, BOSTON, MASS. 
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Favored by 


Fashion, Kid 


carries on with High Hope 
and National Acceptance 
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The Kid Field for Footwear 


By DANIEL HICKEY 


ID is one of shoedom’s foremost leathers in 
K fashion and volume. More than 50,000,000 

raw goatskins are imported annually from 
far countries to provide the raw material which 
American kid tanners convert into leather for shoe 
manufacturers of the United States. These yield in 
excess of 200,000,000 square feet of kid leather, 
which constitutes approximately 35 per cent of Amer- 
ica’s total annual leather production. 

The total kid consumption is slightly higher than 
that of side upper leather, is about one and three- 
quarter times as great as that of calf and kip, and 
more than three times that of patent. Not since 1927 
has the consumption of any other type of upper 
leather equalled that of goat and kid. 

The best proof of the fashion importance of kid- 
skin is the regularity with which it is given recogni- 
tion in the industry’s style conferences. 

Since America is a beef-eating country, it is neces- 
sary for the kid tanners to draw on Asia, Africa, and 
South America for their raw material. From two 
to five months expire before the delivery of the skins 
to the tanner’s warehouse, depending upon the dis- 
tance which they must come. The rate of exchange, 
tariff, system of weights and measures of the various 
countries of origin, and cost of shipping and insurance 
all affect the cost of the raw material landed in this 
country. 

It is necessary for tanners to have from two to 
three months supply of raw stock on hand at all 
times. Kid manufacture requires approximately two 
months, and in the volume plants selections number 
from one hundred to two hundred, according to 
grade, size and weight. 





In “American Leathers,” the manual of the indus- 
try, the story of kid is told as follows: 

“Most kid leather for shoes is made from nearly 
mature goatskins. It is a strong and supple leather, 
available in very light weights. Most of it is given 
a glazed finish and so is naturally lustrous. Polishing 
heightens its attractive appearance. Its thin plia- 
bility makes it a comfortable leather, particularly 
popular for remedial footwear. The same character- 
istics have made it important in stylish footwear for 
women. 

“In addition to the standard glazed finish, in all 
colors, kid is made with a dull or mat finish, with a 
patent finish and also in gold and silver effects. 

“Tiny groups of pores or hair cells that lie three 
in a line identify these leathers. In general, goat- 
skins are classified in three types—fine, medium and 
coarse grain. This differentiation is based on the 
spacing of the pores. If coarse, these are large and 
widely spaced. If fine, they are small and close to- 
gether. Between comes the medium classification. 
While there is no hard and fast rule for exact grad- 
ing by this method, the trained eye can readily detect 
this evidence of quality. 

“The coarseness of grain depends to some extent 
upon tanning, much more upon the type of skin used. 
China skins which have a large quantity of long hair 
are mostly coarse grained. Indian skins which have 
less hair show the opposite tendency. The tanner 
adapts his stock as nearly as possible to the shoe 
manufacturer’s requirements. 

“Altogether, there are at least sixty-eight varieties 
of goatskins. The goat is a hardy animal, living in 
warm or tropical regions throughout the world. The 











Study the successes in this or 
any other industry. They are 
not merely selling something 
useful or decorative but also 
an idea of appealing associa- 
tion with their product. 


When you get around to your 
buying and selling of white 
kid shoes, why not plan to 
offer an idea of appeal and 
service with your white foot- 
wear? “The Whitest Whites.” 
Finely tanned, white kid 
leather that is safely wash- 
able; easily kept immaculate! 


One of the most certain 
profitable, volume mer 
with your promotion of 
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fulfiliments of your hopes for 
chandising in 1934 will come 
“The Whitest White’? Kid Shoes 


In white kid production, 
LEVOR tannage is unex- 
celled; not alone in the uni- 
formity of finely textured 
skins and pure whiteness, 
but particularly in a very 
long record of honorable 
service to shoe manufacturer, 
merchant and the wearing 
public. 


It is this continuous depend- 

erence ability, linked with values in 
“t ‘cost, that makes LEVOR’S 

- : “Whitest Whites” the first 
choice.of manufacturers who 

. know leather and retailers 

who have satisfied customers. 































G.LEVOR & CO, INC 


‘The White Feouse of America” 
GLOVERSVILLE NEW YORK 








r 
the climatic conditions the year round 





BLACK SATIN 









Restrained econce 
in Costume Harmony 
Demands... 





that the shoe worn be exactly complementary. That’s why women of dis- 
cernment choose Black Satin KING KID. This beautiful, semi-dull black kid 
has just enough gloss to add life and distinction to the ensemble. Its tex- 
ture forbids the acquirement of dust . . . it has a subdued lustre found only } 
in the true Satin Kid. + Black Satin KING KID appeals to women of un- “ 
erring good taste and provides the most economical answer to the dual 
problem of style and utility. 


WILLIAM AMER CO. 


PHILADELPHIA 


ESTABLISHED 1832 
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G. LEVOR & COMPANY, INC. 


In shoes—white kid shoes particularly—many retailers 
carelessly forget to stress the low upkeep cost of 
their white LEVOR kid shoes. They forget that 
people want to save money wherever possible and 
that LEVOR’S white kid helps them do it. There’s 
a marvelous merchandising opportunity in this 
washable feature of “THE WHITEST WHITES”— 
LEVOR’S pure, permanent white kid leather. 
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GOATSKIN TANNERS 


This custom model in black goatskin is typical of 
the new styling which leading manufacturers have 
applied to this leather which is increasing in popu- 
lar favor. The perforations on the tip, throat and 
lace stay lend a quality look to a shoe which is in 
excellent taste for business wear. It is conservatively 
dressy and is made over the foremost last for met- 
ropolitan customers. The same model is available 
in brown goatskin. Shoe from James A. Banister 
Co., Newark, N. J. 














territory inhabited by the goats is so vast that it offers 
opportunity for the development of many distinct 
species. The thickness of the skin and the grain vary 
in these various species, but in general the skins 
weigh from one pound to five pounds and the size of 
the skins after tanning runs from one to twelve or 
fourteen square feet in area—enough to cut from one 
to seven or eight pairs of shoes per skin? 

“Per pound, goatskins are the most expensive of 
the major varieties of hides and skins used for shoe 
leather. In the better grades, kid leather is more 
costly than other leathers, but on medium and low 
grades, the price is in line with other staple upper 
leathers. As in the case of all other leathers, one 
contributing cause of its expense is the fact that the 
world supply of skins is strictly limited, because they 
are a by-product. 

“The processes of manufacturing kid leather are 
long and complex. Some tanneries have as many as 
thirty-five subdivisions of operation from the original 
soaking of the skins, through the dehairing and tan- 
ning to finishing and glazing. In most establish- 
ments, it takes just under two months to make a 
finished commercial product out of the raw stock. 
The glazing which gives the name may alone take 
three or four days. 

“Mat kid is tanned in the same way as glazed kid 
but is finished dull. Between the mat finish and the 





full glazed finish a range of effects is available that 
are semi-bright and are known as ‘satin’ or ‘silk.’ 
Some of these are obtained by special glazing, but 
others owe their appearance to the use of special 
lacquers. A considerable volume of kid is given a 
patent or japan finish. 

“Many new finishes and improvements are subjects 
of experiment at the moment. The kid tanner real- 
izes that he will never exhaust the potentialities of 
this skin. 


Classification of Finished Leather 


“Before kid leather can be shipped, extremely 
careful classification is necessary according to its 
color, size, weight and grain. The first assortment 
is for size, there usually being two to four classifica- 
tions varying with the different kinds of skins and 
with the methods in vogue at the different tanneries. 

“In the weight assortment, there are usually four 
classifications varying from light to heavy ; sometimes 
for types of skins that are unusually light or heavy 
there is a fifth assortment. The heavier skins are 
used for men’s shoes and the lighter for women’s and 
children’s. Sometimes the extra light skins are used 
for facings and linings although some shoe manu- 
facturers use these extra light skins for the exterior 
by backing them with a heavier material. 

[TURN TO PAGE 145, PLEASE] 








VY) Uoe Moto Bellet 
BillY Smith, reporter, 


between service to customers. ) 


success talk given to 


“I have never taken lessons in hypnotism. I know nothing about 
Psychoanalysis. I attribute my success to just three things. Srr- 
vice: I always try to get what the customer wants. If you sell a 
woman a shoe she wanted and a friend criticises it, she’ll simply think 
the friend lacks good taste. But if you argue a woman into buying 
a shoe and a friend criticises it—that woman may never come back to 
you again. Know Your Propuct: I have studied shoes so 
that I know them almost as well as the manufacturer does. I have 
cultivated my knowledge of the different types of leather, which of 
course, is the most important thing in a shoe. When you know shoes 
and the leathers of which they are made you can talk so interestingly 
and convincingly to customers that they have faith in you and 
your judgment. And I have found by experience that I can de- 
pend on shoes made of Surpass Kid. Fit Tue Feet: Make 
sure the shoes fit the feet that are going to walk in them. 
It’s never hard for a ‘wise guy’ to make one sale that 
doesn’t fit . . . the ‘wise guy’s’ troubles come in finding repeat sales. 
Only customers who are satisfied with their shoes after they have been 
wearing them make a salesman successful.” 
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No wonder Mike Moley enjoys .an enviable sales record! 


“Keep the customer satisfied all the time.” The rich beauty 
of Surpass Kid helps to sell shoes. But it does more than 
that. Surpass retains its lustre and high sheen long after 
it has left the store and has been put to actual use. And to- 
gether with that, its fine silky grain, its plump, firm texture 
and perfect pliability, and its strength and long life do keep 
customers satisfied. : 

If like Mike Moley you wouid like to know about leather, 
send for a FREE copy of our book “The Tanning of Kid.” 
In words and actual photographs it takes you into our 
modern tannery and shows you the complete conversion of 
raw goatskins into glazed kid, process by process. 

Tanners of Black and Colored Glazed Kid for out- 

* side stock and linings ... of Ribbed Calluna Kid and 
Crushed Calluna Kid... 
Black Glazed Kangaroo. Executive 
Offices, 9th and Westmoreland Sts., 
Philadelphia. Branches, New York, 
London (England), Boston, Milwaukee, 
Cincinnati, St. Louis. 
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SURPASS LEATHER CO. 
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Repeal and the new leisure have combined to bring about 
a new set of summer fashions, which may be designated as 
formalized sports clothes. These are the clothes that a 
woman can wear for all daytime occasions excepting ac- 
tive sports, and continue to wear for that pleasantest of 
revived customs—tea dancing. They include such things 
as pastel crepe dresses trimmed with handwork for coun- 
try, silk suits and printed dresses for town. For wear with 
them women will want a new type of shoe—the formalized 
sports shoe, which is well illustrated by this White Kid 
Sandal Oxford from the studio of Mabel Winkel, Inc., on a 
high Continental heel, trimmed with perforation and stitch- 
ing and made of either New Castle White Glazed Kid or 
Vode White Glazed Kid—divisions of the Allied Kid Com- 
pany. 





* 








A new Laird Schober white kid T strap sandal in 
Amalgamated White Glazed Kid No. 81. This flower- 
like design is exceptionally flattering to the foot. 
Sections of the kid overlap in curves on the vamp, 
with petal cut-outs grouped at the throat of the 
shoe. The quarter of the shoe is overlapped at the 
edge with a shaped flap that has all the earmarks of 
a high grade shoe. 

White coats for summer are more and more in de- 
mand, and the newest printed silks for spring show 
a background of white, thus giving added impetus 
to the White Shoe fashion. 





* 





In this graceful model, black kid by Dungan, Hood & Co., 
Inc., lays a foundation of smartness for the shoe stylist’s 
best efforts. Six of the season’s new fashion points are 
all summed up in this one pattern. The tie effect first, 
minus a tongue and plus tassel-tipped laces. Cut-outs for 
coolness and lightness. Stitchings and perforations com- 
bined in that stream-line sweep of the saddle design. A 
subtle suggestion of contrast in the white under-lay at 
throat and waist. It’s a thoroughbred shoe in a thorough- 
bred leather. 











LUCIUS BEEBE & SONS 


Typifying everything that black can accomplish in 
carrying the message of style, this T strap pattern 
featuring Lucius Beebe & Sons, Corona Peerless 
Patent, with contrasting applique and intertwining 
strap, is in the mode for early Spring daytime and 
general wear. 


Recognized for the prestige it has also enjoyed for 
many years through its distribution of Vici kid in 
black and varied colors, this well-known New Eng- 
land tanner offers a selection of new white leathers 
for early Spring and Summer wear in keeping with 
its long-established policy of “the best leather for 
every particular shoe purpose.” 
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NEW 999 LAST. IN STOCK 
Using Evans Ruby Black Kid or 
Evans Brown Kid Color 101 
Made by 
FRED A. MAYER SHOE CO. 


Milwaukee, Wisconsin 
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USE 


THE R/GAHT BLACKS 
THE RIGHT BROWNS 
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GLAZED, MAT ann SATINS 
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FINE KID LEATHERS 





FINE E KID 
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UNGAN, HOOD & CO.,INC.  _ 


240 WEST SUSQUEHANNA AVENUE, PHILADELPHIA, PA. 





83 South Street 307 E. 4th Street 
BOSTON, MASSACHUSETTS CINCINNATI, OHIO 


744 N. 4th Street 1627 Locust Street 
MILWAUKEE, WISCONSIN SAINT LOUIS, MISSOURI 
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A forerunner in the coming season’s high styles 
made of Diamond Kid Company’s new Marine Blue 
and Paris Grey kid. This novel two-strap combina- 
tion with its well-placed perforation and dull silver 
buckles is destined for great popularity, judging 
from the reception accorded it on its first showing. 
Pattern creators have obtained a number of inter- 
esting models with the aid of Marine Blue and Paris 
Grey kid. 








This one-strap buckle pump illustrates how admir- 
ably Black Satin King Kid, by the William Amer 


Company, lends itself to the making of shoes for 





street and informal afternoon wear. Trimmed with 
one-eighth inch strips of folded gun metal pearl 
lustre kid, hand turn with covered Louis heel. By 


Pincus & Tobias, Ine, Brooklyn, N. Y. 











For morning or early afternoon wear, this trim all 
over tie effect of John R. Evans & Co.’s Ruby Black 


Kid leaves nothing to be desired. Its designer calls 


SO a ee ee 


for an applique over the quarter and across the 
throat of the pattern of contrasting leather, which 
the maker has executed with the skill of a true 
artist. Ever changing styles may demand new and 
varied colors but black kid is always popular and 


staple. 
















% 
Oxfords and ties are on the way, so stylists de- 
cree for early Spring wear and the combination 
of John R. Evans and Co.’s Blue kid No. 121 






and Evans No. 26 Parchment kid lining in this 









seven eyelet oxford results in a most effective 






number. The contrasting shades as adopted for 






this particular pattern are equally pleasing in 






other tie effects for the coming Spring season. 
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WHITE KID 
FORGES AHEAD 











The advantages of specifying Amalgamated 
White Glazed Kid No. 81 (the original F. B. & C. 
White Kid) are manifold: 


IN WHITE 





]* Amalgamated White Glazed Kid 
is made by a special process ex- 
clusive with Amalgamated. 


2* Because of its pure whiteness, dur- 
ability and unequaled beauty, 
Amalgamated White Glazed Kid 
is known throughout the world as 
a standard of perfection in White 
Kid footwear. 


SUPREME 


White Charmooz (kid suede) is anew Amalga- 
mated product, as soft and flexible as glove skin. 
An ideal ooze finish for summer wear. 





WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK CITY 
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Several degrees cooler on the foot than any other shoe leather; 
needs no “breaking-in”; takes unnecessary weight off men’s feet; 
washable leather—no upkeep cost at all for keeping immaculate 


G. LEVOR & COMPANY, INC. 


Here is what retailers will stress about white LEVOR goatskin 
for men’s Summer footwear: 









ii a he 


every day. 











Two kids—-sisters, if you please—have come to 
the aid of shoe designers, helping them to cre- 
ate that something new which opens the pocket- 
books of women shoe buyers. Calluna Kid 
and Crushed Calluna! This Calluna Kid com- 
bines all the accepted advantages of genuine 
kid with a novel, ribbed, “heathery” finish that 
opens infinite opportunity for creating un- 
usual shoes. And Crushed Calluna has also 
a bright, lively surface most unusual and in- 
teresting when made up into shoes. These two 
new finishes are the originations of the Sur- 
pass Leather Company, whose well-known 
black glazed kid is shown between Calluna Kid 
on the left and Calluna Crushed on the right. 











\\ 


Yj 


CH 


These shoes are 
made of LEVOR'S 
“The 
W bitest W bite” vo 
and are wasbable. 





( 


G. LEVOR & COMPANY, INC. 


The merchant who plans and buys all-white kid shoes on the basis 
of a 30 per cent quantity increase over last year’s selling, is going 
to be right and will make handsome profits before the summer is 
over. Particularly if he concentrates on LEVOR’S white washable 
kid leather. 

LEVOR’S new tannage makes white kid shoes look silkier, more 
sparkling than ever before. 

In all your promotions, stress the washable feature of the leather. It 
will appeal to customers; make them aware of your interest in them. 
Ask your manufacturer to pack cleaning instruction leaflets, as shown 
(with or without LEVOR name) in every pair of your white LEVOR 











kid shoes. 

















GOATSKIN TANNERS 


Goatskin is the very latest in golf shoes for men. 
This distinctive model from the workbench of Stacy- 
Adams has a vamp and quarter of white goatskin 
with a pinked and perforated saddle of white buck. 
Contrasting sharply with the white are black touches 
seen in the spike-studded sole and heel, lace and 
binding. Specially designed by B. Harrison Cort. 
this shoe is ultra-smart and represents the maximum 
in comfort for wear on the fairways. A hidden fea- 
ture, yet extremely practical, is a full kid lining. 
Shoe from Stacy-Adams, Brockton, Mass. 
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THERE’S AN 


ALLIED LEATHER 


FOR EVERY WHITE SHOE IN YOUR STOCK 








& 
FOR i 
ACTIVE and SPECTATOR SPORTS 
ieee Gee og a McNeely Division, ! 
a ee ee ee McNeely Division, 
Goona  ...... Standard Kid Division, | ) 
Monterey Pig  ...... Standard Kid Division, | 


Vode White Buk-Kid No. 900 . . Standard Kid Division. 











e 
FOR 
FORMALIZED SPORTS and AFTERNOON 
Vode White Suede No. 901. . . . Standard Kid Division, 
Vode White Kid No. 50... . . Standard Kid Division, 
New Castle White Kid. . . . . . New Castle Division. 
* 7 
4 


ALLIED KID COMPANY 


209 SOUTH STREET, BOSTON, MASS. 
* 


ed 


McNeely — New Castle — Quaker City — Standard 
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December 


BOOT AND SHOE RECORDER, 


KID LEATHERS 


[CONTINUED FROM PAGE 135] 


“Proper assortment may determine the profit or loss 
of the tanner. If the leather is assorted too low, the 
tanner sells it for less than it is worth, but if it is 
assorted too high, the shoe manufacturer is not satis- 
fied. From the manufacturer’s point of view, it is 
important that when he orders leather of a stipulated 
grade, he should receive exactly the same leather each 
time. 

“Ordinarily, there are about ten sorts of kid by 
grades. Considering that there are three classifica- 
tions by size and four different weights, there are 
about one hundred and twenty offerings available in 
each color. Thus a tanner offering black and white 
kid in addition to the standard seasonal colors, about 
eight in number, actually has to list about 1200 dif- 
ferent items. 

“Making kid leather is full of difficulties that have 
not been emphasized. The tanner has very little if 
any control over his sources of raw material and for 
that reason has to buy what the market offers. He 
only knows that skins from one section take a certain 
color better than skins from another—that skins from 
a third section are usually heavy while those from 
still another are usually light. 


Use of Kid Linings 


“Keeping in touch with style trends the tanner 
nevertheless finds himself at the end of a season with 
quantities of certain colors that have not sold well. 
These colors become back numbers for the American 
market and unless the tanner is willing to gamble 
on a revival of these colors in some future season, 
he is faced with these alternatives; try to sell for 
export what he can; sell the surplus stocks for lining 
purposes; or recolor these back numbers—and re- 
colored kid is seldom very satisfactory. If offered 
for linings, it is readily disposed of, for lining kid 
at an acceptable price seems always in demand. 

“These distress stocks of kid or abandoned colors 
are of course insufficient to satisfy the demand for 
kid lining stock. Formerly shoe manufacturers gen- 
erally used sheepskins for the linings of most of their 
shoes. The present types of shoes for women are of 
1ight construction, requiring a stronger and finer ap- 
pearing lining. This has caused a much wider use of 
kid lining in the better shoes for women as well as 
a great deal for use in men’s footwear. It has, there- 
fore, been necessary for the kid tanners to secure 
varieties of goatskins that would satisfy this require- 
ment. Tanners also select from their regular lines 
of goatskins the skins specially suited for this purpose 
and put them through in lining colors which are 
chiefly gray and champagne.” 


36, tSs3 
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You can depend on 


these 


BEEBE LEATHERS 


Vici Kid 
Corona Patent Sides 
Sheepskins 
Grain and Suede Calf 
White Leathers 


For more than sixty years, the 
Beebe Organization has been spe- 
cializing in the production of the 
BEST LEATHER for EVERY PAR- 
TICULAR SHOE PURPOSE. 


LUCIUS BEEBE & SONS, INC. 
BOSTON 
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The trend of style in men’s apparel is definitely 




















toward ease and comfort. Men are ready now for 


easy fitting, comfortable goatskin shoes. 


Goatskin gives maximum comfort. It permits the 


foot to breathe and requires no “breaking in.” 


Consider Goatskin in your merchandising plans for 


1934. It has a grand appeal for your customers. 


cote poalshim Joes. 


FOR MEN 
( are being displayed in é 
St. Louis at the N. S. R. A. Show by 


Allen Edmonds Shoe Corp. Belgium, Wis. Field & Flint Company Brockton, Mass. 
Bates Shoe Company Webster, Mass. Freeman Shoe Corp. Beloit, Wis. 
Commonwealth Shoe & Heywood Boot & Shoe Company Worcester, Mass. 

Leather Company Whitman, Mass. Geo. E. Keith Company Campello, Mass. 

Conrad Shoe Company North Abington, Mass. Milford Shoe Company Milford, Mass. 
Farmington Shoe Manufacturing Roberts, Johnson & Rand St. Louis, Mo. 
Company Dover, N. H. Stone-Tarlow Company, Inc. Brockton, Mass. 


GOATSKIN TANNERS 


47 West 34th Street New York 
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THE PENDULUM SWINGS TO 
GQUAHATY - - -and 


consequently an ever m— 
cleaacng “use of .  -* 4 
COLONTAL PATENT 


x 


The steadily mounting consumption of Colonial 
Patent has not been based on price—because 
Colonial Patent is not a cheap leather. Rather it 
is an indication of the returning desire to make 
and buy shoes of real worth and quality. . .. . 











As the demand for better quality increases so the 
sales of Colonial Patent keep step, because — 
Colonial is widely recognized as a superior patent 
leather. . 


COLONIAL PATENT 


COLONIAL TANNING compnAani4 
BOSTON-MASS-: 
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LEATHER PRINTS 


GRAINS—PATENT—KANGAROO 





Grains and Prints 


“se RAINS” and “print” leathers, among other 
specialties, will be exceedingly popular next 


Spring in all types of women’s good shoes ; 
and, to some extent, in footwear for children, growing 
girls and misses. 

There is evident, even as early as this, a swing to- 
ward the smaller figures in these types, in contrast 
with the larger figures which have sold freely in the 
retail stores this Fall and Winter. Also, these leathers, 
which when they first appeared, were used mostly for 
trim purposes, are now being used also in all-over ef- 
fects, in vamps contrasted with smooth leather quart- 
ers, and in quarters contrasted with smooth finish 
vamps. 

They come in all the colors predicted as good for 
Spring—some in solid colors and many in two-tone 
effects, light and dark shades of the same base color. 


Reptiles 


Genuine reptile skins have been increasingly in de- 
mand over a period of several years. Of the skins 
on the market today there are watersnake, two or 
three different types or species of lizard, cobra, alli- 
gator and some of the large, constrictor snakes such 
as the boa and python. With the exception of alli- 
gator, most of the skins come from the Far East and 
hunting, skinning and tanning them have developed 
into a sizable industry. 

Of the reptile skins it can be said that they are uni- 
formly durable, that they do not scuff readily and that 
the natural markings of the skin are attractive. If 
they have been tanned by the natives engaged in catch- 
ing the reptiles, the skins are usually retanned by a 
combination process after they reach this country, then 
softened by something resembling the fat liquoring 
process, smoothed out, staked and glazed to impart the 
characteristic finish. They may be, and frequently, are 
colored to suit the mode. Their chief place, of course, 
is in high-priced lines and the small pattern tendency 
noted in prints is expected to prevail for next Spring 
also in genuine reptiles. In other words, those skins 
having the smaller markings will prevail over the 
larger, heavier-appearing types. 


* 


Patent 


It was not until the chrome tanning process had been 
well established in this country, and new finishes per- 
fected, that patent leather was fit for use in shoes. 
Prior to that, and we are talking now in terms of the 
1880's, layer after layer of linseed oil finish had been 
piled on bark-tanned leather and the resultant product, 
stiff as a plank, went into the dashboards of fashion- 
able carriages—where it cracked. 

Contrast this, if you can remember it, with modern 
patent for shoes—a nicely balanced blend of that tight- 
ness of grain which is necessary to the retention of 
the finish, and a degree of flexibility which makes it 
easy to work, easy to wear and which increases its 
durability. Also, consider colors, for the black of 
yesterday, while retaining its popularity, has been sup- 
plemented by a wide range of shades. 

Patent leather is used in infants’ shoes, juvenile 
styles and in men’s and women’s footwear. As a 
trim, it contrasts pleasingly with other leathers. As 
an all-over leather it has not infrequently found a 
place in the high style field. 


Kangaroo 


The chief characteristics of kangaroo leather are 
tensile strength, durability, flexibility and comparative 
freedom from scuffing. Also, it takes a high polish. 
With one exception, that of flexibility, all these quali- 
ties are due to the texture of the skin which is made 
up of a mass of interwoven fibers from the grain to 
the flesh side; and not built up in layers. Its flexibility 
is due in part to its texture and in part to the fact that 
only the smaller skins of younger animals are used in 
making the upper stock for men’s and women’s dress 
shoes of the comfort type. 

These smaller skins are chrome tanned, fat liquored 
to make them soft, and glazed; or, in some cases, are 
given a suede finish. It is said by the kangaroo tan- 
ners that uppers made from this stock will outlast 
several soles. 

Larger skins of the kangaroo, some of them vege- 
table tanned, are used in the manufacture of athletic 
shoes. 
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BAYIEIR - 
The Home of 





e 


Bayer-Robertson is the recognized source for 
fine, genuine reptiles . .. . Lizard, Alligator, 
Snake... . of first quality. 


In selecting reptiles for high grade footwear, 
Strength, finish and beautiful appearance are 
paramount. Bayer-Robertson reptiles are care- 
fully chosen for grain and durability. They are 
supple and strong, readily adaptable to all style 


demands. 


Reptiles lead the season for smart shoes. Bayer- 
Robertson will supply the finest used. 


BAYER-ROBERTSON LEATHER CORP. 


TWO PARK AVE. NEW YORK 


IROBIERTSON 
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Patent leather, so frequently thought of as a staple leather for 
staple patterns only, has amazing possibilities in the hands 
of an: imaginative and talented designer. The shoe illus- 
trated is an excellent example of how a little imagination 
can produce from Colonial Black Patent a shoe of excep- 
tional smartness, yet with a certain saneness which recom- 
mends it to the cautious merchant who does not like to take 
too long chances on extremes of style. This shoe should sell 
easily and steadily. In addition to black, The Colonial Tan- 
ning Company produce every wanted shade of colored pat- 
ent with the same characteristics of dependability as in their 
black patent. 











The enviable reputation of R. Neumann & Co. for leathers 
of unexampled quality is further attested to by the recep- 
tion accorded their latest offerings—genuine sealskin and 
crushed kid—by outstanding manufacturers of all lines of 
footwear. 

Neumann’s genuine sealskin, in Ripple, Kayak, Bering and 
Pin Seal, in leading colors and white, challenge all com- 
parison. The white genuine sealskin is particularly com- 
mendable because it is unusually mellow, lustrous and 
safely washable. 


Crushed kid introduced by Neumann, is destined to equal 
the popularity of Mandrucca. It is also tanned by pure 
vegetable methods and is admirably suited to the vogue 
of rough textures, It is being shown in dressy patterns of 
women’s finer lines, as well as in unlined models for men’s 
and women’s sport shoes. 








* * 





RAPCO LEATHER CO. 


Pigskin, when properly tanned, is one of the most durable of 
leathers because of its high resistance to wear and abrasion. Mod- 
ern tanning by chemical and mechanical means removes the 
grease and hair, to make it not only a sturdy leather, but one 
capable of treatment and color to the fashion of its use. 


Men’s, women’s and children’s shoes of pigskin are chrome- 
tanned. The sorting and selection of skins is a fine art because 
the carcass of the pig is difficult to skin. The search for raw 
skin stock is world-wide; but strange as it may seem, it is the 
most common of all animals, and perhaps the most difficult skin to 
collect free from cuts and imperfections. Its acceptability as a 
style leather is assured for 1934. 











* * 





SALOMON & PHILLIPS 


Sealskin is here presented in a new model man’s 
shoe. The wearer need not “go easy” on this shoe. 
It’s rough, tough, and will not scuff. Right off the 
ice-floes of the North Cape, the seal has a hide that 
is naturally hardy and weather resisting. Then comes 
a special tanning process that makes the leather 
flexible and pliable. Rugged in looks, sealskin shoes 
fit in with the season’s style swing to rougher woolens 





and tweeds. 
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FORZEBMART SPORT STYLES 
IN ACLASS BY ITSELF!!. RAPCO PIG leather is made from selected 
imported skins .... and superbly tanned. 
Its mellow texture makes it a pleasure to work with in the cutting and 
lasting processes, and a joy in foot comfort to the wearer. 
Its grain adds to the style appearance and enhances the selling appeal 
of the pattern. 
RAPCO PIG ... its hair cells . . . permit the foot to breathe, thus 
promoting foot health. 
It is the ideal leather for active sport or spectator sport footwear . 
for men, for women, for children. 
Cuttings come in modish colors . . . sent on request. 


Rapco 


LEAT A €E Cc OM P AN Y 


SOUTH MILWAUKEE, WISCONSIN @ Agents: John Greenberg, Boston @ George J. Eberle, St. Louis, Mo. @ Vogel H. Helmholz, Baltimore, Md. 




































SIMPLEX FLEX - EZE 
No. 1115 
This and other shoes made of 


Rapco Pig can be seen at the 
St. Louis Show. 











BAYER-ROBERTSON LEATHER CORP. 


The smartest shoe designers and manufacturers are 
featuring Alligator in modish shoes for town and spec- 
tator sports wear during the Winter season. If the 
shoes are of Quality grade, the Alligator used will 
be Bayer-Robertson ... the finest Alligator obtain- 
able, at any price. 


Mellow-brown, beautiful, supple and easily cleaned, 
‘ Bayer-Robertson Alligator is also scuff-proof and 
_ possessed of great tensile strength. It is admirably’ 

adaptable to the season’s smartest styles. 











The steadily growing popularity of Kangaroo 
leathers for street and dress shoes is based upon the 
well-established fact that kangaroo combines in a re- 
markable degree the qualities of comfort, durability 
and a smart, attractive appearance. The finer grades 
of kangaroo, used in street and dress shoes, are very 
tight grained and take an unusually high and lasting 
polish. 








SURPASS LEATHER CO. 
RICHARD YOUNG CO. 
ZIEGEL EISMAN CO. 
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NEUMANN'S 


GENUINE SEALSKIN 


is a leather for all seasons and all types of shoes. The fore- 
most fashioners of women’s bench and Goodyear turns will 
show you genuine sealskin in low and high-heeled models. 
Welt manufacturers have this leather developed in intriguing 
patterns of women’s sport and dress footwear. Makers of men’s 
shoes are enthusiastic over their models of Neumann's genuine 
seal in street and sport shoes. And last, but not least, children's 
shoes take on an utterly new, appealing look when fashioned 
of sealskin. 


Genuine sealskin is non-scuffing, very durable leather. The 
exclusive vegetable tanning processes employed by NEUMANN 
further distinguishes this leather as being exceptionally soft in 
feel; kind to the foot—requiring no “breaking” in—and attrac- 
tively grained to make the wearers proud of their shoes. 


You will certainly want to merchandise NEUMANN'S sealskin | 










The start of the seal hunt. One of the scenes shown in a very inter- 
esting booklet entitled ‘‘The Seal Hunt,‘ issued by R. Neumann & Co. 
If you have not received your copy in the mail, you are cordially 
invited to write for a free sample, which will be forwarded promptly. 
Incidentally, the cuts shown on this page, together with much other 
advertising material, are available, without cost, to users of this tannage 
of genuine seal leather, for their advertising. 


R. NEUMANN & CO. 


NEW JERSEY 


Originators of 


MANDRUCCA HOBOKEN 


Reg. U. S. Pat. Off. 





RIPPLE GRAIN 

BERING GRAIN 

KAYAK GRAIN 
PIN SEAL 


for 


men's, women’s and 
children’s shoes 
IN WEIGHTS 

SUITABLE FOR 
TURNS AND 


WELTS 


JET BLACK 
FAWN BROWN 
INDIES BROWN 


BEIGE 


SPARKLING, PURE 


WHITE 


(washable) 





Tanners of 


— 


Exotic Leathers 
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SALOMON & PHILLIPS. 





Originators of 


NORTH CAPE 


GENUINE SEAL 





We Create. We do not Imitate. 
StyLeathers 











SALOMON & PHILLIPS. 
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THE NEW SHOE FABRICS 


155 








* 


Their Place 


and Use in 


Various Types of Shoes 
for the Coming Season 





easons for being good. It’s a year of texture 

appeal. In fabrics there are infinite possibilities 
for surface interest. This year women should have a 
little more money to spend on novelty shoes. One pair 
won’t have to do duty quite so continuously around the 
clock. And finally, for the development of these extra 
pairs, fabrics offer a decided price advantage. 


Plain Fabrics 


In Spring shoe lines, fabrics are represented in fine 
tweed effects and ribbed weaves, with interesting tones 
made possible through the mixture of threads in these 
small, neat patterns. Palm Beach cloth, a new-comer 
in this field, gives a two-tone effect through its mix- 
ture of mohair and cotton. 

Brown and gray colorings will both figure in these 
early season fabrics. Then white materials make their 
entrance. Many of these Summer fabrics are suitable 
for tinting, but the pure white shoe is again expected 
to have almost everything its own way. Practically all 
lines include a string shade in their best numbers. 
They believe that this shade will make itself felt before 
the Summer is over. The fabric shoe, with its texture 
interest, is a logical way to feature this color, so im- 
portant in sports materials and as a background shade 
for printed dress silks and cottons. 

The staple linen effects (usually without a thread 
of linen in their construction) lead off in volume. This 
is where the real yardage lies. Every fabric house 
has its own special cloth of this character. In strip 
sandals, where cracking is no problem, real linens— 
nubby, loosely woven, interesting linens—can be used, 
but for all-over use the flax thread has proved itself 
impractical. 

The piqué shoe is steadily growing in importance. 
It is the fashion head-liner in fabrics. Every shoe 
fabric house is featuring it this year chiefly in novelty 
waffle and bird’s eye effects, with some of the better 
fabrics adopting newer pique weaves, such as a chevron 


striped design. 


| ers shoes, this Spring, have several good 
r 


kkk 








Most of the lines are still showing meshes, though 
the indications are that the majority of these weaves 
will be used by the slipper trade and in lower end foot- 
wear. Some original new constructions, however, 
being shown in meshes, recommend them to the better 
manufacturers. One new fabric, for instance, gives a 
perforated effect, with the holes woven in, not stamped 
out, the final effect suggesting an ostrich leather. An- 
other weave has a fine tape run through, giving the 
impression of leather stripping. One designer is lay- 
ing kid strips over mesh to give a faggoted effect. A 
printed mesh is flecked with spots of color—two or 
three colors used in the same fabric. 

In printed and other multi-color fabrics, the accent 
is on tailored stripes, checks and plaids. One of the 
leading stylists in the shoe fabric field traces this trend 
to what he calls “horse-sheetings!” These plaided ma- 
terials, which are characteristic of race horse blankets, 
are now being used in sports clothes. He has taken 
some of these actual sports fabrics and backed them 
for use in shoes. He has also scaled the idea down to 
more wearable size. Used on the bias, the effect is 
very sporty, and with its echoes of turf and field, has 
good promotional possibilities. 

There is a suggestion of knitted effects, too, in these 
checked and plaided fabrics which also fits into the cos- 
tume picture. In spectator pumps and oxfords they 
are being used in high-style lines. Novelty lacings 
are a new note for such shoes. The open-throat ghillie 
tie lends itself to some original styling in cotton or 
sick laces, picking up a color note in a printed fabric 
or echoing the shade of a leather trim. 

In multi-color shoe fabrics, colors are clear and 
sharp, where last year we might have had pastels. Call 
it the Chinese influence or the Mexican influence, or 
what you will. The fact is that these new shades are 
high-keyed and exotic. A fabric inspired by Mexican 
design has narrow strips in these intense colors—green, 
blue, red, yellow, all with the intensity of South Amer- 
ican colorings. Striped piques in similar tones are 
also being shown. 
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Where Quality Is the Watchword 


There You Will Find 


SKINNER’S 
“REPEAL” 
‘SATIN: 


AND 


‘CREPE: 
AMBER COLOR 


A charming and au- 






















thentic color to 
meet the demand 
of fashion for the 
social functions 
which will be 
brought back by 
the action of Re- 
peal, and which will 
bring the satin shoe 
to its proper place 
in the field of fine : 


footwear. 





“Select Skinner’s for Quality “” 


William Skinner & Sons 
New York 





1848 
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WM. SKINNER AND SONS 


Patterns are now being worked out for retailers fea- 
turing “Amber” satin for cocktail shoes. “Amber” 
satin is a rich honey color, almost a maple syrup 
tint, which has much more intensity than the former 
blonde satin shoe which was such a classic for so 
many seasons. The “Amber” satin, a new product 
of Wm. Skinner & Sons, manufacturers of Skinner’s 
Satins, will be featured for afternoon wear and 
should come through with profitable results for Jan- 
uary, February and March selling. 




































THE ZAPON COMPANY 


Many charming effects have been secured with the 
large varieties of grains and colors in Zapon Quality 
87 and other grades of Zapon leather cloths. Fetch- 
ing styles in Izarine, also, show the easy adaptability 
of this waterproof fabric. It is principally used for 
popular-priced house slippers and beach footwear. 
Zapon Quality 87 and other Zapon leather cloths, as 
well as Izarine, are made. by the Zapon Company, a 
subsidiary of the Atlas Powder Company, Stamford, 
Conn. 














Evening Fabrics 


For two years now we have been looking for a fabric 
suitable for Summer evening shoes to go with informal 
cotton evening dresses. Piqué has been used for the 
purpose but its texture is not quite right. Silk crepes 
are the usual answer but these are a shade too formal. 
The classification of cotton evening dresses is really 
important enough to warrant the styling of a special 
slipper fabric. The other day we found a material 
that fits into the picture perfectly. It’s a cotton with 
a mercerized satin stripe. This stripe gives a little life 
and luster under the evening lights but still retains the 
informality that goes with cotton fabrics. 

Promotion of shoe satin takes a new turn with the 
introduction of the color called “amber’—a sunburn 
shade with a distinct apricot overtone. 

The idea harks back, of course, to the days when 
“blonde” satin shoes took the country by storm, to the 
joy of the satin houses and the distress of the fashion 
magazines ! 

But the “amber” satin of today is not suggested for 
the street. It is being promoted, where it rightfully 
belongs, for wear with the cocktail dress, for later 
afternoon or dinner wear. Used by itself, or in com- 
bination with crepe, it is styled in sandals, pumps or 
formal exfords. 

The origin of the name should help sell the idea. Its 
inspiration, it seems, was the term “amber fluid,” the 


poetic name that used to be applied to any mellow 
liquor in the days before prohibition. With Repeal 
and the revival of all our hopes, our thoughts turn 
again to the old toasts, the old elegancies, the days 
when clothes were real clothes and silk shoes had a 
star part to play. There is certainly a place in the 
costume theme for a cocktail type of shoe. And satin, 
whether it is black, dark brown, or this exhilarating 
new amber color, is a logical material for its develop- 
ment. 

Fabrics for shoe uppers are almost legion. In gen- 
eral, however, they may be assigned to one of three 
groups—the satins, the linen group and the velvet. 
The latter, of course, is not a Spring fabric but it is 
interesting to note that in the season just past velvet 
had its place, as did also one of its derivatives—cor- 
duroy. 

The satin family include satin proper, which has a 
smooth finish; faille and “faillette,” moire, and crepe. 
These again must be sub-divided because satin can be 
made either of cotton or silk or of cotton and artificial 
silk. So can all the others. Those made of rayon or 
artificial silk of other kinds, have a somewhat higher 
luster. 

Faille is a satin which is ribbed in appearance. If 
the ribbing is close together it is sometimes called 
faillette. The failles have the same finish on both 
sides of the material. 
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ZAPON a 
1934 LINE | 











New shades 
Novelty effects 
& 


The New ZAPON line for spring offers unusual possibilities, 
destined to be the vogue in spring slippers and beach footwear. . 
Striking novelty grains in colors and white. Leading retailers | 
are again specifying ZAPON for 1934 — Are you prepared? 


“The Standard of Quality Since 1884” 


™ ZAPON company 


A Subsidiary of Atlas Powder Co. 
STAMFORD, CONNECTICUT 
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DEMANDS QUALITY 
CONSTRUCTION MATERIALS 





* 


Consumer Satisfaction Comes from 
the Use of Good Component Parts Put 
Together With Skilled Craftsmanship 





is the shoe’s foundation—the determining factor 

in its shape, fit and, to some extent, in its dura- 
bility. No discussion of shoe materials, therefore, 
can be undertaken without at least a brief preface 
devoted to the wood shape over which footwear is 
molded. 

The lot of the last manufacturer is not an easy one. 
His is the job of reconciling a number of unrelated 
and almost unrelatable elements. His lasts, if for 
style footwear, must have pleasing lines and a toe so 
shaped as to be in harmony with the general contour 
of the last. Furthermore, this contour of the model 
last must be of such a nature that it will look equally 
well in sizes smaller and larger than the model. Ex- 
amples are legion of charmingly-lined 4-B shoes 
which lost their charm almost completely when trans- 
lated into a 6-A. 

The third thing the good last manufacturer has on 
his mind constantly is the creation of these charming 
lines within certain definite limits—because every last, 
no matter what contour may be desired, must never- 
theless conform to average measurements which have 
been evolved by the last and shoe industries as the 
result of an intensive study of foot shapes and foot 
measurements. 

And, fourthly, in quantity last making, the manu- 
facturer must, and does, exercise extreme care to see 
that there occurs no distortion in the relation of one 
measurement to another, as sizes and widths are 
stepped up and down from the model size. 

Good last manufacturers leave nothing to chance. 
They have shoes made over model lasts and thor- 
oughly tested for fitting qualities by men and by 


T HE last, as has been said so often as to be trite, 





KKK 





women. They then have shoes made over a range 
of different sized lasts to ascertain whether its fitting 
qualities are as good in larger and smaller sizes as 
they were found to be in the original model size; 
also to determine to what type of foot the last under 
discussion is best adapted. In fact, he makes count- 
less tests and cheerfully pays the cost of manufac- 
turing as many as 100 pairs of shoes before he even 
approaches a prospective customer. 


Patterns 


Next to the last maker comes the pattern manu- 
facturer, whose job, in at least some of its aspects, 
is even more complicated than that of the former. 
One of his greatest services to the industry is in 
keeping far enough ahead of the style parade to make 
himself invaluable to the shoe manufacturer, who, in 
his turn, must have his shoes built well in advance 
if they are to be in the stock of the retail store when 
the season opens. 

Consequently a number of pattern manufacturers 
have advance style services which they offer in addi- 
tion to the work of creating the original, or model, 
pattern. 

There are certain limitations in shoemaking, so an 
important part of the job of the good pattern creator 
is to test his design to determine its practicability. 
Summoning to his aid his not inconsiderable knowl- 
edge of shoe manufacturing, he asks himself whether 
the upper he has created can be so dissected as to be 
practical and not too expensive. And while he is 
thinking of this, he must also, and does also, take 
into consideration the contour of the last over which 
his upper is to be lasted, for obviously patterns 
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DAREX )itsoles aud Heels 


spreading, non-marking, noise- 
less. 
On sport shoes, spectator sports, 


‘} aie nationally advertised 
outsoles and heels, made of 
latex bonded, felted fibre, are 
known to every manufacturer and nurses’ shoes, and many other 
retailer because of their unusual special types, they are indispen- 
quality and because of the sales NX sable. On regular daytime shoes 
features which they add to any they are becoming increasingly 


shoe on which they are used. 





popular. 


Darex Outsoles are insulating, permanently The Darex Sole is the highest quality sport 
non-skid, light in weight, waterproof, non- sole produced in America. 


DAREX out. 


? sel Insoles are scientifi- qualities that come from the 


cally designed to give greater 
foot comfort, better wear, and 


Darex cotton base. 


Remember that Darex Insolesare 
maximum efficiency and economy unusually flexible, uniform, free 
in manufacture. Millions of fine 


shoes are made with Darex In- 


breathing, resistant to perspira- 
tion, quick drying and non- 


soles, annually. curling. 


They are made of latex bonded, Write Darex Insoles on your 


felted cotton. No other insole of any material _ next order for McKay, Littleway, or Cement 
whatsoever offers or can offer the unusual _ Process shoes. They cost no more. 





A Darex Insole for Goodyear Welt shoes, superior in quality and offering remarkable 
advantages over anything heretofore in use, will soon be available to the trade generally. 


DAREX (hlting 


‘ie E instantaneous success of Darex Welting _—_ advantages. Briefly, Darex Welting is: 
is not surprising when you consider its _1, Uniform; 2, Wear-proof; 3, Weather-proof; 
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4, Has high tensile strength; 5, 
Spliceless; 6, Rich in finish; 7, 
Economical. 





Darex Welting is made from 
felted cotton fibres impregnated 
with latex, calendered to exact 
high density, finished with leather 
finishes, cut and bevelled to exact 








ec ENTs are essential in the making of all 





temporarily as an aid to subsequent stitching. 

2, To bond materials together 
/ permanently where no stitching 
| is employed. | 


From the point of view of the 
shoemaker; cost, ease of applica- 
tion and ability to make a strong 
bond, are the characteristics of 





value in a cement. 








From the point of view of the 
retailer and consumer, a long lasting bond and 
freedom from any subsequent injury to the 
appearance or performance of the shoe are the 
points of interest in a cement. 


Darex Gold Seal Cements are designed by 














shoes. They are used for one or both of 
two purposes. 1, To hold materials in place 
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dimensions required for perfect 
shoe making. 


Being of high tensile strength 
and free from splices, it permits 
a continuous uninterrupted welt 
line, presenting an even, rich 
appearance which adds beauty to 
the shoe. 


DAREX Gold Seal Shoe Conssiilh 


technically trained experts to fulfill all these 
requirements. 

Dewey and Almy chemists created Darex 
Gold Seal Cements in 1926.They were the first 
cements to employ the advan- 
tages offered by latex —the 
natural juice of the rubber tree 
and they completely revolution- 
ized shoe factory cementing oper- 
ations. Their economy and supe- 
rior performance could not be 
denied. Their success wasinstanta- 
neous. Darex Gold Seal Cements 











Y; 
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are now recognized the world 


over as the standard of leadership and quality. 


The total cost of cements per pair of shoes is usu- 
ally but a fraction of a cent. It is reassuring to the 
retajler to know that Darex Gold Seal Cements 
are employed in the building of his shoes. 


DEWEY AND ALMY CHEMICAL COMPANY 
CAMBRIDGE, MASS. 
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RUBBER 


SPONGE 





THE SPORT TRED 


No price competition has ever induced Dryden 
to take anything out of the compound or the 
exacting processes of manufacture which from 
the first have earned the fullest confidence of 
dealers and wearers in soles and heels stamped 
DOUBLE-WEAR. The shoe manufacturers 
who use these ever-reliable bottoms may safely 
be counted among those whose pride in their 
product excludes false economies in production 
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THE GOLF DESIGN 


and who wish to offer retailers something finer 
in quality and longer wear. 


DRYDEN Soles and Heels are available in solid 
colors—in designs that are modern, youthful 
and captivating in appearance—for all types of 
sport, golf, and walking footwear. Special de- 
signs for children’s, misses’, women’s and men’s 
footwear. 


* Duyden Rubber 


CHICAGO ILLINOIS 
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harmonizing with the lines of one last may conflict 
with the lines of another. 

He must be, and is, familiar with materials and 
their possibilities because some patterns, perhaps, 
may not achieve an equal degree of success in all 
materials—or even all colors. And furthermore, he 
must, and does, take into consideration after making 
his preliminary sketch, that patterns looking well 
on a model last may lose much of their grace of line 
when made over a last several sizes larger. 


Heels 


Confining the discussion for a moment to women’s 
footwear, it is entirely safe to say that the design of 
the heel has much to do with the salability of the 
shoe. It is part of the shoe’s contour, which is thus 
seen to have been only partially determined by the 
lines of the last. 

All heel shapes can be grouped into three general 
classifications, with appropriate sub-divisions. These 
are the Cuban, the Continental or Boulevard type, 
and the Louis. The Continental is merely a Louis 
type with square shank. What the heel man calls 
the “low Louis” and the manufacturer and merchant 
call the “Baby Louis” is a low heel with the char- 
acteristic Louis lines. There are high and low Cubans 
also, and Continental types of various heights. . 

A number of different woods are used in the 
manufacture of wood heels, but it is generally agreed 
that sugar maple is the most satisfactory. At least it 
is used very extensively in the high, slender types— 
being thoroughly and carefully dried in kilns to 
prevent the possibility of checking, or cracking. It 
is the claim of the wood heel manufacturer that it 
is light in weight (which is obvious) ; that the higher 
types of wood heels can be more safely attached; 
that they are less expensive ; that they can be covered 
with any desired material; and that modern precision 
machinery makes possible the turning of a wood heel 
to absolutely any desired contour or height. 

The wood heel, of course, carries a lift of leather— 
infrequently rubber. A recent development has been 
the introduction of a wood heel so designed that a 
patented detachable leather lift may be used, and the 
lifts changed as often as desired by the owner of the 
shoes without resort to the services of the repair shop. 

Some leather heels are made with a wood core. 
Many, however, are solid leather all the way through. 
Known as “built-up” heels, they are just that—one 
layer after another, each layer fastened firmly in 
place by adhesive and nails. They are then pressed, 
dried and molded, in the last of which processes 
some intricate machinery is used. 

The built up heel of today is to be had in a wide 
range of styles, correctly fashioned. Well-made heels 
will not check (open up between the lifts). They will 
take an excellent finish. 

The rubber heel, of course, plays a prominent role 
in the sport and dress shoe field. Great strides have 
been made in recent years in so treating the rubber 
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BARBOUR WELTING 


Welting has always been accepted as an important and essential 
detail in the assembly of Goodyear Welt Shoes, but in recent 
years it has found a new place in the sun. Style, novelty and 
sales appeal have become a factor in welting. 


New colors, patterns, pre-wheeling, 
Doubledeck, Stoutsole and primarily 
the widely used BARBOUR STORM- 
WELT made welting a conspicuous 
item in shoe construction instead of 
merely a modified essential. 


A cross-section of a shoe made with 
BARBOUR STORMWELT is shown 
herewith. This item is known and 
used wherever shoes are made by the 
welt process. 











DAREX SOLES AND HEELS 


An INSULATING sole for sports and street wear made 
from latex bonded felted fiber. 


ARNOLD AUTHENTICS 
with Darex Soles 


THE ARNOLDEE—one of 15 styles in stock for Spring 
for men and women with Darex Soles made by M. N. 
Arnold Shoe Co.—A Division of Stetson Shoe Co. 











DU-FLEX SOLES 





The quality of Du-Flex Soles and Heels has never 
been lowered to meet an economic situation. For 
more than 20 years the resources, efforts and en- 
deavors of the Avon Sole Company, have been 
devoted exclusively to the production of quality 
soles and heels. The new Du-Flex Nap sole 
with its suede-like finish is an established leader 
in its field and the White Duflex Napline par- 
ticularly meets the white demand for 1934, 














REGISTER 
A TALKING POINT 
IN THE PUBLIC MIND 
IF YOU WOULD 
MAKE MONEY 


To mix enthusiasm with a good talking point and 
season with service, is to increase opportunities for 
business. Long ago the automotive industry be- 
came aware of that. Its growth is significant. The 
1934 cars show the trend is to add more features of 
construction. By taking a leaf from the other fel- 
low’s book, you may face the future with added 
confidence. 


KISTLER'BENCH BRAND’ SOLE LEATHER 


has more good talking points to capitalize than 
you might think. It is far from ordinary leather. 
Price however places no restrictions on its use for 
popular priced dress, sport and heavy-duty shoes. 
A comforting leather for cold days—a cool leather 
for hot days—a health-protecting leather for 
damp days—a serviceable leather for every day— 
it offers what is wanted for appealing talking 
points. 


KISTLE 


¢ 
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This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 





SOLES is about 13% of the 
whole side 


ee) 


FOUNDED 1584 


BOSTON:-MASS:- 





When writing advertisers please mention Boot and Shoe Recorder 




















| 
; 
: 
4 
a 
iq 








BOOT AND SHOE RECORDER, December 30, 1933 


as to increase its durability without detracting from 
its resilience, which, after all, is its chief claim to 
fame. Earlier types, while resilient, did not wear 
well. Modern types have both qualities in high degree. 

Even more recent developments than these are in 
those features of construction which have to do with 
attaching the heel to the shoe. Patented washers and 
other features have been introduced to give greater 
holding power after attaching and to prevent any 
tendency which might develop toward shifting. Other 
features allow for more wear before the washer is 
exposed. In other words, the distance between the 
treading surface of the heel and the head of the nail 
has been increased. Another patented feature is 
the substitution for the washer of a stiff mesh of 
woven wire which permits the passage of the nail 
points but which catches and holds their heads at a 
point near the side of the rubber heel which is attached 
to the heel seat of the shoe. 


Soling Material 


Sole leather is made from the hide of the steer. The 
grade or quality of the cut sole depends on the part 
of the tanned hide from which the sole is cut. Gen- 
erally speaking, the best sole leather comes from that 
part of the animal from which also come the best 
cuts of heavy beef, for these cuts are covered with 
a hide in which the fibers are close together and 
tightly interwoven. This makes the leather tough, 
durable and water resistant. 

This section of the hide is on both sides of the back- 
bone and extends from a point back of the shoulder to 
a point forward of the tail. In front of this section 
and extending also below it, is another section which 
yields a very satisfactory sole though not the equal 
of the first. Beneath this second section and extend- 
ing up across the shoulders is the third section from 
which soling material is cut. 

Most sole leather is the product of a vegetable tan- 
nage—oak, chestnut, hemlock and a number of other 
bark extracts being used for the purpose. Sometimes 
two vegetable extracts are used, such as oak and 
hemlock, in what is known as union tannage. The 
chrome tanning process is also sometimes used, as 
well as the combination tannage—a mixture of the 
chrome and bark extracts. 

The quality most frequently looked for by the 
careful buyer of sole leather is firmness which makes 
possible a good edge and gives assurance that the 
stock will be resistant to permanent changes in shape. 
This same firmness makes possible a light, flexible, 
water-resistant sole—one which will hold stitches 
firmly and wear uniformly. 

What a large section of the trade still refers to 
as “rubber soles” are really composition soles—ma- 
terial compounded of fiber or other material with 
rubber used as the binding material. There are com- 
paratively few all-rubber soles in use now—notable 
exceptions being crepe and the gum sole used on 
gymnasium and basket-ball shoes and prized because 
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DAREX GOLD SEAL SHOE 
CEMENTS 


A complete line of cements for every shoe manufacturer. 

The makers state that E. T. Wright & Co., manufacturers of 
Wright Arch Preserver Shoes for Men are careful to use only 
the best of materials throughout the construction of their quality 
shoes, and for years Darex Gold Seal Shoe Cements have been 
used exclusively. 





The Harvard Last—one of the current season’s most popular 
styles—made by E. T. Wright & Co. 
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MEARS WOOD HEELS 
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are available in all wanted types—made by the most advanced 
methods to insure uniformity of shape, size and fit. Exclusive 
Mears features are—the MONOPLANE BREAST on Cuban heels 
which gives a straight edge instead of a curved edge—TWIN TUX 
on Cuban heels, a method of tucking and cementing the breasting 
and cover so that it remains securely in place and does not peel— 
TRI-SLOT, a method by which the heel cover is tucked into an 
elastic slot on the breast, and cannot become loosened and peel. 
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FIRESTONE IMPERIAL RUBBER 
HEELS 


Firestone Imperial Rub- 
ber Heels are made of 
new, live rubber insuring 
the cushioning effect 
needed for walking com- 
fort. Their compound- 
ing and construction de- 
sign is such that long 
wear is certain. Fire- 
stone Imperials are light 
in weight, and designed 
to effect a perfect tread. 
The design is such that 
the entire treading sur- 
face comes in contact 
with the ground, thus per- 
mitting a secure and sub- 
stantial non-skid effect. Firestone Imperials are 
atiractively and uniquely designed. 
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Every component part of a 

NO. I—DOUBLE SHOULDER - m 
GOODYEAR WELTING shoe has a vital bearing on the 
quality of the finished product, 
but we bélieve it is a reasonable 
statement to say that no single 
item carries the proportionate 












































responsibility of the welting. 


FINE SIDE-LEATHER “ a a 
SILHOUWELT This narrow thin strip of leather 





is the connecting link that holds 
upper and bottom together, and 
your money invested in fine 
upper leather and high-grade 
soles is indeed wasted unless 
reliable, high-grade welting is 
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CAULK WELT 
SHUI BARBOUR WELTING CO. y 
Reem] SOLE DISTRIBUTORS AND LICENSED 
Sal WELTING LTD. 
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STITCHDOWN 
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For over thirty-five years we 
have supplied welting to the shoe 
trade, always with this feeling 
that there should be no com- 
promise with quality. 


BARBOUR STORMWELT 





Our facilities for taking care of 
your requirements are complete. 
Barbour Welting line includes 
everything in welting:—Good- 
year in all widths, thicknesses 
and colors, Stitchdown, McKay 
welt, White Snowflake, and the 
well known Barbour Stormwelt. 











The presence of Barbour Welting 
in your shoes is an assurance 
that this important ingredient is 
the standard of excellence. 


WHITE SNOWFLAKE 
GOODYEAR 









STOUTSOLE WELTING 





1 BROCKTON, MASS., U. S. A. 
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WHEELED WELT 
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hand spooled 


MEARS TOPS 
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The sway- 

backed Mears way 
breast line —an abso- 
of the old lutely 
method. straight 


breast line. 


a Se 


MONOPLANE BREAST 


This modern refinement of the popular Cuban 
Heel is another Mears contribution to the 
improvement of wood heels—and the good. 
looks of your shoes. In the Monoplane 

Breast straight lines replace the imperfect 








UNIFORMITY 


Exclusive precision machinery and methods 
make every Mears Heel an accurate duplica- 
tion of the original model in every particular. 
This is important. Lack of uniformity af- 
fects the fit and the looks of the heel— 








and hence the selling appeal of the 
shoe. When you insist on Mears 
Heels you are asking for 
the ultimate in wood 






sway-backed breast line which detracts 
from the smartness and beauty of 
the heel. The result— 

greater smartness—can 






heel perfection—and 
every advantage that 
uniformity brings. 


YOU 


CAN HAVE THESE 
FOUR SELLING ADVANTAGES 


at little or no extra cost 
e 
















. . ‘ . . i 
Phese Improvements in the making of wood heels ma- 
terially better the looks of yvour shoes — and they are 
exclusively found in Mears Wood Heels. You can have 


them by asking vour manufacturer to use heels made by 


be had at no extra ex-- 
pense by insisting on. 
Mears Heels. 


TS 
TRI-SLOT 





TWIN-TUX 


This exclusive Mears 
method eliminates 
that shoddy look 
which comes when 
the Cuban heel 
breasting begins to 
peel. On the Twin- 
Tux heel the breast- 
ing and cover are 
securely tucked and 
cemented into slots 
at each edge. Forever 
after a Twin - Tux 


heel is a neat heel, 
with a lighter, smart- 
er look for the life of 
the shoe. This is a 
selling point useful 

on ag Bae — and 

can ad by speci- 

TWIN. fying Mears Twin- 
7 Tux when you order 

AY your shoes. 











THE 
ORDINARY 
HEEL 
WILL PEEL 


Fred W. Mears 


mld oO) | ral DARING 


COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 
Associated Companies 


CONWAY WOOD. HEEL COMPANY, CONWAY, N. H is equally depend- 
MERRIMACK WOOD HEEL COMPANY, SALEM DEPOT, N.H 





Tri-Slot is a simple 
means of making a 
better - looking, 
longer-lasting heel 
which will not fray 
or peel at the breast. 
The principle is as 
simple as that of the 
lowly clothes-pin —-. 
and the performance 


able. In Tri-Slot the- 
covering is brought 


around and tucked 
into the center slot, 
where it is held per- 
manently, On Cubans 
or Continentals the 
Tri-Slot principle is a 
distinct improvement 
in good looks and 
serviceahility. Ask 
for Mears Tri- Slot 
Heels by name—and 
look for the identi- 
fying M H monogram 
on the heel seat. 


Aa sh oR SAw POURS in 
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of its toughness, durability and the tenacity of its 
grip. 

Research in the rubber industry in late years has 
been devoted to manufacturing methods which will 
produce a longer-wearing material and one which will 
hold stitches more firmly—both of which goals have 
‘been reached; also to research in an attempt to 
‘develop materials other than fiber with which rubber 
could be combined in a soling material. One such 
substance, perhaps classed as a fiber, but not generally 
thought of in that category, is felt—now being used 
to make a smooth surface sole of suede-like appear- 
ance, successfully used on sport-type footwear. Other 
smooth-finish soles have also made their appearance. 
Still another departure is the construction of soles 
‘by much the same method as that used in making the 
corded rubber fabric used in automobile tires. 

It is the appearance and the variety of color in 
these sport soles which, in addition to their utilitarian 
qualities, have combined to make them popular. One 
of the first designs was the washboard—which looked 
like its name. From that developed literally hundreds 
‘of different designs—some purely ornamental—some 
designed to picture a trade-mark or trade name—and 
some designed to give a non-skid effect or quality. 
Many combine two of these features, or all three— 
cleverly and attractively interwoven—ideal for a bot- 
toms up window display. Knobs of all kinds, designed 
to serve the same purpose as spikes in the leather 
golf sole, are also on the market—eminently service- 
able. 


Innersoles 


No discussion of insoles is complete that does not 
include the latex fiber insole, claims made for it by 
its makers and the part it plays in a large percentage 
of all shoes made at the present time. 

There are several makes of this general type of 
insole, each differing somewhat in its general manu- 
facturing procedure and claims made for it, but all 
essentially comparable in that they are made from 
fibers bonded together with latex. One type is made 
from refined wood pulp while the other type is made 
from felted cotton fibers. In both cases, however, 
latex is used as the bonding agent and to some extent 
provides the characteristics which distinguish the 
entire group. 

In order to more fully appreciate the suitability of 
latex fiber insoles, it might be well to consider just 
what is required of an insole to make it ideal. 

Generally, in speaking of insoles, two desirable 
qualities are mentioned—flexibility and strength. But 
the latex fiber insole makers tell us that is is only half 
the story. They contend that these two qualities are 
essential but that for an insole to make possible real 
foot comfort and fine shoe making, other characteris- 
tics are equally necessary. 

Enumerated, the characteristics which they say the 
ideal innersole should possess are flexibility, freedom 
from cracking, resiliency, uniformity, strength, free 
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SFAULDINGY 


Counters 





The outstanding feature of a Spaulding Counter is the way it 
adapts itself to the exact lines of the last on which it is used. 
Unusual strength and resiliency are possible because the Spaul- 
ding Company is able to control its quality from the first selec- 
tion of raw materials (hemp and flax) right through to the 
shank-fitting moulds of the counters themselves. In manufactur- 
ing its own fibre board, Spaulding is able to provide a quality 
and texture which allows for finer skived edges invisible in the 


finished shoe. 








DURAKALF QUARTER LINING 





Durakalf made by Respro, Inc., is a durable sub- 
stitute for leather quarter linings. Its smooth 
texture adds to the appearance of the shoe. In 
the factory, its uniformity permits multiple cut- 
ting and ease of handling. Respro, Inc., also 
manufacture Tufsta, a high quality, nonfray, re- 


inforcing material. 








PANCO STA-TITE HEELS 


A fundamental difference in 
rubber heels is depicted in 
this illustration. Contrary to 
the usual type, in which the 
nail heads set with washers 
about midway through the 
heel, the Panco Sta-Tite heel 
nails anchor into an exclu- 
sive construction feature in 
the base, which causes edges 
to hug tightly and which 
allows the heel to wear to 
wafer thinness. The attrac- 
tive surface design absorbs 
the nail holes, making them 
invisible, thus adding to 
the appearance of the heel. 
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rN BETTER WAY TO MABE A 
BETTER PRODUCT «= BRINGS 
INCREASED SALES TO DAREX 


Since 1930 when the Darex 
Division of the Dewey and Almy Chemical 
Company was organized, its sales curve has 
pointed upward constantly and at a rapid pace. 
Its method of fundamental business procedure 


GROWTH OF DAREX SALES 


° 193) 





and success very closely parallels that of its parent 
company. The formula is logical. First comes 
the need for the product in everyday life, then 
research into the exact requirements of this 
need and finally ways and means of filling the 
need better, and more economically. It all takes 
painstaking study, but such exacting care brings 
success to both buyer and seller — always a 
happy business relationship. 


The Darex Division 
specializing in the shoe field 


In THE CASE of the Darex 
Division its problems are entirely confined to 
the shoe industry—to find better and more eco- 
nomical ways of making better shoes. In the 
solution of these problems it brings to the shoe 
trade not only the technique of science, but 
also the myriad benefits of that substance com- 
paratively modern in industry—latex. 


In fundamental knowledge of the great com- 
mercial possibilities of latex, Dewey and Almy 
were pioneers. Their beginning in business is 
practically coincident with the first practical 
use of latex in industry. Having sufficient faith 
in its ultimate value to explore in great detail 
the behavior of this substance, it is quite natu- 
ral that latex should be a component part in 
almost all of their marketed products. 


Founded in 1918 by two chemical engineers, 
the Dewey and Almy Chemical plant has 
grown from a single plant and laboratory to 
five great plants each with extensive and mod- 
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ernly equipped laboratories. Their products 
are used in every civilized country in the world, 
and in one form or other find their way into 
the lesser known places—even to the north 
and south polar regions. 


Dewey and Almy 
also a leader in other industries 


First rw the sequence of de- 
velopment of various Dewey and Almy Chemi- 
cal products came sealing compounds for food 
containers, in which field it is the world’s largest 
producer today—products which improved and 
made more economical the food packers’ tech- 
nique, and in consequence increased public pur- 
chases of this method of food distribution. Next 
came brake linings for the automotive industry 
and the acquisition of the MultibestosCompany, 
now one of the country’s largest producers of 
this product. Additionally there is a large 
range of special chemicals and adhesives, each 


DAREX SHOE PRODUCTS — 
SALES OFFICES | 


Dewey AND Amy CHEMICAL CoMPANY 
Cambridge, Mass. 


Dewey AND Atmy, Lt. 

London N. 18, England 
Dewey AND Atmy CHEMICAL ComMPANY 
or Canapa, Ltp. Farnham, Quebec 


Tue Davy TextTite Company 
Cincinnati, Ohio 


Wricut-GuHMAN CoMPANY 
* St. Louis, Mo. 


Mr. Donatp G. Moore 
Lynchburg, Va. 


Dewey AND ALMy CHEMICAL ComPANY 
Chicago, III. 


SocieTE DEwALco 
Paris, 8°, France 


Messrs. E. C. Cook & Co. 
Northampton, Eng. 


unusually fitted to accomplish some unusual 
requirement. 

With factories in Cambridge, Mass.; Oakland, 
California; Farnham, Quebec; Naples, Italy, 
and London, England, the Darex Division of 
the Dewey and Almy Chemical Company 
is able to bring to the shoe manufacturers and 
retailers of America a truly world-wide re- 
search background. 

See pages 160 and 161 for details on lead- 
ing Darex Shoe products. Dewey and Almy 
Chemical Company, Cambridge, Mass. 


ONE OF THE DEWEY AND ALMY FACTORIES 
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UALITY BEGINS AT HOME 
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... and the beginning of Spaulding Counter quality is 
in our home-made hemp and flax fibre, steam-bleached 
for twelve hours in one of these huge revolving ovens 
in our own factory ... beaten extra hours in our own 
vats ... dried in our own sunny outdoor drying fields 
. .. Skived and moulded to the last with our own pat- 
ented machines. The result shows in stronger counters, 
smoother counters, more flexible counters, better-fitting 
counters—and happy heels for more satisfied customers. 





SFAULDINGY AND THE PERCENTAGE OF RETURNS 


Counters 


IS PRACTICALLY NIL 


Yes, Spaulding Quality is controlled from start to fin- 
ish — right through production. This accounts for the 
fact that in shoes made with Spaulding Counters the 
percentage of returns for defects has been reduced to 
such an infinitesimal item. Proving again that you can 
place greatest reliance upon the quality that Spaulding 


builds in. 





No other part of the shoe means 
so much and costs so little. 


SPAULDING QUALITY MEANS M<ypy heels 
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breathing, absorbency, quick drying and freedom 
from foot injuring chemicals. 

It is pointed out by the fiber insole makers that 
their products have been made after much research 
and experiment to include not some, but all of these 
characteristics, regularly and uniformly. 

Latex fiber insoles were first used regularly in the 
production of shoes about three years ago. It is 
estimated that in the current year over sixty million 
pairs of shoes were made on the foundation of these 
insoles. This is approximately one shoe out of every 
six manufactured. 

Claims similar to those made by the makers of other 
type innersoles are also made by the manufacturers 
of good grade innersoles of real leather. They are 
undoubtedly light in weight, flexible and porous. 
Moreover, leather has been used for a long term of 
years and has built up for itself, in consequence, a 
strong following. 

There are a great many types of leather innersole 
on the market, each designed to fill a specific need; 
and also types in which leather has been combined with 
other materials. 

Flexible leather innersoles of the kind used in welts, 
McKays Littleways and cemented shoes are cut from 
the bend or from the shoulder section of the tanned 
hide and graded carefully according to weight and 
quality. The system used in inspecting and sorting 
makes it possible for the manufacturer to get exactly 
the weight and grade desired. 

Much of the grain leather innersole production, 
with grain slightly buffed to prevent any possibility 
of cracking, goes into men’s footwear, except in those 
types of shoes where unusual flexibility is desired, in 
which case splits are sometimes used. Grain insoles 
also have a place in women’s sport footwear in com- 
bination with rubber or composition soles. 

Other types of leather innersoles are the two-piece, 
made from two thin soles cemented together; the 
well known combination of leather and gem duck 
for welts; split leather and buckram for McKays; 
splits which are scored or slit on the back to give 
even more flexibility, for use in McKay, Littleway 
and cemented shoes; and grain leather with the grain 
buffed off and backed with light canvas. 


Counters and Box Toes 


Counters and box toes can make or mar the ap- 
pearance and even the service of an otherwise good 
shoe. Speaking generally, their job is to hug the last 
closely and inconspicuously and to give support to the 
shoe upper at the two points where support is most 
needed. They must, therefore, combine lightness with 
strength and a high degree of resilience so that they 
can spring back into shape if subjected to undue pres- 
sure or strain. 

While leather for counters has always been con- 
sidered a highly dependable material, and perhaps 
always will be, counters of fiberboard are very widely 
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FITZ-ON REMOVABLE 


TOPLIFTS 


The Fitz-On Removable 
Toplift is a simple tested 
method answering the 
long-felt need for a means 
of keeping women’s 
wood-heeled shoes shapely 
and neat without incon- 
venience and delay. 

The heel blocks are 
equipped by the manu- 
facturers with this pat- 
ented device. Sizes and 
shapes of tops are stand- 
ardized. Retailers carry- 
ing Fitz-On equipped 
shoes carry a supply of 
refill tops, and can make 
an extra sale when the 











shoes are purchased, or 

the customer returns to the store when new tops are required. 
Either way the customer is saved the inconvenience, expense and 
delay of taking her shoes to the repairer two or three times dur- 
ing their life. 








TUBULAR GOLF SHOE SPIKES 





The rapid growth in popularity of golf has made the question 
of the best type of golf shoe extremely important. Each year 
sees an increasing number of spiked sole advocates—and increas- 
ing numbers insist that spikes be made part of the shoe. The 
Tubular Rivet and Stud Company’s “rivet spike” is extremely 
popular in meeting this demand. It appeals strongly both to 
inveterate and casual golfers. 











PRINCESS 
TASSELS 


(Patent 1896060) 






One of the season’s 
smart style items 





Four out of fifteen models at the New York Style 
Show wore shoes with tassels. Over a hundred fac- 
tories are featuring Princess Tassels on Spring 
designs, which are made exclusively by E. E. Weller 
Co., of Providence, R. I 


Made of the same leather as the shoes, with caps 
to of the same or contrasting color, Princess Tassels 
make smart shoes smarter. They are furnished as 
lace ends for conservative ties and oxfords, and for 
sport shoes; also as stunning tassel ornaments for 
pumps. 
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SMARTEST IN DESIGN 


Many manufacturers will be showing good looking, long wear- 
ing Panther Panco Sport and Panco Suede Soles at the St. 
Louis and Boston Shows. Their proven popularity is a result 
of their durability, light flexibility, authentic colors, distinc- 
tive patterns and economy. Panther-Panco soles are made 
with reinforced toes in a wide variety of wanted colors with 
heels to match. When you see the Panther Panco trademark 
on the sole of a shoe, you may be sure that manufacturer 
knows values and is giving the utmost. 


wali 

















ANCO 
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ORDINARY PANCO 


EXTRA SELLING ADVANTACE ... 


Beneath their clean-cut design and high, bright finish Panco 
Sta-Tites have exclusive features which make them preferred. 
Contrary to the usual nail-hole-and-washer method of attach- 
ing, with consequent dirt-tracking open nail holes and limited 


wearing thickness, Panco Sta-Tite heels are so constructed 

that the nail heads are firmly anchored in the base. This allows 

Panco Sta-Tites to be worn to wafer thinness, and causes the 

edges to remain permanently tight. Despite these superiori- 

ties, you can specify them on your men’s shoes without increas- 
L wean ya ing the cost. 
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IN WHITES 


for Street or Sport wear... It’s 


THE DU-FLEX NAP 


e @e 
_ 











Is a strictly quality sole and gives to shoes that much wanted 
“custom” appearance. Its rich, suede-like finish makes it 


practical for either spectator sport or for street shoes where 
damp resisting qualities are desirable. Edges finish smoothly 


without fraying. 
THE COMPLETE 


DU-FLEX LINE 


WILL BE ON DISPLAY AT 


the N. S. R. A. Show at St. Louis, 
January 8-10, Room 314, Hotel 
Statler. 


AVON SOLE COMPANY 


Exclusive makers of DU-FLEX RUBBER PRODUCTS 
DU-FLEX SOLES 


AVON, MASS. 
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used ; and the work of organic chemists has resulted 
in marked improvements in recent years. 

One of the best known types is a combination of 
the fibres of hemp and flax—one giving strength and 
the other resilience. Fiberboard of this type is made 
into counters which are heavier at the points of great- 
est strain—the base of the heel, for instance—and 
lighter at the edge, or scarf. 

Lightness (or thinness) at this point, moreover, 
serves another useful purpose in that no ride shows 
through the quarter and the appearance of the shoe is 
considerably enhanced. 

Fibreboard counters are made so that they can be 
molded to the exact shape of the last in the making, 
even in the difficult shank. Leather counters, before 
being placed on the last, are softened by immersion 
in water and by mulling. When leather is used in 
box toes an adhesive is usually employed so that 
doubler and lining may be properly fused. 


Welting 


In speaking of the welt, it is entirely apropos to 
revive the adage that no chain is stronger than its 
‘weakest link—for that is precisely what the welt is, the 
link connecting shoe upper with the sole. Hence its 
‘very obvious importance. 

The best grade of welting is made from .double 
roof shoulders which are treated by the retanning 
‘process. The lightest welt made is five-sixteenths of 
-an inch wide and one twenty-fourth of an inch thick. 
The heaviest is five-eighths of an inch wide and five 
‘thirty-seconds of an inch thick. Widths increase in 
steps of one thirty-second of an inch—thickness by 
less than that. 

But what is more important to the merchant is that 
‘style has invaded that portion of the shoe which had 
‘heretofore been thought “unstylable.” There are now 
colored welts and what might be termed “patterned” 
‘welts. There are even two-toned welts—and white 
welts with the white going all the way through, a 
specially tanned stock being used for the latter. 

Further variations have been worked out by combin- 
ing constructional features and colors. There is the 
‘Stormwelt type with a high rib which takes the place 
-of the caulk, or reverse welt. There is a special 
stitchdown bead welt, and a score or more of other 
‘specialties. 

In the rib type, the rib is placed on the inner, or 
sewing edge of the welt. This rib, lying close to the 
side wall of the vamp, keeps moisture from the inseam 
and serves to some extent to “buttress” the side wall 
of the shoe. 

Laces 


Probably no detail so inconsequential in proportion- 
ate cost is as important in its effect on the consumer’s 
final opinion of the shoe as is the lace. To the retail 
merchant this item looms large. He fully realizes 
that the wearer’s only yardstick of value is over-all 
service. A lace which frays quickly or one which 
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DAREX 


STITCH DOWN 
WELTING 


Darex Welting is a strong, durable, wear proof, 
weather-proof material carrying a rich leather 
finish. It is furnished in lustrous black, brown 
and white that harmonize nicely with the pre- 
vailing Spring leathers. 


The makers state that Darex Stitch Down Welt- 
ing has been used in more than one million 
pairs of shoes by H. Jacob & Sons. 











A smart two-tone combination sport oxford 


that is sure to prove a winner. 


An excellent example of the many types of 
fine shoes made with Darex Stitch Down Welt- 
ing by H. Jacob & Sons. 


DEWEY & ALMY CHEMICAL CO. 
Cambridge, Mass. 
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WE REPEAT. . . No other Rubber Heel has ALL 


‘Firestone 


— Smprrtals — 


ee eee 








Yes, we mean it... no other rubber heel can 
bring you all the advantages offered in Fire- 4 
stone Imperials! These features are actually PERFECT TREAD. 
pounding assume posonns “built” into every rubber heel that carries Scientifically designed to allow 
re the famous Firestone trademark. That’s due perfeet tread. 0 , { 
2 to one thing . . . the fact that no Firestone 5 i 
RESILIENCY. product is ever placed on the market until its } 
om quality and superiority are sure to make it a SKID PROOF. } 
leader in its field and keep it there! Cost? perder pony to cause skidding. You 
Don’t worry . . . Firestone Imperials cost no srege q@ the cutive emutece of the 
more than ordinary heels! 6 j 
e STYLE H 
° Attractivel: £3 
FOOTWEAR COMPANY + FACTORIES Pe po pA ovager te ate ——_ 4 





duces 
ee AT HUDSON, MASSACHUSETTS | 
Sales Office, Heel & Cement Dept.—141 Brookline Ave.—Boston, Mass. 
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‘breaks at an inopportune moment creates more ill-will 
than a greater deficiency in some less conspicuous part. 

Astute manufacturers, knowing their market and 
the value of good will, make certain that their laces 
measure up to the quality standard they maintain in 
other materials, or even exceed it. 

Reputation of the manufacturer for consistently 
maintained quality and fairness of price is the only 
safeguard when selecting laces. 


Thread 


Every shoe salesman realizes that stitching is an 
extremely important feature of shoe making and 
that it has much to do with the comfort, appearance 
and durability of the shoe. Yet very few people 
know much about the threads used in footwear. 

In many cases shoe manufacturers have based 
their estimates on price and appearance, and have 
given too little thought to the matter of comfort and 
durability. The shoe is useless if it does not hold 
together, no matter how fine its appearance when 
leaving the factory. For that reason it is well to con- 
sider the durability of the stitching thread, entirely 
aside from other requirements. There are times when 
footwear style will dictate the use of a specific material 
or when it may be necessary to select materials to 
meet a price. However, from the standpoint of true 
service, it is the quality of a shoe, and not style or 
price that should be the chief consideration. 

Just as any other vegetable varies in quality depend- 
ing upon methods of cultivation, climatic conditions, 
soil and the like, so the cotton plant varies. The 
selection of different grades of cotton to be used in 
making thread depends upon the quality desired. 


Preparing the Yarn 


Up to the point of preparing the yarn the process 
of manufacture is much the same as that already 
described in connection with the making of cotton 
fabrics. There are the succeeding stages of opening 
the bales, untangling the cotton, cleaning and combing 
until finally the cotton emerges, properly drawn and 
twisted, in the form of single yarn. 

A single thread yarn measuring 840 yards to the 
pound is known as a No. 1 yarn. If twice 840 yards 
to the pound, it is a No. 2 yarn and so on. Therefore, 
a No. 10 yarn would be one measuring 8400 yards 
to the pound. The single yarn, however, is never 
used as a sewing thread. It is twisted together with 
another single thread yarn of the same size to make 
a two ply thread or with two others to make a three 
ply, with three others to make a four ply, and so 
forth. If, for example, a 30-3 cord thread were to be 
made, three strands of No. 30 single yarn would be 
twisted together into one thread. This would contain 
in yardage per pound 30 times 840 yards divided by 
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KISTLER ‘‘BENCH BRAND’? 


SOLE LEATHER 





By repeated experiments, careful observation of results and 
comparative tests, it has been determined what physical 
properties of sole leather are essential to make it handle 
economically under present-day shoemaking conditions and 
assure high resistance to deterioration from climatic reac- 
tions and abrasion from service. 


Kistler “BENCH BRAND” Sole Leather so well combines 
the properties which are essential to sole leather for dress, 
sport and heavy-duty shoes, it justifies the maker’s claim of 


a BALANCED TANNAGE. 





the number of ply, which in this instance is three. 
The length of a pound of this thread therefore would 
be 8400 yards. 


Making the Thread 


In twisting the single yarn together, the correct 
number of turns to the inch is required in order to 
get the desired strength and smoothness and especially 
freedom from “kinks” caused by too hard twist. The 
thread may be twisted either to the right or to the 
left. However, most needle threads for machine use 
are left twist. 

From the twisting bobbins, the gray or unbleached 
thread is reeled in skeins. At this point a thorough 
inspection is given to it for the purpose of detecting 
any faults that would impair its stitching qualities. 
The next process is that of dyeing or bleaching 
according to the individual requirements. 

The final and most important step of all is that 
of finishing. Although the mechanical operations of 
finishing are the same among all thread manufac- 
turers, there is a difference in the finishing dressings 
used. 


The Shank 


A common use of iron and steel is in connection 
with the making of the shank. As previously men- 
tioned, the shank is frequently of either wood or 
steel, or a combination of the two. Steel is really the 
better material for this purpose. It has more flexi- 
bility and is thus able to perform more readily to 
the walking motion. It yields with the arch when the 
weight of the body is placed upon it, but after the 
pressure is removed it again springs back into the 
original shape. Arch supports are made in varying 
lengths, widths, and shapes. 





GOOD SHOES AND 
ACCESSORIES 
BUILD GOOD WILL 


By HARRY R. TERHUNE 


OWN the Shenandoah Valley, noted for its apple 

festival, it is only natural that a good shoe man 

will turn to apples for illustration. That is just what 

H. L. Lovett did in his talk with me. Lovett has two 

stores, one in Winchester and the other in Staunton, Va. 
Says he— 

“Shoes are like ripe apples, in that they will go 
bad when they are kept too long. 

“A smart merchant gets rid of his odds and ends 
before it is too late. We like to have our customers 
pick up odds and ends on advertised lines where they 
would not touch the same styles on unbranded lines. 

“Seven lines of shoes is a mighty small number in 
the eyes of most men who conduct family shoe stores in 
cities the size of Winchester. We have been quite 
successful in confining our purchases to a few houses. 
We handle only nationally advertised brands, three 
men’s—three women’s—and one for the children’s 
department. In the men’s and women’s department, 
each brand represents a separate price range. 

“The average family shoe store can do business with 
a few houses if he sticks to known named lines. He 
can get by with a smaller stock when he concentrates on 
advertised brands. People point with pride to their 
shoes and like to say, ‘I buy Blank shoes at Lovett’s.’ 
‘Our experience with advertised shoes is that they are 
made better, fit better and appeal to more people on 
account of their name. 

“A profit is very necessary in order to exist. 
Retail customers like to feel that they are doing 
business with a prosperous man. They know that 
reputable named brands will only be sold in stores 
having a like reputation. This means that they 
will pay more money and make fewer complaints. 
This summary proves that there is more money 
for the retailer in sticking to branded lines. 

“A retailer lives a happier life if he is doing business 
with a few houses who take a pride in their product. I 
believe that the general run of advertised shoes have far 
better styles than those that are unbranded. 

“No matter how much a merchant knows about his 
own business most of the advertised lines have many 
services which materially help him, such as advertising 
helps, in-stock service, stock control systems and even 
have accountants to aid the merchant. 

“A retailer’s advertising appropriation will go much 
further when concentrated on advertised lines, espe- 
cially if they have some well-known features.” 
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HEEL TOPS 








The Most Outstanding 
New Feature in Women's 
Shoes for 1934 


Women want them— 


because they keep heels 
neat and trim — can be 
changed so easily and 
quickly — and are more 
convenientand economical. 


Retailers want them— 


because they are an excep- 
tionally attractive selling 
feature — and because 
every sale of Fitz-On 
Equipped Shoes brings 
customers back to the store 
for refills, and each visit is 
another opportunity to sell 
more merchandise. 


FITZ-ON 


SALES CORPORATION 
356 FRANKLIN ST. 
WORCESTER, MASS. 
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THE 


NATION’S 
LEADING 


GOLFERS 


both 
AMATEUR and PROFESSIONAL 


E> insist! (a 


that spikes for Golf Shoes must 
be applied at the tactory 


by the manutacturer 
@ 


In golf the correct shoe—and the golfer up on his game knows that - 
the correct golf shoe calls for a “spike” sole—insists upon the best 
spike possible. As necessary as the tee from which he drives down the 
fairway is an expertly made golf shoe—with “spike” rivets. 





MR. RETAILER, to assure your customer that protection he needs 
on and off the fairways, insist upon Tubular Rivet and Stud Company’s 
“spike” RIVETS for golf from your manufacturer, when you order 
your new sport line. 


Your aim to build up that extra pairage will be aided greatly if you 
specify in your order “spike” RIVETS by the Tubular Rivet & Stud 
Co., the world’s largest manufacturer of Tubular and Clinch Rivets. 


“SPIKE” R [ Y E T S ror cour 


TUBULAR RIVET & STUD CO. 
BOSTON, MASSACHUSETTS Es 
Oo 





the largest factory in the world devoted to 
the manufacture of Tubular and Clinch Rivets 
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INSIST ON 





Registered U. S. Patent Office 
Manufactured under U. S. Patent 
Dated April 4, 1922 


QUARTER 
LINING 


for economy. 
uniformity and 
complete 
satisfaction 


When you select a quarter lining, be 
sure it has a background of perform- 
ance that guarantees you the service 
you require. 

Behind DuraKalf there are years of 
dependable performance. Its good 
looks help sell shoes—its long-wear- 
ing qualities make satisfied custom- 
ers. The manufacturer recognizes 
its workability and economy, and 
uses it in preference to certain 
grades of leather linings. 


RESPRO INC. 


PROVIDENCE, R. I. 
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TURNOVER 


By JAMES L. CALDWELL 


Shoe and Hosiery Buyer, Pomeroy's, Inc., 
Reading, Pa. 


UR operation plans for 1934 will be a continua- 

tion of those we originated this year. Long ago 
we discovered that to operate a successful shoe depart- 
ment and to show a reasonable amount of profit at 
the end of the year, we must have satisfactory, fair, 
maintained mark-up. The theory that a shoe depart- 
ment can make money on turnover alone is an ex- 
ploded fallacy. Net profit depends wholly on the 
difference between maintained mark-up and the cost 
of goods plus operating expenses. 

Experience has taught me that the entire subject 
of mark-up rests primarily on two solid foundations ; 
an accurate knowledge of merchandise and an accurate 
knowledge of sources of supply. In other words, 
before the retail price of any piece of merchandise can 
be considered, positive information that the goods are 
worth the invoice price and that the manufacturer is 
reliable, is of the utmost importance. We look up the 
standing of manufacturers as closely as the manu- 
facturers look up our financial rating. 

A retail concern cannot long fool the public. They 
must not only have values but they must have known 
values. 

For the coming year we have a very definite policy 
relative to mark-ups. Our merchandise office will not 
let an order get by unless it carries a 40 per cent 
mark-up. This is a sound rule. 

Now to cite a few examples to illustrate how we 
arrive at an average maintained mark-up of around 
37 per cent for a given period. May I say right here 
that there is a vast difference between original mark- 
up and maintained mark-up. It is a very easy thing 
to mark a line of shoes up 40 per cent or even 50 
per cent, but to make the public pay that price to the 
very last pair of a line, is something else. If the 
total mark-down on a given line of shoes is 5 per cent 
and the shoes were originally marked up 40 per cent, 
we say that the maintained mark-up is 35 per cent. 

A line of women’s shoes bought to retail at $5.75 
cost an average of $3.00 across the board. Along 
came a promotion for $4.95. More sizes were needed, 
and they cost $3.05. Later, these same shoes were 
jacked up to $3.45. The average mark-up on this 
lot of shoes was 39 per cent, while the total mark-down 
taken was 5 per cent. That line of shoes only netted 
us 34 per cent. It was quite necessary to play this 
particular line because they were style shoes. 

What helps us keep a good mark-up is the top grades 
of branded shoes. We can always get a full fair price, 
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as customers will pay the price for merchandise of 
this character without question. 

We have definitely found out that named mer- 
chandise more than holds its own, regardless of 
whether or not retail prices are stationary or going 
up or going down. 

The second discovery that cost us considerable 
money to find out, is that women’s style shoes in our 
particular store in our particular city, when priced 
above $6.00, do not represent 5 per cent of our sales. 
On the other hand, we can easily get from $7.50 to 
$10.00 for named shoes having distinctive features. 

On our better grades of branded shoes, the average 
mark-up is 40 per cent, with a maintained mark-up of 
37 per cent the year around. The only numbers ever 
marked down in these lines are the typical seasonal 
shoes. Our line of staple comfort shoes is never 
marked down, so this has an original mark-up and 
a maintained mark-up of 40 per cent. 

The children’s department is very easy to handle 
because of our nearby fili-in service. The average 
mark-up is 38 per cent and the only time we take a 
mark-down in our children’s shoes is when we buy 
something fancy. At the most, this mark-down will 
not run over 2 per cent in the Springtime when the 
fancy shoes are mostly sold. This coming Spring 
will give us a good break on white shoes -because 
Easter comes on April 1, which is early. 

The baby shoe business is sweet, with an average 
mark-up of 38 per cent, eight time turnover a year 
and no mark-downs. In the men’s and boys’ depart- 
ment there are comparatively few cases where it is 
necessary to take a mark-down. For the coming 
Spring we anticipate a good healthy business on sport 
shoes, so that our mark-up of 37 per cent should show 
a maintained figure of 35 per cent or better. 

In the hosiery department, which also comes under 
my jurisdiction, we find that a 38 per cent first mark- 
up very seldom leads to any mark-downs whatever. 
It seems that a department store hosiery department 
must have a large number of promotions, but even 
with the promotion pull-downs, we will average a 
maintained mark-up of 35 per cent. Without promo- 
tions, there is no reason for taking a loss in a hosiery 
department. The stock, if carefully watched and 
promptly P.M.ed, can be cleaned from week to week. 

There is no great secret about the mechanics of a 
successful mark-up, it is simply a°case of knowing 
the shoe business. 


Better Commodity Prices Forecast 

Better prices for all commodities and finished goods 
are inevitable—for in the manipulation of the gold 
dollar, and the possibility of the commodity dollar, we 
note influences pushing prices towards progress and 
prosperity. But right here and now the immediate 
thing is to move the goods, for if we turn shoes into 
dollars, it will make possible wages and income when 
we must again turn dollars into new shoes. 
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4 out of 
15 models 
wore 
tassels 







at the 
New York Show 


Tell your manufacturer to ship 
your spring stock with Princess 
Tassels — they will help you sell 


The difference between making a sale 
and losing a sale may be a slight thing— 
but it's the difference between ae t 
and loss! 


Princess Tassels add that necessary extra 
touch of smartness which MEANS MORE 
SALES. 


Is there any better reason for telling 
your manufacturer to ship your spring 
stock with Princess Tassels? He will be 
glad to do it. 


PPPPP PPP D PDL GG GLG ILD LOG IL OL G LLG DLO DR: 


WRITE FOR A FREE SET OF PRINCESS 
TASSELS to try on shoes in your own stock. . 
You'll be convinced that they add smartness - 
to any style of oxford. 





Manufactured Exclusively by 





‘sel E. E. WELLER CO. 


(Patent 33 EDDY ST., PROVIDENCE, R. I. 


No. 1896060) 
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WINFIELD WAY REGULAR WAY 


The diagrams illustrate the free toe 
room available in the WINFIELD 
Last as compared to regular lasts 
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v That is a question that thousands of men are being asked 


through Florsheim advertising. The outflare foot is a nor- 














Tierchsim Shoes for mal foot, differing from a regular or inflare foot only in 
ries eee ee the distribution of the body weight... yet prominent foot 
e shown in Rooms 

504 - 506 - 508 - 510, specialists declare that 80% of the feet they examine are 
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invited to visit these 
displays care of their customers satisfactorily and build a permanent 





SOME STYLES $10 


and profitable business. To retail at $ oi Most Srries 
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Tue FLorsHEIM SHOE CoMPANY e¢ Manufacturers ¢ Chicago 
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NEW TRENDS 
in 


MEN'S SHOES 


* 





Styles for Spring and How Progressive 
Retailers Plan to Merchandise Them— 
From the Industry's Leading Makers 
Come Their Interpretations of Profit 
Producing Shoes for 1934 





this job of buying and selling men’s shoes 

faces a great many buyers who are now plan- 
ning early Spring programs. Two factors enter into 
the picture this. year which tend to complicate matters, 
the early date of Easter—April 1—and the fact that 
nearly every man will need a pair of sport shoes early 
in the season. 

Buyers realize that it will be some problem in get- 
ting men to buy early, and that they must counteract 
any thought in their men customers’ minds to the 
effect that they might get by Easter, as far as their 
shoes are concerned, with a shine and a promise. 

A lot of buyers are out to “get their man.” These 
shoe men intend to make the men folks buy through 
the obvious means of showing them something new. 
Not new sport shoes, for they are saving this ammu- 
nition for a more opportune time at a later date. The 
new shoes they have in mind for the most part will 
be lighter in weight than those currently shown dur- 
ing the months previous. They will look like Spring, 
yet not be too Summery. 

In general, the new shoes will have many original 
thoughts worked out in new patterns, new lasts, new 
detailing, with sole trimming played wide and hand- 
some, all of these things planned against a background 
of the new Spring shades in leathers. A number of 
cemented soles are being bought by those stores who 
feel that they can merchandise them, especially those 
stores that have tried out this sole-fastening process 
to good advantage during the past few seasons. 


. DISTINCT change in the methods of handling 


kkk 








Numbers which were tried out two years ago, then 
only to be thrown out as soon as possible via the 
P.M. route on account of their being too fancy, are 
now booked for a comeback order. Wing tips will 
be better than ever for Spring, as will medallion tip 
punchings. All grades of men’s shoes are taking on 
more fancy and festive touches for the immediate 
season. 

Spring shoes will look new and inviting. Stores 
which take aboard a fair seasoning of these new offer- 
ings and dramatize them in their windows and adver- 
tising are bound to pick up many extra dollars. 

Rocker bottoms are being touted as important 
sellers for Spring, after being given a quick run- 
around by some “in-and-out” buyers. Stores which 
stuck with this last have built up some fine business. 
Now the fellows who tossed the rocker bottoms out 
are looking with envious eyes at the business they 
missed and, according to what they say, they are in- 
tending to go the limit in featuring this most com- 
fortable last. 

Silverwood’s in Los Angeles, for example, is a 
store which has made a hit with rocker bottom shoes 
for the younger fellows. In the store’s publicity, 
Buyer Michael Kalsman stressed “When you walk, 
the sole walks.” 

The rocker brogue is distinctly a young man’s 
shoe. It is made in a dark brown Scotch grain with 
a full double sole, one-piece vamp with stitched cap 
(no seam). Although made in all sizes, but one toe, 
one last, one color and one price are offered. It is, 








SMART MODELS TO RETAIL 


always alert to the new demands of the day 
with the right merchandise at the right prices. 


firmly determined that the dealer should find it 
decidedly profitable to rely on Weyenberg 
standards. 


known from coast to coast for its consistent 
offerings of remarkable values in quality and 


prices. 


AT THE ST. LOUIS CONVENTION 
JANUARY 7-10 HOTEL STATLER 
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Weyenberg's colorful array of 1934 
styles emphatically upholds its reputation 
of previous years as the country's leading 
line of ‘sports’. The alert dealer depends 
on them to attract more than his share of 
the season's sales. A wide variety of 
style-correct patterns, a timely range of 
popular prices, quality leathers and expert 
shoemaking—combine to open new 
opportunities for a brisk summer business. 


Write for our Spring and Summer Catalog. 


AT FOUR- FIVE & SIX DOLLARS 
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La Salle Last 


No. 3537 Superfine 
Arch-Fashioned 
Black Russia Calf 
Rubber Heel 
Widths AA to D 
Price $5.25 

Also in Brown, 


See the Nunn-Bush line at Hotel Statler, Room 217, St. Louis NSRA Convention, January 7 to 10 
At the Boston Show, Room No. 522, Statler Hotel, January 3rd, 4th, and 5th. 
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of course, best adapted to wear with tweeds and other 
heavy suitings. 

Although stressed as a young man’s shoe, Mr. Kals- 
man finds that every fourth pair on the average is 
sold to middle-aged and older men. The double- 
weight rocker type sole keeps the vamp from creas- 
ing at the top and not one pair of shoes has ever 
been brought back for a bite pad. 

This season an experiment is being tried by a group 
of stores, that of following through on grain leathers 
for the early Spring selling. These shoes will be con- 
siderably lighter weight than the Winter grains, both 
in regard to uppers and sole materials. They will be 
stocked until March 1 and cleaned out before May 1. 
Shoes of this character will not be volume sellers, but 
they will supply a demand which heretofore has been 
somewhat neglected. 

Two major tendencies being felt in all lines are 
the swing toward the Blucher pattern and the posi- 
tive increase in the sale of brown shoes. There are 
plenty of browns in the Spring clothing models and 
there will be plenty of brown shoes in the stores to 
supply this need. Not too many, but enough to make 
a creditable showing. 

Stores in the popular priced field who for the past 
several seasons have been ordering nothing but black 
shoes and more black shoes are now ordering from 
5 to 15 per cent browns. Buyers in the medium and 
top grades are also increasing their orders on browns 
in even greater proportions. 

Reports from tanners show they are selling three 
times as much brown leather for men’s shoes as they 
did a year ago. Buyers have been advised on this 
point and have covered accordingly. 

Nearly all stores north of the well-known Mason 
and Dixon line are planning to show a few sport 
oxfords for Easter selling. Not many, but just a 
few. Sport shoe stocks everywhere are very low. 
This is true of both large and small operators, because 
there was practically no carryover stock of sport 
shoes. When stocks are in this healthy condition, 
buyers feel that they can well afford to have a few 
sport numbers for the man who will try to beat the 
gun in the race to don his sport shoes first. 

There will be some hot competition this season on 
sport shoes that will make this business seem like the 
w.k. “old times,” whatever they may have been. Some 
stores will be left way in the rear, for plenty will be 
disappointed on their sport shoe deliveries because 
they have been slow in placing orders. The big buyers 
have already designated many shoes for March and 
April delivery, so that most of the factories are well 
filled with sport shoe orders. Any merchant who 
wants his sport shoes for early selling must antici- 
pate his requirements early. 

Style brevities, as broadcast by the National Retail 
Clothier, indicate that: 

The demand for by-swing sports coats will run 
well ahead of norfolks for next Spring. 
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The ALDEN SHOE 





Illustrated is the new Avon Last, an English medium toe ox- 
ford in black or brown calf having a leather sole and a com- 
bination leather and rubber heel. It is carried in stock in sizes 
6 to 11, widths A to E, together with 30 other smartly styled 
numbers for particular men. 


The Avon is made by the C. H. Alden Company, which, under 
the supervision of the son of the founder, is carrying on the 
quality and value policies of the founder, C. H. Alden. For 
nearly 50 years this company has had a national reputation for 
ability in designing and making men’s fine footwear. 
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BEACON KLING-ARCH SHOES 





This new Beacon Kling-Arch men’s oxford, on the Raleigh last, 
is typical of many new patterns that are being shown in the popu- 
lar-priced Spring lines of the new Beacon Shoe Company of Man- 
chester, N. H. The newly elected Beacon president, James P. 
Smith, in charge of styling and sales, brings to this company a 
long experience in higher-priced fields. 








STACY-ADAMS CUSTOM GRADE 
SHOES 





Worth examining carefully is this new, customed, wing-tip 
brogue oxford. Exceptionally smart, the dome cone instep is a 
feature which has distinguished this entire line of English-custom 
patterns by Stacy-Adams. 

Retailers catering to the most particular and fashion-wise men 
have learned that this new line strikes an immediate spark of 
interest wherever shown to discriminating customers. 

The shoe shown is Number 0076 in Tan Calf—and Number 0077 
in Black Calf. 
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Worsteds will lead the fabric demand with cash- 
meres, tweeds, homespuns and shetlands following in 
the order named. 

Palm Beach, linen and seersucker suits will create 
a greater demand than all other Summer weight fab- 
rics combined. 

Norfolk linen suits and sports coats will be popu- 
lar next Summer. 

The price situation is somewhat more complicated 
this year than during past seasons, especially in the 
popular priced field. The average man will not have 
a great deal of money to spend on his sport shoes, 
but he will have more than he had last year. Then, 
too, due to the better tone of business, he wil! part 
with his hard-earned cash a little easier. 

Sport shoes will be retailed anywhere from $3.00 
to $30.00, but the volume of buying will be from the 
$5.00 price to $8.50. The leather market is in such 
shape at this writing that all genuine bucks will nec- 
essarily start at $6.00 retail. Even at that it will 
take mighty close figuring on the part of the factories 
and the retailers. Most stores, however, will not at- 
tempt to sail so close to the wind and will start their 
prices around $6.50. Right now the genuine buck 
market is pretty well sold out for early deliveries. 
There will be plenty of all white and white combina- 
tion leathers to retail at $5.00 and $6.00, but little of 
the genuine buck. 

This condition is not worrying the average retailer, 
for he is well aware of the grading up process now 
being evidenced. A number of merchants are report- 
ing a decided swing toward their next better line. By 
that is meant that if $6.00 was their volume price the 
past Spring, they anticipate that it will be at least a 
doilar or more better for this year. 

Now let’s take a closer look at the men’s apparel 
fashions for Spring, for they will have a vital influ- 
ence on the sort of shoes to be sold. 

Broad herringbones, narrow chevron stripes and 
diagonal twills, with light fawns and greens in the 
van, followed by grays and browns, are the most 
popular designs for this season in men’s clothing. 

In the suiting novelties a double plain cloth is 
seen, patterned with small solid stripes and inter- 
mingled with hair-line stripes of white, with a colored 
silk line at frequent intervals. 

For a hard-wearing, durable and effective cloth, a 
twill material on step effect grounds, striped with a 
solid twist, is another novelty cloth. 

Still another novelty is the common weave style 
(twill and colored effect), which carries silk stripes 
at close intervals. This cloth should take very well. 

As for checks—black and gray twists, made of 
tightly twisted fine woolen yarns, makes a very attrac- 
tive check suiting. 

A dark blue cloth, twisted with lighter blue threads 
in the form of a stripe, is very novel in its effect. 
Gray silk threads are also interwoven, harmonizing 
with the basic color of the fabric. The corkscrew 
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HILL BROS. SHOES 





For the smartly dressed young business man, Hill 
Bros. Co. offer this perforated wing tip oxford in 
black and tan, as an item in an extensive line for 
early Spring. Patterned along English custom types, 
this model already gives promise of being among 
the leaders produced by this progressive New Eng- 
land manufacturer, noted for smart styles in a fast- 
selling popularly priced line. 








PROFITS IN MEN’S SHOES 


Selling men’s shoes at a profit depends 
upon right styling and a keen apprecia- 
tion of the requirements of modern 
merchandising, including promotion ad- 
vertising, display and selling. BOOT 
AND SHOE RECORDER brings you 
week by week the ideas of successful 


merchants the country over. 








NUNN-BUSH SHOES 


A Nunn-Bush ANKLE-FASHIONED OXFORD made over the 
new Nunn-Bush Mayfair last. Two rows close stitching on tip, 
vamp and lace row. The style is No. 3720 and it is made in the 
Superfine Grade. The shoe is Arch-Fashioned and is made of 
Black Ebony Calf and has a leather heel. In stock AA to D. A 


neat tailored young man’s style. 
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STACY-ADAMS 


CUSMONIL _gyrade line 


The long-standing reputation of this line of custom grade shoes offers the 
finest assurance of material, quality and workmanship. The fact of the many 
metropolitan stores turning to Stacy-Adams Shoes during the past year is ade- 
quate recommendation of their superb styling, of which one noteworthy 
feature has been the excellent adaptation of English custom last effects to 
the American demands for rightness in fit as well as looks. For those retail- 
ers whose customers are style-wise and particular down to the smallest detail, 
Stacy-Adams Shoes are made. 


STACY-ADAMS CO. “ass 


Custom Grade Shoes for Men...In_ stock 
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design, another twisted pattern, on black and gray 
grounds, is made lively by additional silk stripes. 
This is a particularly neat pattern and should be very 
popular. 

As we sum it up, bolder designs than ever seem to 
be the trend; bold checks; silk threads in striped pat- 
terns—but, above all, checks, and some more checks! 

As to the shoes complementing these suitings, the 
pointed toe, custom last, wing tip—the square toe 
with the straight tip—and the medallion on toe cap 
with straight tip—are suggested for the herringbones, 
twills and other hard-wearing fabrics—or, in other 
words, for the business suit. 

For Spring sportswear—tweeds, shetlands or chev- 
iots are going to be used for complete suits. And for 
mixed suits, rough materials for the jacket, with sepa- 
rate trousers of tweed or flannel. These suits will 
have an air of carelessness and ruggedness. 

The complementary shoes with the above sports 
clothes are of plain brown calf, grained leather, buck- 
skin and Norwegian calf (this latter being confined to 
the college man). Straight tip Blucher, Scotch wing 
tip and the usual wing tip will be seen on these shoes. 

For Summer clothing—wash fabrics, particularly 
white in Palm Beach, seersucker and other cottons. 
Non-washable suits will be made of tropical worsteds, 
gabardines and mixtures. Mixed, suits—odd jacket 
in washable fabric, flannel, shetland or gabardine, will 
accompany flannel or washable trousers. 

The shoes to be worn with wash suits are of all- 
white buckskin, with straight tips, as the first choice ; 
wing tips next and plain toes third. 

The high-style shoe of white buckskin, trimmed 
with brown or black straight tip, will be worn with 
Summer clothing; and so will the white, brown or 
gray buckskin (with wing tip and plain toe), white 
buck with brown or black wing tip; all-brown or 
all-black lightweight shoe ; the “airified” shoe and the 
flexible shoe. 

For Summer formal wear—suits will consist of 
double-breasted dinner jacket in lightweight black ma- 
terial ; mess jacket ensemble ; white shawl collar dinner 
jacket (single or double-breasted) with black trousers. 

Dark gray or blue jacket with white trousers are 
mentioned for very informal occasions. 

The shoes complementing Summer formal wear 
are the pump—in patent leather, black Russia, or 
goatskin. 

For informal wear, the plain tip low shoe in 
patent leather, black Russia, or goatskin. 

Coincident with the growth in sports shoes made 
of calfskin there has been a growing trend towards 
welt shoe types as fashion accépted footwear and 
manufacturers have set about to devise new means 
to produce the most flexible shoes possible. After 
long experimentation they have found that the ac- 
tual construction of the shoe, and the component 
parts, are just as important as the upper leather and 
the sole in contributing to the flexibility. One of the 
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made by the J. P. SMITH SHOE CO. 





The Parktown is a five star style in the popular | 
Smith Smart Shoe line. It is carried in stock 
along with half a hundred others of like quality 
and character. In Black Hickory Calf with a 
spade sole, No. 446; in 123 Tan Hickory Calf, No. 
246. Smith Smart Shoes are priced to retail at 
$8.50 a pair. 








HARRISON SHOES 
FOR MEN AND BOYS 





The shoe illustrated is a men’s white elk oxford, 
with leather heel, and is one of the new styles 
shown in the line of the Harrison Shoe Co. In ad- 
dition to men’s shoes this manufacturer is a large 
producer of boys’, youths’ and little gents’ popular- 
oe dress and sport shoes, carrying 40 styles in 
stock. 











E. E. TAYLOR COMPANY 


E. E. Taylor Company presents one of its new English last pat- 
terns No. 3043, of Gallun’s Brown Norwegian calf, wing tip, 
seamless outside foxing and natural grain soles and heels. This 
pattern is taken from the Taylor patented O-So-Ez-E line which 
requires no breaking in. 














CONSISTENTLY 
SOUND VALUES 


' For 35 years 


HARRISON SHOES 


MEN - BOYS - YOUTHS 
and 
LITTLE GENTS 
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BOYS”: AND LITTLE GENTS’ 
SPORT OXFORD 


40 STYLES 
Popular Priced 
Fast Sellers 
IN STOCK 
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more important detailings now adopted by manufac- 
turers of both men’s and women’s shoes to attain 
flexibility is the substitution of lighter . weight 
doublers and drills combined with the usual weight 
calfskin uppers. One manufacturer is contemplat- 
ing the adoption of chromium or aluminum for the 
usual steel inbuilt arches, to make for greater light- 
ness. In all this effort towards greater flexibility, 
whether it be in welts or in the new cement construc- 
tions, and the usual turns, calf is widely used. Even 
delicate high-heel pumps are being made without 
doublers in light and medium weight calfskins by 
Brooklyn turn manufacturers. 

Another manufacturer, in the custom field, makes 
both men’s and women’s shoes in calfskins, with 
light weight kid or calfskin linings, perforated in the 
vamp for ventilation, and dispenses with doublers en- 
tirely. The unlined shoe on a medium or low heel 
which caused a mild panic in the industry some sea- 
sons ago has now gone back to its rightful place in 
the mode, in the higher grade lines. It was found 
that the unlined shoe could not be made satisfactorily 
in the really low-priced field. Since calfskin is the 
principal leather used for unlined shoes, and since the 
special tannage necessary for these shoes is higher in 
cost than that used on regular calfskins it is only 
natural a calfskin, sports shoe, made unlined, in brown, 
black or sports colors, should be a sports shoe leader 
in good shops. 

All-white shoes will be the major sport style prop- 
osition for men next Summer. The RECORDER 
has for several years accurately predicted volume 
white seasons for women. Now we unqualifiedly pre- 
dict a great white season ahead for men’s shoes. 

There are three main classifications for men’s white 
leathers. First, napped leathers, comprising buck, 
reversed calf and suede. Second, smooth finishes, 
which include calf, goat and elk. Third, grained sur- 
faces, either glazed or scuffed, on calf, goat and 
genuine seal. 

There are several important facts which tend toward 
a popularity of all-white shoes for men. Most im- 
portant is the versatility which a solid white shoe 
offers for wear with variously colored suits. The 
solid white attractively accents brown, blue, grey and 
mixture suits, as well as off-white linen, seersucker, 
and Palm Beach garments. 

Then there is the matter of keeping the shoes clean 
and presentable. It costs less to have solid white 
shoes cleaned on the bootblack’s stand than combina- 
tions. For men who wish to emulate their wives and 
sisters and clean the solid white shoes at home, the 
task is relatively simple : the combination shoe of white 
and tan, or white and black involves much greater 
care, time and invariably amounts to a messy job 
that few men care to undertake. Such leathers as 
washable goatskin, calf, genuine seal and elk, all solid 
white, naturally offer much easier wearing through- 
out the warm weather because a cloth dampened with 
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ALDEN 


Approved New Styles 




















Custom oxford on our 
York Last. Made in 
Black and Brown Calf, 
and stocked from AA 
toH. 6to 11. 





N O doubt the finest recommendation of Alden Shoes is their long standing 
reputation for offering the finest in workmanship, styling and materials at a 
price which is not exorbitant. If you have among your customers many level- 
headed men who are aware of the importance of correct styling, and of the 
value of fine leathers and workmanship, but are unwilling to pay exceptionally 
high prices to get them, you have a distinct need of Alden Shoes to retail at 
$7.50 to $8.50. If you have not.received our new catalog, a postal card will 
bring one at once. 


ne ALDEN cones 


ABINGTON, MASSACHUSETTS, U.S.A. 
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Paging you, sir 

















with an invitation 


and a promise 


You are invited to 
Rooms 930 and 932 
Statler Hotel 
during the 
N.S.R.A. 
Convention 

St. Louis 

January 7 to 10 


You are promised 
a pleasant and 
profitable preview 
Smith Smart 
Shoes 

for men and women 
Dr. A. Reed 
Cushion Shoes 
for men 

for Spring and 
Summer, 1934 


The J. P. Smith 
Shoe Co. 
Sangamon and 


Huron Sts. 
Chicago 
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soapsuds will almost instantly remove any soiling. 
There is no denying that the solid white shoe on a 
man’s foot imparts more swank and, if adequately 
cleaned, gives a feeling of immaculate grooming. 
Finally, and not least, is the fact that solid white is 
usually cooler than white with color. 

In planning a white shoe, it does not usually follow 
that one leather need be employed all over. Surface 
contrasts are ascending in popularity in men’s foot- 
wear, as they have been in women’s for some time. 
Favored surface contrasts in the solid white shoe are 
rough finishes on wing tips and fox, or on the saddle 
and smooth leathers for saddle, collars and tips. 


Trimmed White Shoes for Men 


There are evidences, however, of trimmed white 
shoes for men, as a change from the solid white 
which has been worn everywhere and shown in every 
price grade. It is far from likely that the trimmed 
white shoe will account for more than 15 to 18 per 
cent of the men’s sport shoe business as a whole; 
nevertheless, care must be exercised in choosing the 
trimming color and leather. “Bourbon” the volume 
color for men’s Spring shoes, is likely to be the pre- 
ferred choice for trimming many of men’s white 
shoes. For the shoe that is suited best for slacks and 
sport jackets, rather than for warm Summer days 
generally, a new Sun Rust shade is very swanky, 
particularly in the grained finish. 

White shoes with Highland (dark brown shade) 
usually have a trimming leather on the saddle, and 
where seen on tips and foxings, this dark tone was 
heavily perforated to show additional contrast. Many 
buyers foresee a very light season for black and white 
shoes. One new thought that is included in several 
lines is a heavy embossed finish, which gives a pleas- 
ing variation to what has been used in the past. 

Surveys made by leading stores which have a wide 
following among university men, index solid white 
shoes as being the choice, although there has been 
quite a bit said about the appearance of black and 
white at some of the fraternity house parties last 
Spring. The trimmed white shoe may be called for 
by wealthy college men, who have extensive wardrobes 
and therefore can afford a black and white shoe to 
wear with a particular costume. These selections will, 
of course, be considerably in the minority because the 
white shoe, as said previously, complements any out- 
fit that a man may wear. 

Princeton, which is accredited as one of the best 
sources of new fashions, showed a rather discourag- 
ing reception to black and white shoes, as it is reliably 
reported that shoe retailers had to sell out their stocks 
of black and white shoes to residents after college 
closed for the Summer, at drastic price reductions. 
With that experience fresh in mind, practically all of 
the stock for the coming season in most college towns. 
will be concentrated on solid white footwear. 

Buckskin will unquestionably be the leading white 
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ACTION 


A Policy backed by nearly 
Half a Century ¢ Experience 


We believe that the new spirit of merchandising calls for 
aggressive ACTION on the part of the manufacturer. 


We believe that this aggressive ACTION should be ex- 
tended to Dealers of the type who recognize these new 
opportunities for ACTION and are ready and capable 
of matching it with performance. 


We believe that the spirit of ACTION behind TAYLOR- 
MADE SHOES can be extended to men of ACTION in 
American life. We believe that these men of action rep- 
resent the greatest market for shoes. TAYLOR proposes 
to so interpret its merchandise to this market by national 
effort as to deserve merit and acquire a volume profit- 
able to itself and to its dealers. 











We will continue to build shoes that in outstanding style 
and inherent workmanship will be recognized by dealer 
and wearer as values around which continual, aggress- 
ive ACTION will be justified and rewarded. 


We propose to unselfishly recognize the independent 
shoe merchant as the dominant factor in sound merchan- 
dising and to protect his interests as we would protect 
our own. 


We subscribe to the conviction that the business trans- 
action where both sides fail to profit is an unworthy 
transaction ...and on this basis we plan to build our 
dealer and consumer relations. 





E. E. TAYLOR CORPORATION 
BOSTON, MASS. 








TAYLOR MADE 


SHOES 
for MEN of 
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Y% POLICE SHOE 


(conforms to Police Department regulations) 
Hours of comfort ....... 
Miles of service ...eeeees 
Btyliale coccccccccsccccecs 
Bullt for all kinds of weather 










IN STOCK 
Width Sizes 
B 7 to 12 
Cc 6 te 12 
D 5 to 12 
E 5 to 12 
EEE 5 to 12 


Made to order at small extra 
charge. 





10. PER PR. EXTRA WEST OF DENVER 
Made of uine plump weight im in bearded calf- 
skin, full” deub le sole with "0. yon oak bo a 
‘Trade Builder’ Mag e leather 
pocket and back stay, one width combination last an 
steel arch support. 

“Trade Builders” are great fitters. 


GUICk SERVICE 





WY. 
M..T. Shaw Shoe Co. of New York 
OSHKOSH, WIS. 
H. C. Roenitz Co. 
PEORIA, ILL. 
John Moser & Sons 
PHILADELPHIA, PA 
Boll, Walt 4 Co., Inc. 
PITTSBURGH, PA. 
Newell & Schneider Co 
SAGINAW, MICH. 
Michigan Shoe Co. 
ST. PAUL, MINN. 
Scheffer & Rossum Co 
SEATTLE, WASH. 
Washington Shoe Co 
SIOUX CITY, IA. 
Ear F. Berg 
SPOKANE, WASH. 
The Adams Leather Co. 
HUNTINGTON, W. VA. SPRINGFIELD, MASS. 
The Jeff Newberry Co. M.T.ShawShoeCo.ofNewEngland, Inc. 
INDIANAPOLIS, IND. TOLEDO, OH!IO 
E. P. Bayless Shoe Co. Airaworth Shoe Co. 
LEXINGTON, KY ZANESVILLE, OHIO 
Ory Goods Co. The Black & Grant Co. 
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leather, but the trade eye is being focused on the swift 
rise to popular heights of white washable goatskin. 
The washable feature of whites will also add to the 
favor shown white calf, elk and genuine sealskin. 

These three all-white shoes will be much in evidence 
on many college campuses; a Spring heel, wing tip 
with both white rubber and black rubber soles; a five 
eyelet oxford, medallion tip, pinked and perforated, 
narrow toe, wide extension sole, leather sole and heel 
with a black finish, and a plain toe, narrow custom 
last, semi-hard box, perfectly plain shoe, having a 
leather sole. 

As of old, the plain toe, black saddle, rubber sole 
will be a volume proposition. 


Clever Use of Underlays 

Several of the high-grade manufacturers have pro- 
duced some very fine distinctive Spring models 
through the use of brown, grey, beige and black goat 
as underlays, showing through the vamp, tip and 
quarter perforations of their white goat shoes. These 
shoes are not just “window shoes,” as they have real 
sales promotion possibilities, according to those buyers 
who have bought them. Then, too, they offer just a 
touch of color to the man who prefers his white shoes 
to be other than a solid white. These shoes may be 


. high novelties to some stores, but to others they will 


form a sure part of the increased sales total. 

All stores must have a few “gamble” or “window 
shoes” with a white base. The real money will be 
made on the repeat sellers, but with judicious selec- 
tions, a few high style novelties will pay for themselves 
in the advertising they create, if used to the best ad- 
vantage and not allowed to become stale. 

In the high novelty models now being shown for 
Florida and cruise wear these highlights appear, white 
with dark grey on some novelty patterns; white with 
the new Rust shade is good bright combination ; heavy 
stitchings also give relief from the staid sameness, as 
do some of the real novelty designs. An interesting 
cruise promotion shoe has a dark blue goat contrast 
and the nautical idea carried out in rubber soles. 

There is apparently an increasing use of the nat- 
ural sole color on all whites, but the black sole finish 
is still good. The brown sole is very effective on the 
full brogues. 

Full kid ventilated linings in men’s shoes will be the 
big talking point in many lines. This feature started 
in the high grades last summer and was an immediate 
success. Men liked to feel the soft smoothness of the 
full kid lining. They found, too, that when these lin- 
ings were punched full of holes they were cooler than 
the cloth vamp linings. Manufacturers know that full 
kid linings can be produced at practically the same 
cost as the usual drill, because the vamp doublers are 
entirely unnecessary. Then too, the cotton processing 
tax is eliminated. All in all, this one idea should be 
the means of introducing a fresh sales talk into men’s 
shoe selling which ought to arouse considerable in- 
terest. 
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BUSINESS 


is the lengthened shadow of the 
MEN who control it! 


A statement as to the style policy of the new 
Beacon Shoe Co. by the men who control it... 


@ 
@ e rr] 44 
25 Million Beacon Feet 





The demand for better merchandise for most men, has arrived 
in advance of their ability to pay more. 


In America, there are upwards of 25,000,000 men whose desires. 
tastes and judgment indicate to the new Beacon Shoe Company 
a demand for smarter shoe appearance in the most moderate 
priced shoes. We have seized this as a Beacon opportunity. 





J. P. (Jim) SMITH 
The New President of the New 
Beason Shee Co. We propose that these 25,000,000 pairs of feet shall be “BEACON 
FEET” . . because their owners will be able to recognize in 
BEACONS .. style built very definitely up to the demands of 
more expensive footwear. 


BEACON style will be sponsored by J. P. (Jim) Smith . . one of 
the best known and best informed of the industry's style men. 
His success has been conspicuous in higher price fields. He will 
give to BEACON the smartest creations in men’s footwear. . 
popular price notwithstanding. 


Aggressive, independent shoe dealers who recognize the profit 
opportunity in reaching their share of these 25,000,000 new 
BEACON FEET are invited to write us. 














OFFICERS 
F. J. MURPHY, Chairman of the Board GENERAL J. D. MURPHY, Treasurer 
JAMES P. SMITH, President MALCOLM C. HOYT, Secretary 






FRED A. JUNIOR, Vice-President in Charge of Production 
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WHoaA 


If you've been prospecting for a line of 
men's shoes packed full of sound value— 
shoes that'll stand the gaff—shoes styled 
and made to appeal to young men, old men, . 


and all men (who want their money's worth) stop 
right here. You've found them. Hill Shoes from 


the Hills of Hudson. Thar's more gold in them 
thar Hills than ever before—and gold selling at $34 
an ounce. 

Seriously, the 1934 Hill line is a sell-out for value. 
We'dlike to tell you more about it, and will if you ll 
drop us a line to-day. 


HILL BROS. CO. 


HUDSON, MASS. 


No. 705—Manhattan Last—in-stock—$2.85 
No. 1044—Comet Last — in-stock — $2.85 
No. 1016— Wales Last — in-stock — $2.85 
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STYLING AND MERCHANDISING 
OF 


WOMEN'S SHOES 


* 





How the Average Merchant 

Can Keep Up-to-Date on the 

Ever Changing Story of 
style 





the prima donna’s part. It is impossible to plan 

merchandising policies without keeping the style 
factor constantly in mind, for even in the case of 
those types of shoes that are sold on the basis of fit- 
ting, comfort or corrective features, style is neverthe- 
less an element of vital concern, both to customer and 
merchant. And so it follows that the woman’s shoe 
buyer, whatever kind of store he operates or wherever 
it be located, must have his eyes and ears open at 
all times for information that will aid him in charting 
his course of style. 

Fashion is a subtle and whimsical thing that is often 
sensed rather than learned, and many a successful 
merchant has achieved his success largely through 
possession of what is called the style instinct. But 
in the shoe business, fortunately, style is by no means 
an element of chaos or confusion, nor is it a subject 
that should elude the intelligence of the average shoe 
merchant, provided he is sufficiently interested to 
devote a reasonable portion of his time to a study of 
the sources from which styles originate. 

Shoe styles cannot be learned like a book and then 
considered a subject mastered, but by following those 
events and happenings in the industry which mold 
the course of fashion through a season, then checking 
and rechecking from week to week as new factors, 
national or local, tend to modify the charted program, 
the retailer who is alert and eager to learn can supply 
himself with the information he requires. He can 
keep his stock of women’s shoes in such a condition 
as to stimulate sales with styleful merchandise, with- 


| N the merchandising of women’s shoes, style plays 
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out running the risk of accumulations that will lead 
eventually to disastrous markdowns and losses. 

What, then, are the prime sources to which mer- 
chants must look to know style, not by hunches or 
hearsay, but by an actual familiarity with the process 
of styles in the making? Let’s first consider leathers 
and the colors of leathers, for they are the first thing 
any buyer wants to know about when he sets out to 
cover his season’s requirements. Back in October the 
Tanners’ Council of America, which is the representa- 
tive organization of the leather industry in this coun- 
try, recognized by the government through acceptance 
of its Code of Fair Competition, held a showing of 
Spring leathers and leather colors in New York. But 
how did the tanners know what colors to show? Was 
that simply a matter of individual opinion, based upon 
the individual tanner’s expectation of what would be 
in demand for Spring? By no means. ’Way back in 
the dim, dark past of not so very many years ago it 
used to be something like that, but planning and con- 
trol have been introduced into leather making to such 
an extent that exact information is available to all 
of the tanners in ample time to permit them to plan 
accordingly. This information comes from the color 
program developed by the Tanners’ Council in con- 
nection with the Textile Color Card Association of 
the United States, which in turn has at its finger tips 
all of the available information with regard to colors 
and fashion trends in apparel, millinery, hosiery and 
all of the accessories which might tend to influence the 
molding of shoe styles. 

Moreover, all of this information about leather 
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A distinct pleasure awaits you at the 


DIATLER ROTEL 
ROOMS 202 » 204 » 206 
N.S.R.@. Convention, January 7-10, 1934 


ya ee 


HUTH &®& JAMES SHO 
MILWAUKEE 
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with her sparkling beauty —the rich warmth of her 
charms ~ so enticingly romantic in her luxurious 


elegance. Here is the queen of 1934 — with a toast to subtle sophistication 
— and a curtsy to those who seek her youthful companionship. All eyes 


are turned in her direction — for though she has always been loveliness 
itself — she now appears before us, more impressive and alluring than ever. 


odern Illiss 
| Shoes 


If it is true, that versatility is the spice of modern 
life, then you will find the new Spring and Sum- 
mer presentation of Modern Miss Shoes an inspir- 
ing dramatization of the ultra in footwear fash- 
ions for the coming season. Every pair of these 
new styles will bear evidences that Modern 
Miss shoemakers are using finer leathers and 
materials, and employing greater care in their 
workmanship than ever before. These Modern 
Miss Welts and Littleways, priced to retail at 


$3, 54 and ©5 


will answer every demand 
for style and character. 








COMPANY 


WISCONSIN 
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A TURN SHOE HAS 
EXCLUSIVE ADVANTAGES 


The Turn is the original single sole shoe. 
Our turns are just as flexible as the fine 
heavy leather sole will allow. Lacking filler, 
they tread evenly and give maximum wear 
and comfortable flexibility. 


Two vamp linings, one of heavy drill, and the 
other of flannel, minimize stretch. 


Heavy leather steel reinforced shanks hold the 
shoe rigid and support the arch. 


Genuine leather counters hug the ankle, and 
make our shoes retain their fine appearance 
and snug ft. 
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RHYTHM 


Hand Turned shoes are still the acme of style, comfort 


and flexibility in fine feminine footwear. This fact is appreciated 


by all informed, style-minded women. If the style appeals, and 


the shoe fits, the fact that it is a comfortable, long-wearing turn closes 


the sale. Dodge, Bliss & Perry Turns are business builders, adding to 


the reputation of each retailer who sells them, as they certainly do to 


AT BOSTON ours. It will pay you to investigate the long- 


HOTEL STATLER 
e 
AT ST. LOUIS 
HOTEL LENNOX 
ROOM 306 


profit possibilities of Dodge, Bliss & Perry 
$5 and $6 Hand Turns. 


RETAILERS 


DODGE BLISS & 


PERRY Co., Inc. 
of Newburyport, Mass. 
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colors is available, not only to tanners and shoe manu- 
facturers, but to retail shoe merchants, in ample time 
to permit them to check it against conditions and 
developments in their own localities and thus make 
seasonal selections with a relatively sure color knowl- 
edge. The color program for Spring, 1934, was 
published in Boor AND SHOE RECORDER in its issue 
of Sept. 23, 1933, following its release by the textile 
Color Card Association. Here it is, in abbreviated 
form as it applies to women’s shoes, for handy refer- 
ence by those merchants who may have failed to pre- 
serve a copy of that issue: 


High Fashion Colors 


These are prestige shades that can be successfully 
promoted, because they key closely with fashionable 
color trends in Spring costumes and accessories. 


SPRING TAUPE—New light taupe, high style 
Spring development of the darker taupe or eel grey 
tones favored during the past season. Especially 
smart as a medium neutral shade to complement cos- 
tume tones of the same range, as well as violet and 
greyed blues, lighter versions of blackberry and wine, 
also greens in the new soft olive and bluish casts. 


BISCAY BROWN-—lImportant new interpreta- 
tion of light brown. Stressed as the fashionable 
harmonizing tone with smart renditions of brown and 
beige in Spring costumes. Also contrasts effectively 
with the light olive and peasoup greens. 


New Classic Staples 

New renditions of blue, including purplish and 
violet blues, clear navy and zinc blue types, represent 
an outstanding color tendency in Spring fashions. 
Marine Blue, the versatile new leather tone, supplies 
the correct complement to a wide range of shades in 
this important color family. 

Lighter greys are expected to repeat their pop- 
ularity of last Spring in costumes and accessories. The 
neutral tone, Paris Grey, is the accepted shade for 
light grey leather requirements. 


MARINE BLUE—New clear nautical blue. The 
smartest version of Spring navy for shoes. Highly 
adaptable, because it keys perfectly with a wide range 
of new Spring blues. 


PARIS GREY—True light grey of neutral cast. 
Can be used to complement light costume greys. Also 
harmonious with certain pastel tones. Alone or in 
combination with Flintgrey, Marine Blue, Indies 
Brown, Biscay Brown or Black. 


Repeated Classic Staples 
These shades, again recommended for volume busi- 
ness, were previously chosen in past seasons for high 
fashion. Because they continue to sell successfully, 
they still occupy their strong position in the impor- 
tant group of “Classic Staples.” 


_FLINTGREY—tThis successful shade, the 
lighter of the two greys promoted this Fall, takes on 
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A-W TURN COMFORTS 


CONSTANT COMFORT arch SHOES 
CONSTANT COMFORT SHOES 
YE OLDE TYME COMFORT SHOES 


cover the entire range of turn comfort footwear—boots, oxfords, 
ties, pump and boudoirs—in patterns ranging from staple to con- 
servatively smart. Ault-Williamson Company. 


SEVENTY-SEVEN NUMBERS IN STOCK. 
AAA to EEE 2% to 10 














OMP 


TRADE MARK 


CONSTRUCTION 


The Compo Shoe Machinery Corporation has been 
a leading factor in the development of the cement 
shoe business. Standard Compo shoes are made 
with an innersole, and the list of manufacturers of 
this type now numbers 127, 45 of whom have in- 
stalled additional equipment during the year 1933. 
A new development is the Sbicca Method, which 
provides for the making of a single-sole cemented 
shoe and brings the Compo technique into the realm 
of footwear of the highest craftsmanship and price. 
There are now 32 manufacturers of high-grade shoes 
using this method of making extremely flexible, 
single-sole Compo shoes. 








CONAWAY-WINTER SHOE 
FASHION SERVICE STUDIOS 


This stepin of white buck is an excellent develop- 
ment of a type that will produce a volume of 
sales for Spring. The low riding wide strap is 
much in favor and the dainty application of the 
fringe treatment adds that touch which makes 
this little Spectator really quite intriguing. 
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HOW 


are you 

approaching alle 
the 

YEAR AHEAD 


9 











Certainly not with last year’s selling technique. Nor 
with last year’s merchandise, for neither will produce 
the results you must have to prosper. Bargain shoes 
are out. Dependable shoes are in. The business of 
the future will be gained by reputation for value giv- 
ing—and comfort satisfaction. 


We look forward with great confidence, because both 
of these qualities are inherent in 


AULT-WILLIAMSON TURN SHOES 


which are designed for the thousands of women who 
insist on comfort, and styled for all women of con- 
servative taste. 


In 1934, and after, shoes of the caliber of A-W Turns 
will account for an increasingly substantial part of 
the profits of the successful retail business. 











A good opportunity 
to get acquainted 
with this famous 

comfort line 


AT ST LOUIS 

CONSTANT COMFORT P Ss oU ee 

= WOTEL STATLE YE OLDE TYME 

2 ee a ee So T S TL R COMFORT SHOES 
anand eo tn bs 4 nanan pth mined Room 444 are strictly staple comfort types with a 
They combine flexibility and firm support steady sale in every community. They 
at the proper places. Thirty-five styles are stocked in forty-two numbers . . . 
Bir. Reel 8895. or Write retail from 62.95 0 $5.95. 





AULI 


WILLIAMSON SHOE CO. 


AUBURN + MAINE 
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new significance for Spring as a smart darker com- 
plement to light costume greys. 


INDIES BROWN—AMaintains its firm position 
as the leading volume shade of dark neutral brown. 
Again strongly emphasized, as it harmonizes with 
lighter costume browns and beiges for Spring. 


BOURBON—Enjoys increased style prestige, 
because it is the perfect complement to the new 
“amadou” or rusty tones so outstanding in Paris, as 
well as American, fashions. 


SEA SAND—The preferred version of neutral 
beige for Spring requirements. Harmonious with 
crash, linen and string types of beige in costumes. 
Alone or in combination with Indies Brown, Biscay 
Brown or Black. 


FAWN BROWN-— Continues as a good staple 
color for general wear, especially with beige or light 
neutral brown costumes. Used principally in com- 
bination with Indies Brown or Sea Sand. 


BLACK AND WHITE—Black leathers will of 
course constitute a large volume of early Spring 
business for general wear with costumes in black, 
grey, beige and animated or pastel tones. White 
will repeat its great success of the past Summer 
in costumes and accessories. 

And now, with the Spring leather and color picture 
in mind, let’s see what it means as applied to the 
coming season’s styles in women’s shoes. For the 
industry has also set up machinery to provide for that 
and to plan, well in advance, a comprehensive pro- 
gram for lasts, patterns, heels and all of the various 
details of styling. This machinery functions through 
the Joint Styles Conference, a semi-annual gathering 
held simultaneously with the showing by the tanners 
of leathers for the advance season. We summarize, 
briefly, some of the things the Conference said in 
formulating its Spring and Summer, 1934, style pro- 
gram when retailers and tanners met together at the 
Hotel Astor in New York last October : 

There are actually two streams of great fashion 
importance which show the advance movement for 
Spring, 1934. One is the trend to elegance, the other 
is the interest in clothes for leisure. 

The two are related, but take different directions. 
The mode of elegance is allied with the promotion of 
beauty, the revival of glamorous types of fabrics, 
the interest in costume periods that accentuate beauty 
and glamour. True elegance is not the stressing of 
exaggerated curves, the revival of actual period de- 
tails unsuited to the modern tempo of life. The ele- 
gance of 1933-34 is emerging as a simplification 
instead of an elaboration, with beautiful materials, 
beautiful colors, beautiful design to make femininity 
paramount. 

The mode of leisure fashions includes sports clothes, 
but is not confined to them. It covers types of apparel 
for town and country, for active sports and onlooker 
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Charles Cushman Co. McKays 


Charles Cushman Co. is stressing white leather and fabrics in 
the various lines of McKay shoes they produce. Smart styles 
in Sandal Oxfords and Straps, with 8/8 to 14/8 heels, retail from 
$2.00 to $2.95. Misses’ and children’s straps retail $1.50 to $1.95. 
Growing Girls’ dress straps and sport oxfords retail $2.00 to $2.95, 
and Arch Life correctives retail from $2.50 to $2.95. The Cush- 
man Company also manufacture a line of summer fabric sandals 
which are made, as they express it, “on shoe lasts in a shoe fac- 
tory by shoemakers.” 














DODGE, BLISS & PERRY 
GENUINE HAND TURNS 





This pattern features an interesting treatment of the 
popular four-eyelet tie, and is adaptable to various 
combinations of Spring colors. It is the Nance pat- 
tern, on a modish toe last with 18/8 heel, and is 
typical of the styling and smart appearance of the 
hand turns made by Dodge, Bliss & Perry Co., Inc. 








DUNN AND McCARTHY, INC. 





Dunn and McCarthy, Inc., of Auburn, N. Y., find a great deal of 
interest centering around their new line of unbranded Women’s 
Goodyear Welts. 

In planning this popular line, more than ordinary care was given 
to patterns, lasts and fitting qualities, resulting in a line that 
clerks enjoy selling. 

Sizes are from 214 to 10, Widths AAAA to EEE assuring proper 
fit for practically every woman or girl. 
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A ROSTER OF 1. MILLER! 
PUBLIC INTEREST IN | | 
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utlding profitable quality 


and style patronage that 


sticks” year after year.... 





4 











ALABAMA CONNECTICUT INDIANA MASSACHUSETTS 
BIRMINGHAM YT BRIDGEPORT FT. WAYNE BOSTON 
Burger-Phillips D. M. Read Co. Wolf & Dessauer Jordan Marsh 
ARIZONA HARTFORD INDIANAPOLIS NORTHAMPTON 
PHOENIX t. Miller Co. H. if Wasson ee 
Goldwater's Merc. Co. NEW HAVEN HAWAII Albert Steiger 
TUCSON © L, Ser Se. HONOLULU WORCESTER 
Albert Steinfeld Co. hes McInerney, Ltd. Kay c/o Gross-Strauss 
ARKANSAS NEW LONDON IOWA ys = 
a a 8 Savard Bros. DAVENPORT ssciciatuoaga 
HOT SPRINGS sats WATERBURY Empress Boot Shop MICHIGAN 
Worth's Shoe Salon DES MOINES 
lke Kempner & Bro. DETROIT 
D Younker Bros. Russek's 
AUSTRALIA CANADA SIOUX CITY KALAMAZOO 
SYDNEY TORONTO Davidson's Bell Shoe Co. 
David Jones, Ltd. T. Eaton Co. CEDAR RAPIDS a ‘ 7 
= MONTREAL Bailey Boot Shop |. Miller, Fisher Bldg. 
Zcaoe siasonaiea KANSAS IM, Reinhertz 
. . M. Reinher 
Poe bet FLORIDA TOPEKA JACKSON 
or ane MIAMI BEACH Palace Clo. Co. L. H. Fields 
LOS ANGELES Miami Beach Bootery WICHITA GRAND RAPIDS 
i, Aagnin--Eibmore Hotel JACKSONVILLE George Innes Co. Herpolsheimer 
LOS ANGELES Cohen Bros. KENTUCKY MINNESOTA 
OAKLAND GEORGIA Worth While Co oe { 
Frank Werner Co. AUGUSTA ‘ pogo: : 
LOUISVILLE MINNEAPOLIS 
SAN DIEGO Saxon-Cullum Byck B E. E. Atki i 
Russell-Williams COLUMBUS oetiaii ST PAUL ie 
SAN FRANCISCO Miller-Taylor Co. LOUISIANA Gold Rul 2 
I. Magnin ATLANTA NEW ORLEANS nalanioen 
tai tae i Regenstein’s Imperial Shoe Co. MISSISSIPPI B 
SAN JOSE IDAHO aly Ae aa CLARKSDALE is 
L. Bloom & Sons e Muller Lo. Powers & Co. 
VENTURA BOISE MONROE GREENVILLE 
C. C. Anderson The Palace Johl & Bergman 
Sprague Bootery SHREVEPORT JACKSON 
Gen Bros. Block & Kuhl MAINE MISSOURI 
DENVER dL SPRINGFIELD PORTLAND ST. JOSEPH 
Fontius Shoe Co. Myers Bros. A. H. Benoit Townsend, Wyatt & Wall 














1. MILLER COMPANY 
operated retail stores 
located in these cities 








MILLER 
Beauliful Shoes 





























There are a few cities where 
I. MILLER is not yet adequately 
represented. Inquiries are solicited. 


<= 


New York City, Chicago, Philadelphia, Baltimore, Washington, Kansas City, St. Louis 





When writing advertisers please mention Boot and Shoe Recorder 
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DEALERS WrlO STILL HOLD 
QUALITY FOOTWEAR 


Slo those who have permitted themselves to be stampeded, casting to 
the winds all their quality shoe business in an effort to compete solely on a price 
basis, we offer this list of names:—The names of those who have continued to 
hold public interest in high-style footwear—who have maintained turn-over and 
mark-up through the cooperation of the youthful, progressive I. Miller organiza- 
tion, whose exclusive agency in their respective cities they did not relinquish 
even in the dark days from which American business is now emerging. 























NEBRASKA OHIO -elanielary A m TYRER ere 
LINCOLN CLEVELAND aramoun oe °. TT ayer chm 
Magee Shoe Co. 1. Miller Salon WILLIAMSPORT WICHITA FALLS 
OMAHA LIMA Brozman's Wm. B. McClurkan 
J. L. Brandeis Crawford Shoe Co. RHODE ISLAND UTAH 

NEW JERSEY Hey sar Koch PROVIDENCE OGDEN 

a 28I'6 oc The Outlet L.R | 
ASBURY PARK AKRON - R. Samuels 
L. S. Tafsun, Inc. A. Polsky Co. SOUTH CAROLINA Nar er gg 

NEW YORK YOUNGSTOWN COLUMBIA mi 
BUFFALO Lustig's Saxon-Cullum VIRGINIA 
I. Miller Stores bg gr ae ta ae DANVILLE 
ROCHESTER 2 ie Pennie Cater SPARTANEERG L. Herman's 
L. L. Berger a Aeaus Uh tae LYNCHBURG 
ALBANY pce Me — J. R. Millner Co, 
David's T NORFOLK 
AMSTERDAM Elder & Johnston aioe Smith & Welton 
Holzheimer C. Shaul ZANESVILLE dela Gatien RICHMOND 
at pe J. E. McHenry NASHVILLE Harry Levey 

arlor Ci oe Co. . 

ELMIRA. OKLAHOMA liaalalliaiaaaaa Me 
The Gorton Co. OKLAHOMA CITY H. P. King ‘ ee 
yale ogg I. Miller KNOXVILLE WASHINGTON 
+ TO etS on TULSA Anderson, Dulin & Varnell SEATTLE 
Up-To-Date Co. TEXAS cepa ig 
SARATOGA SPRINGS OREGON DALLAS yt ef 
J. J. Collins’ Boot Shop PORTLAND Neiman Marcus a 
SYRACUSE I. Miller ABILENE = 
W. |. Addis ; Minter Dry Goods Peamneneare 

NORTH CAROLINA sere Presa WEST VIRGINIA 
ASHEVILLE eulinnhats AUSTIN bg yes 
Bon-Marché Hendler's Boot eo. R. Taylor 
CHARLOTTE onay ial “uaa BLUEFIELD 
Effird's Dept. Store Farr Bros. Popular Dry Goods Bluefield Shoe Co. 
DURHAM pga HOUSTON HUNTINGTON 
Baldwin's arr bros. Levy Bros. Ayres & Harwood 
WINSTON-SALEM EASTON LUBBOCK PARKERSBURG 
Sosnik & Sosnik Wm. Laubach & Sons Hemphill-Wells J. E. McHenry 

HARRISBURG SAN ANGELO 

NORTH DAKOTA The Bowman Co. Cox, Rushing & Creen WISCONSIN 
FARGO READING SAN ANTONIO " MILWAUKEE 
R. & G. Bootery Farr Bros. Sid Katz, Inc. Reel's 

WHOLESALE SALES DIVISION — LONG ISLAND CITY, NEW YORK 
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LENOX (Punched thru) 
8733—White kid, Ritz last, two inch 


Boulevard covered heel. 

BBA 0 CGrccccccccsccccsoveccccccce $3.60 
B766—Black satin ee Ritz last, two inch 
Boulevard covered he: 

BBA 0 Coccccccccccccccccccccecccs $3.60 


B767—Indies ome ws kid, Ritz last two inch 


Boulevard covered heel. 
essdeesunscvesessceceticesd $3.85 





ALICE 


B649—Blue kid, gray underlay, Delite 
let b.~4 Boutoracd heel, covered. 
epndeveseeesaes te0eee ee $4.00 
Beet—-Perie gray kid, blue underlay, De- 
ee | bast, Bg covered Boulevard heel. 94.00 





ROSELLE (Punched thru) 


B689—Black satin kid vamp, black calf 
quarter, ow last 15/8 Cuban covered aw 
BR POS ss csbsrctiecs cecarcocaed $3. 

Be00—Leat, brown kid vamp, brown ait 
quarter, beige stitching. Ritz last, 15/8 


Cuban covered heel. 

ABA 00 Crrcccccccssccccccccccess $3.85 
eee all watts kid, Ritz last, 15/8 Cuban 
cored aa 
EE RD Wives oss cece cet tecesctna $3.85 











IN STOCK 
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SEWED SHOES 


rKeakKaKe KK KKK KEKE KKK KKK Ka Ka KKK KK KK KKK KK KAKA KK KKK KKK 


Comfortable - Flexible 
MAKE SATISFIED CUSTOMERS 


Our light-soled shoes to 
retail at $6 and $6.50 give 
the alert merchant the 
finest program of smart 
styles in America today! 


Each shoe illustrated is 
of Littleway UCO con- 
struction, no metal in the 
forepart, giving greater 
flexibility. 

Innersoles have a resilient 
metatarsal rubber pad, 
also resilient rubber heel 


pad. 


MADE IN CINCINNATI 


for Cincinnati is the home of fine shoemaking, of skilled shoe craftsmen; so 
recognized for half a century. We have been making good shoes since 1871. 


IMMEDIATE SHIPMENT ON EACH SHOE ILLUSTRATED 


Write for Spring Catalogue showing other fast selling patterns. 


taeaee ae Ke KKK KK KKK KKK KK KKK KK |S 


THE KRIPPENDORF - DITTMANN CO. 


CINCINNATI 


IN STOCK 











LORAIN 


B625—-Black satin kid, gray kid piping 
and underlay, Avenue last, 15/8 Cuban 


B627—All blue kid, gray kid piping and 
maGehey, Avenue last, 15/8 Cuban covered 


ee! 
MN TR Ova vvcictscvcccseawaseecas $4.00 
B77!—Indies brown kid, beige piping and 
underlay, Avenue last, 15/8 Cuban covered 


heel. 
CE SC EET OEE: $3.85 





ORCHID 


8705—Black satin kid, gray kid piping, 
Delite last, 18/8 Boulevard covered heel, 
eS re eer $3.60 
8708—Brown kid, white kid piping, De- 
lite last, 18/8 ‘covered Boulevard heel. 
AAA to C $3.85 


Oem ee m ene eeeeeeeeeeeee 





LETTY 


B633—Black satin kid, lizard trim to 
match, Ritz last, 2 inch covered Boulevard 


heel. 
ABABA 00 Cu.cccccccccccccccccccees $3.60 
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wear, and it is so broad in scope that it might be 
called the mode of RECREATION. It is recog- 
nized as so important by French and American de- 
signers that they are creating more and more of those 
types of clothes which can be worn all day, from 
early morning to sunset. 

How these two major influences will affect shoes 
for Spring and Summer, 1934, is outlined in the 
following report. 


LAST DESIGNS—American last design is 
preeminent in its scientific approach to the problems 
of correct fit and beauty of line. Since the actual 
silhouette is so prominent in today’s fashion, the last 
over which the shoe is made, the mold which controls 
the silhouette appearance of the foot, is an important 
item in shoe fashion promotion and advertising. 

The rounder toe is influencing all types of popular 
lasts in this country, since this feature has been ac- 
cepted as a means of gaining the shorter appearance 
without sacrifice of true measurements in the shoe. 

Occasion type shoes, the divergent uses of shoes, 
make many types of lasts essential. Retailers can 
guide their purchases with last detailings on these 
factors : 

1. Necessity for different lasts for differing types 

of feet. 

2. Requirements of lasts for occasion type shoes. 

Fashion alone is never the dominant influence on 

lasts. 


Accepted Last Types for Spring 
There are no radical changes to be expected in lasts. 
The following classifications are used : 
Modified medium narrow toes for volume use. 
Conservative and semi-orthopedic types with slight 
rounded toe influence. 
Round toes for ultra fashion. 
Special sports lasts on scientific measurements. 
New lower heel lasts taken from men’s custom 
types for special promotion in fad sports. 


High Fashion Last Influences 


Square Chinese toe for tailored and spectator types. 
Custom walking shoe lasts with wide ball and nar- 
rower toe. : 


HEELS—Heels are so varied in height and 
shape, and the demands for the correct heel for types 
of lasts, for occasions, for particular patterns, are 
becoming so specific that the detailing of the heel is 
more than ever important as a selling feature of the 
finished shoe. 

In high-fashion American shoes as in volume types, 
there is still pronounced interest in very high heels. 
Several leading manufacturers, whose creations influ- 
ence trends, are at this time experimenting with ex- 
tremely low heels, adjusted in such a way as to give 
the most flattering effect possible. The shape of the 
heel is fully as important as the height, however, and 
the general trend is to promote different shapes in 
various heights. 
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Cc. P. FORD AND COMPANY 





C. P. Ford and Company are featuring for early 
Spring wear shoes made of new Crushed Fawnskin. 
This leather comes in a variety of colors. Not only 
is it an outstanding new feature in the C. P. Ford 
line, but it is exclusive with C. P. Ford. The shoe 
pictured above is one of the new T straps, has a 
perforated and stitched vamp, making it a ven- 
tilated shoe for early Spring wear. It has a 16/8 
built-up leather heel. 





























A GROVES OUTSTANDING STYLE 
FOR SPRING 


This smart appearing three-eyelet oxford is 
made by the Groves Shoe Company in variety 
of combinations. It is available AA to C in 
Grey Mandrucca, Parchment Mandrucca, Brown 
Saaenien, Blue Mandrucca, and Black Man- 
rucca. 






























HANNAHSONS SHOES 


This shoe represents one of the new, open-toe sandal effects 


Spring which will be made in gray, beige, white kid, black satin, 
white faille and linen. The makers, Hannahsons Shoe Company, 
declare that the demand for the open-toe model has reached the 
They specialize 
in sandals of this type. In season a large floor stock is carried 


point where it is considered almost a staple. 


in many widths. 




















for 
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DUNN™ MCCARTHY, INC. 


wishes to Announce 
that its headquarters during the 


NATIONAL SHOE RETAILERS ASSOCIATION CONVENTION 


January 7 to 10, 1934 
will be the entire 


EIGHTH FLOOR 
of the 


MAYFAIR HOTEL 


ST. LOUIS, MO. 


On display will be the New Spring Line of 
Goodyear Welt Shoes for Women 


to retail at 
*4l 


In attendance: F. L. Emerson, Buford 
H. Jones and members of the Dunn and 
McCarthy, Inc., Sales Organization. 


Be sure to see this wonderful line 
to retail at $4. 


Sizes 214 to 10, AAAA to EEE, plus an unusual “In-Stock Service” 
R 


us 


DUNN ax McCARTHY, INC. 


\ AUBURN, N. Y. 
>» (ea me ROMER CR a SOREN A ARE T ef 


When writing advertisers please mention Boot and Shoe Recorder 

















Re ae ee 











BOOT AND SHOE RECORDER, December 30, 1933 


At this time it is too early to forecast the probable 
influence of those fashionable women here and abroad, 
whose whims make or mar a new style, who are adopt- 
ing lower heels even for evening wear. They are hav- 
ing their shoes made to order with lower heels be- 
cause they have found that diet, exercise and correct 
foundation garments are insufficient to give them the 
posture necessary to the new mode. Important dress 
designers have gone so far as to feature their man- 
nequins in lower heel Grecian-like footwear, so that 
they will walk smoothly, to enhance the subtle lines 
of new dresses, a feat impossible on high stilt heels. 
Fashion authorities explain that high heels are no 
longer needed since the mode has taken to high hats, 
which serve the same purpose today as the high heel 
did when the long molded effect was first introduced. 

The influences of elegance and recreation types of 
clothes make all of these heels important in their 
rightful place: 


Continental and Louis Continental—full breasted, 
18/8 volume, 20/8 to 22/8. 


Spanish-Cuban for walking shoes, 14/8 to 18/8. 

Straight Cuban for semi-sports and walking, 131% to 
174. 

Built-up leather heels, growing in volume, 12/8 to 
20/8. 

Spanish Louis, gaining volume, 1514/8 to 21/8. 

The “Boyish”—for sports shoes, 7/8 to 13/8 (wider 
bottom). 


PATTERNS—tThe general trend in shoe design 
is the accentuating of glove-like, sleek lines as re- 
flecting the mode of elegance. But the actual pattern 
shells are taken from the classic types associated with 
the more casual, semi-sports styles. Thus the ox- 
ford acts as the dominant pattern silhouette, influenc- 
ing all other patterns. The higher cut, the careful 
working of materials, the effort to cover the whole 
foot or give such support as to avoid a runover un- 
groomed look, all contribute to true elegance in foot- 
wear. And the many surface texture leathers now 
in fashion lend a new casual look to these patterns. 


There is a tendency to vary prevailing closed-up 
types by means of open throats and construction 
cut-outs that do not detract from the silhouette out- 
line. 

Pattern variations in combinations such as con- 
trasting saddle, panel, tips, foxings, vamps and 
quarters, also asymmetric effects, continue. 

The classic tip and foxing models are confined 
to spectator and sports models. 


TREATMENTS—Detailings in the new shoes 
show costume influence in the use of “dressmaker 
details” scaled down to the proper proportion to 
flatter the foot. In some cases there is studied exag- 
geration of a trimming theme such as perforations or 
stitchings, but acceptable shoe fashions in prevailing 
trends do not carry elaborate decorations that confuse 
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KRIPPENDORF-DITTMANN 
SHOES 





Illustrated is the Romaine, a light welt, gipsy seam pattern which 
is made and carried in stock by the Krippendorf-Dittmann Com- 
pany in the following ways—No. 189—Black satin kid with Cuban 
covered 1% heel. No. 190—Prado Brown kid, with the same 
heel as above. Both styles are stocked in sizes from 4 to 10, 
AAAA to D. , 








ABREAST OF THE STYLE PARADE 


Successful retailing of women’s shoes 
depends very largely upon a keen knowl- 
edge of current style developments. Every 
week BOOT AND SHOE RECORDER 
analyzes the newest developments in the 
world of fashion and interprets their 


meaning as applied to footwear. 











Having recently acquired the largest floor area of any jobbing 
house in New England, Rogers Bros., Boston, announce the 
largest array of novelty patterns in the East with a new special 
plan for overnight delivery and an aim to make this progressive 
volume firm the largest novelty seller in the entire country be- 
fore 1935. 


The pleated pump illustrated above is the new “Miami” of Blue 
kid and a pleated applique inset of gray kid, carried in-stock 
in a 20/8 and a 16/8 heel, one of the many smart novelties in the 
Rogers line retailing from $2.00 to $4.00. 
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WOULD LIKE 


T0 M F F T Y0 l] GEO. M. _ Pres. WESLEY = V. Pres. U. K. ALLEN, ™ | 


AND GET ACQUAINTED AT THE ST. LOUIS SHOW JANUARY 8-11, 1934 ROOMS 519-521 HOTEL JEFFERSON 











ness at the St. Louis Show! 


The new “things,” the hot numbers that sweeten a stock, that 
pep up selling, will be on display at this first big industrial convention of the 
New Year. Hot Styles make up 90% of our offerings, also a wonderful 
line of plain pumps in all materials and grades! 

It will PAY YOU to come in, get acquainted and do busi- 


If you cannot come to St. Louis, write us and we will have 
our representative in your territory come and show you a line-up that is 
making money for our fine group of customers. 


GROVES SHOE COMPANY 


311-315 WEST MONROE STREET - 





CHICAGO, ILLINOIS 





Women’s Novelty Footwear 


Exclusive Patterns 
in Stock 











the general pattern outline. Shoe design should fol- 
low more specifically costume detail. 

Ventilated effects are of tremendous importance 
again for Spring, and all types of perforations are 
in fashion. 

Important treatments for Spring shoes: 

Perforations: In pattern effects, or in small areas 
on saddles, panels. 

Pinkings and Cordings: Used largely on tailored, 
swagger and sports types. 

Cut-outs: Constructed and die pattern, to give light- 
ness. 

Strippings: Plain and pinked or perforated. 

Shirrings: Inset in small areas. 

Underlays, plain, stitched or perforated. 

Stitchings, usually in contrasting color. 

Lacings, and woven effects in leather; laced moc- 
casin tip effects. 

Fastenings in novelty buckle, slide, button types. 

Ornaments, buckles, slides, buttons, leather-cov- 
ered novelties. 

Oxford and Tie laces, ribbons in cire, moire, gros- 
grain; cords or thongs; regulation lacings with 
novelty tips or leather tassels. 

The foregoing is merely an abbreviated summary 
of the report of the October Joint Styles Conference. 
For the complete report we refer the reader to Boot 
AND SHOE REcorRDER, issue of Oct. 7, 1933. For the 


REcoRDER’s function is to transmit the record of these 
various style-making agencies to the retail merchant, 
so that he may have the information in concrete form 
for reference and for his information to guide him 
in planning what to buy and how to merchandise. 

Since the conference important developments have 
come about which have modified the style program 
in some particulars, or emphasized certain portions. 
A. striking example of these has been the increased 
emphasis that has been placed on the low heel de- 
velopment, which was merely touched upon in the 
conference report. This and other important devel- 
opments have been reported by Miss Ruth Harrington 
in her fashion articles in the REcorpER from week to 
week, and thus this publication serves to give the 
merchant and the industry a running story that com- 
pletes and fills in the story of style as told at the 
several style meetings of the industry. 

Now we come down to December. Until now 
Spring styles have been in the planning stage. We 
have not seen them actually exemplified in the fin- 
ished product. Early in December, the National 
Boot and Shoe Manufacturers’ Association held its 
National Seasonal Opening at the Hotel Commodore 
in New York. There the Spring styles were shown 
for the first time on a comprehensive basis to the re- 
tailers. The manufacturers on this occasion also 
hold a style conference at which the Spring style 
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'AComprehensive Service 
“aha i 


Silos Designing Sutlems 


The Conaway-Winter organization affords complete 
facilities for expert and authentic designing and pattern 
making. Our widespread contacts throughout the 
world of fashion, our close relations with tanners and 
makers of fine fabrics, and our staff of creative crafts- 
men are at your service. Take advantage of the almost 
unlimited scope of Conaway-Winter style information 
and the originality and smartness of Conaway-Winter 
designs. 

















Our efficient pattern service guarantees perfect fitting 
and uniform duplication of line and detail in every size. 
Join the country’s leading manufacturers who enjoy 
Conaway-Winter’s unusual service. Our representa- 
tives will be in attendance at the St. Louis show at Suite 
636, Hotel Statler. 


CONAWAY-WINTER STUDIOS 


NEW YORK BOSTON ST. LOUIS MILWAUKEE 
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Will display their 1934 Spring Line at 
St. Louis during the N. S. R. A. Conven- 
tion, at the Lennox Hotel, Suite 610-611. 
Jack Galway, Ray McCarthy and Frank 


Muller will be in attendance. 


Many new developments and trends are 
featured in the Ford Spring Line that 
will make it interesting and profitable 


1933 


for merchants to see. 


You are cordially invited. 


C. P. FORD & COMPANY 


Rochester 


New York 


New York Office, 1046 Marbridge Bldg. 











situation is discussed from every angle and Spring 
shoes are shown with Spring costumes on the feet 
of living models. The REecorper carries the story to 
the shoe merchants of the nation, those who are un- 
able to be personally in attendance. 

For a graphic picture of Spring styles in women’s 
shoes as they now appear, we refer you to pages 24, 
25, 26 and 27 in this issue. Here Miss Harrington 
summarizes the story by word and illustration, bring- 
ing it briefly up to date for ready reference. 

Next month retailers will have another chance to 
recheck and analyze in detail the entire picture of 
Spring styles in women’s shoes at the annual con- 
vention and style exhibition of the National Shoe 
Retailers’ Association in St. Louis, Jan. 8, 9 and 10, 
when leading manufacturers from every shoe market 
and manufacturing center will display their lines. 
Save for those subsequent developments that some- 
times serve to change the best laid plans of mice and 
men, even in the midst of the selling season, the St. 
Louis convention may well be considered the final 
chapter that completes the story. And with such a 
story of style in all its details and ramifications spread 
out before him, where he who runs may read, surely 
the merchant has an abundance of material on which 
to base his observations and conclusions. 

“Styling shoes is a vocation,” observes H. A. Hos- 


kins, of Halle Bros., Cleveland. “Styling is not an 
accomplishment.” 

“It is hard to explain but easy to do. Anyone can 
make new styles. There is nothing I would like 
better to do than to create new styles all day long. 
When one has an intimate knowledge of manufactur- 
ing and retailing and has the knack of combining the 
details of both, the birth of new styles is compara- 
tively easy. 

“It is one thing to create new styles and another 
thing to sell them. The present trouble is that styles 
are created much faster than the public can assimilate 
them. 

“Styling is not confined to the bringing out of a 
few new things periodically for the high style trade. 
Everybody is style conscious. Just consider the dif- 
ferent classifications of women’s shoes in which style 
is a very important factor. A few of these classifica- 
tions are extreme high styles, modified high styles, 
sport, evening, street, business, comfort, juvenile, 
flapper, over forty, over sixty and general utility. 
All these classifications have their own various style 
angles, so it is necessary to make an intimate study 
of each class as it pertains to a store’s clientele. 

“A buyer is in constant touch with his customers 
and knows how to break his trade up into different 
groups. He cannot see all customers but, through his 
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MADE US MOVE—WE THANK YOU 


Your confidence — 
as evidenced by increasing sales in 1933 
has necessitated larger quarters 


for New England’s leading jobbing house 


NOW LOCATED AT 


216 Lincoln Street 
Boston 
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Here you will find the na- 
tionally recognized Rogers 


Sybil Oxford—Black Calf—Brown Kid- 








Blue Kid- Gre ay Kid—-White Kid and Com 
Miami Pump—Black Calf—Brown Kid— Bros. values backed bv the binations—20/8 and 16 o Cont. Heels—AA 
Blue Kid—Grey Kid—White Kid—Also Com- ¢ to C-— Sizes 3 to 9—®2.1 


binations—AA to C—Sizes 1% to 9—82.10. 


largest stock of fast selling 


novelties in New England, 














retailing from $2 to $4, FMW 
| carried in stock from AA 
; 
to C. _ 
3 Terms 5% 10 days—27% 30 days Adeline Pump —Black Calf— Brown Kid 
s Nitra T Strap—Black Calf—Brown Kid— —Blue Kid—Grey Kid—White Kid—Hi igh 
Blue Kid—High Heel and Baby Louis Heel Heels and ry! a ouis Heels—AA to C—Sizes 
—AAA to C—Sizes from 2% to 9—82.10. 1% to 9—82 


The complete Rogers Bros. Line will be displayed at 
the N. S. R. A. Show, St. Louis, at 


Room 337, Hotel Jefferson 
Room 514 Hotel Statler 
January 7, 8, 9 and 10 


ROGERS BROS. 


216 LINCOLN ST. BOSTON, MASS. a 
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HANNAHSONS 


Modish Sandals 
In Stock 













No. 1094 
Sunray 
$3.35 


R1004—Genuine silver kid—42 Last—medium toe—19%/8 


Louis Heel. 
ee kid—47 Last—medium toe—15/8 
r. L. Heel. 


oO OO OOS 
R1402—White grain kid, same............... eee eeeeees $2.35 
PERO KIC, BRUNO. 2 cc cccccccccecsecoceseececene 2.35 
ee RNEM, GREED, 0 0:0 0.0 0:0'0:060.0'0000069 00000080 2.00 


R4120—White faille, same............ccceeecceerceces 
R4502—White linen, same—42 Last—medium toe—19%/8 

Pi CE 6 ccosneeteeseceevenoresss aackenvss 1.75 
R4503—White linen, same—47 Last—medium toe—15/8 
Cuban Heel—AA to C widths ............++.05 1.75 





No. 1040 






R1040—Black faille, genuine kid stripping. 
R1042—White faille, same. 

R1044—All white grain kid, same. 
R1046—Grey kid, taupe kid stripping. 
R1048—Beige kid, brown kid stripping—72 Last—narrow 
toe—AA to C widths. 













No. 1024. 
Social 
$3.00 







R1024—Genuine silver kid. 
OOO OO O-@ 





















ee ee ee $1.75 
R4020— White faille, same ............cccccccccccece 1.75 
R4022—Black velvet, same ...........c0cecececscccces 1.75 
R4024—Blue velvet, same .........ccccscccccccccccce 1.75 
a NE ID. 0.6 0:00.06 6 6:50 06:b00s.6 40 0de.0d0 1.75 
ee linen, same—77 Last—full toe—B width 

MD 050500500 ne5d 604506440 hnsss od caeebece ae 

We make same styles with 10/8 Block Heel. 





Our white fabrics are especially treated for dyeing. 
Send for our IN STOCK BULLETIN 


Our line can be seen at St. Louis, Room 546, Statler 
Hotel, January 7th to 10th. 


Prices subject to change without notice. 
Terms 2% 10, Net 30. F.O.B. Factory. 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 


Our line will be on display at the Statler Hotel, 
Boston, Room 578, January 3rd to Sth. 
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floor people, he has a constant stream of suggestions 
and complaints. As a matter of fact, his sales force, 
if large enough, will be split up into the same classifi- 
cations as his customers. Some will have an intimate 
liking for comfort shoes, some for the extreme high 
styles and some are natural juvenile salespersons. 
“Styles do not change nearly as fast as many manu- 
facturers and buyers believe. Styles can be charted 
from year to year fairly accurately. If a close an- 
alysis is made it will be discovered that certain style 
channels are followed year after year. Styles do not 
die over night. They. usually come in gradually over 
a period of a year and go out at about the same rate. 
We are speaking now of real styles and not flashes. 


Public More Staple than Buyers 

“People are more staple concerning style trends 
than buyers. Actual selling tendencies can be charted 
year after year and a surprising fact is that very little 
fluctuation is ever shown. The hullabaloo put around 
style is generally built up by the buyer rather than 
by the customer. Buyers like to shock customers, but 
they seldom succeed. 

“This attitude on the buyer’s part, however, is re- 
sponsible for 75 per cent of the evils in retail distri- 
bution today. A policy of this nature brings in its 
trail a succession of sales, mark-downs and cancella- 
tions. It means that new things are bought in on top 
of old ones. It means that the salespeople are trained 
to sell only the new things when as a matter of fact, 
they should be trained to sell the old merchandise. 
This evil of buying, coupled with the modern depart- 
ment store methods of sweeping stocks clean regard- 
less of what they cost, results in the case of selling 
the goods at a sacrifice and immediately re-buying. 

“In a high style store such as this, we are buying 
high styles all the time. But we do have a knowledge 
of the trade, of how far to go and how much we can 
shock them. That is a matter of judgment. 

“A good point in buying that I made some time ago, 
is that I never buy any merchandise unless I sell it 
as I buy it. It isn’t enough to buy something to suit 
the buyer’s own taste. Often he must buy things that 
he personally does not like, but that he knows will 
sell to certain classifications of his trade. 

“There is lots of glamour put around this thing 
called style. The most peculiar things about it is 
that it is put there by people who do not understand 
style. Style knowledge comes to persons just as a 
matter of inspiration and ability of knowing what to 
buy and what not to buy. 

“Style knowledge depends on the ability to pick 
things which are beautiful with the certain knowledge 
that they will sell to a particular group of a store’s 
clientele, at a profit.” 


Style in Feature Shoes 


Speaking of the relation of women’s style shoes 
to the feature types, G. C. Murphy, of McCreery’s, 
Pittsburgh, writes : 


















Win Be aS liane ine ee 











“Back a few years ago customers or women only 
frequented their regular department store for style 
shoes and went to individual shops for Arch Shoes. 
Department stores stood at their guns and sold style 
shoes . . . but the depression came along and this 
style business slipped, and then these stores began to 
look for a line that offered a staple business. Arch 
lines of popular names were soon found in good 
department stores and with the assistance of expert 
fitters, they have headed the customer back to the 
department store for their comfort shoes. 

“But—these comfort shoes have taken on NEW 
lines . .. NEW features and above all—more ‘style.’ 

So these ‘comfort,’ ‘arch-types——or what you may 
care to call them—have taken their proper place in 
the field to be merchandised with ‘style’ shoes. 

“In merchandising these arch-types consideration 
has to be given to types of business you intend to 
cater—or your customer’s requirement : 

“First—the proper line has to be found. 

“Second—the proper lasts have to be selected to 
handle this type of business; consideration given to 
different type feet that you will have to serve. 

“You may call your lasts—No. 1, No. 2 and No. 3 
—or after the number the factory gives them. 

“Third—sizes are next in consideration and should 
be properly studied—the same as the lasts. 

“Fourth—styles to be bought on the lasts selected. 
Yes—we say styles for you will be a sorry fellow if 
you mistake this customer to want a pair of ‘old ladies’ 
running shoes’ as she may want a pair of Arch shoes 
on 17/8’s heels in 3-eyelet Eel Grey Tie—or others. 

' “Fifth—selection of leather or material is last 
and much easier as they run mostly in the soft leathers 
(whatever the season) . . . and ‘Black’ is more in 
preference . . . and, yes, ‘White’ is becoming a very 
good item in this type shoe for Summer (even though 
they look large). 

“In setting up a stock of arch-type shoes follow all 
five items. You know what you want to spend and 
break this down into pairs; then you can determine 
how many pairs to buy on each pattern. Some will 
require more sizes than others; for you may buy 72 
pairs on a 14-8 leather heel oxford and only 40 pairs 
on a 1-strap model, etc. If you make a careful analysis 
of your sales in your store, you can determine just how 
you want to place your patterns. 

“After a model stock is set-up it is a smooth-run- 
ning stock; for most lines stock large quantities of 
Arch shoes .. . and after each day or week the sizes 
sold can be reordered to fill in. At no time does your 
stock become unbalanced except at season-ends or 
beginning. Mark-downs are kept at a minimum and 
a profit is always made on this type footwear as it is 
always a repeat business. Very few sales are held on 
this type merchandise; hence, the more profit .. . 
and once a customer is satisfied, she is always a ‘cus- 
tomer’ as you have done something for her no one 
else has . . . and that is, given her foot comfort— 
plus style. 
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McKAY 
SPECIALTIES 


IN 


$450 rq $Q95 


retailers 
Featurin g 


WHITE 


leathers and fabrics 


of 
“SANDALS of 1934” 
e 
STRAPS 


For Misses and Children 


PUREE REECE ECE SERT EEE RUE ER EEE RS | 





= wt 500" arises 


CORRECTIVE FOOTWEAR 


Big value shoes in the $2.50 to $2.95 
retail range, with steel reinforced 
shanks, leather heels, made on good 
fitting lasts. 


@ 
FABRIC SANDALS 


If you are looking for Summer Sandals, 
made on shoe lasts, by shoemakers in 
a shoe factory, we make them. 


AT BOSTON AT ST. LOUIS 
Copley Plaza Hotel Jefferson Hotel 
Room 137 Room 453 


CHARLES 


CUSHMAN CO. 
AUBURN, ME. 


Boston New York 
Albany Bldg. Marbridge Bldg. 
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The most 
protitable 


LINE OF JUVENILE 
SHOES OBTAINABLE 
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F new conditions make the going hard, Pollyanna 

Health Shoes are the line you need. Hundreds 

of retailers find this moderately-priced line of 

juvenile shoes the key to a profitable, year-round 
repeat business. 





Pollyanna’s great record of remarkable turnovers 
is based on quick sales matched by quick stock 
service, all around excellence, and special features 
not usually found in this grade shoe. 


Made over specially designed orthopedic lasts in the 
widest range of sizes and widths, of the most care- 
fully selected materials, Pollyannas are styled to 
appeal without the hazard of becoming unsalable. 
All Pollyannas have the patented, exclusive, health 
features, Airy-Arch, which keeps growing feet 
healthy and comfortable. In a word, Pollyannas 
have everything that keeps up sales momentum, 
turnover, and profit. 


Zr | 


Write us today for information on _ exclusive 
agencies—for this is the time to start right with a 
line which pays its way and pays you a profit. 





LTH 
_ [HEAL SHOES 


keeps feet Pricep To Retait ProFiTaBLy 
—— 


~~ AT §$ 3 20 


FOR MISSES 124, TO 3 


tine Y MEAS WAL SNe es, se ates 


— ANNVILLE, PENNSYLVANIA price in proportion.” 
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WHATS AHEAD 
IN 


CHILDRENS SHOES 





* 


The Seasons Trends and 
Developments in Footwear 
for Boys and Girls 





Gradually the term “growing girls” is disappearing 
from the shoe man’s language. The term “modern 
miss,” which takes its place, is far more descriptive of 
the order of things as they are now. For the modern 
young lady in her teens, these days, is a very grown-up 
person. The same shoes, moreover, that might be 
worn by a twelve-year-old may appear on feet of twice 
or three times those years. Aunts and mothers are 
stepping out in 12/8 heels, and daughters are wearing 
far more sophisticated styles. The ages are meeting on 
« common ground of good sense and good style. 

The shoe shop catering to the teens, then, has a real 
job to do. The same old patterns, the same staple 
leathers, won’t get results. On the other hand, in 
shoes so soon outgrown, economy is still essential. 
Extreme novelties must be avoided. Good taste, sim- 
plicity, suitability must rule. It takes keen judgment, 
plus a keen fashion sense, to turn the trick. One of 
the most successful shoes on the market today is an 
excellent example of what a Modern Miss shoe should 
be. This particular model is a zipper oxford, devel- 
oped in a number of simple but new variations, shown 
in the new grain leathers, and with all the new details 
cf styling. The zipper trick gets the young girl’s 
interest. The simplicity and suitability of the pattern 
satisfies her mother. And everybody is happy—most 
of all, the retailer! 

You know the old argument—‘Which came first, 
the hen or the egg’? That’s the question about these 
new Modern Miss shoes now on the market. Are 
mothers, as well as daughters, buying these younger, 
semi-sports types because these shoes are being so 
much better styled? Or are these shoes being better 


xkk* 





siyled because there is a greater demand, from women 
of all ages, for lower heels, sports leathers and spec- 
tator types? Which was the cause and which the ef- 
fect? We don’t know the answer. But we do know 
that many factories that never went in for this sort of 
thing before, are making a line of Modern Miss shoes. 
Retailers are finding new sources of supply for foot- 
wear of this type. There is an entirely new competitive 
situation in the field—which is always a healthy sign! 


Variety in Leathers 


The development of reverse calf and all the new 
scuffed and grained leathers has a lot to do with step- 
ping up styles in junior lines. This Spring, the use of 
smaller, neater patterns in prints is especially helpful. 
From the mother’s point of view, these more conserva- 
tive printed leathers are more suitable for the young 
girl than were the heavily embossed patterns presented 
heretofore. They are decidedly more versatile, also, 
ior general town or country wear. 

Retailers are also expressing interest in the grained 
kids and goatskins for children’s and misses’ shoes. 
These have the great advantage of softness and flexi- 
bility, combined with special wearing qualities, and 
can be developed in semi-dress types that will give good 
service. These new leathers seldom require “breaking 
in.” We realize today, more than ever before, the im- 
portance of flexibility in everything worn by the grow- 
ing girl. She needs support but not restraint, for her 
feet as for her figure. 

The ventilated shoe is also a splendid thing for 
young feet. The styling of perforations and cutouts 
to give airiness without fussiness is a whole study in 
itself. 
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ALERT .:- : - 


are conducting: highly: suce | 


EDWARDS High | 








A GROWER is the perfect an- 

swer in the children’s protective 
field. Far seeing merchants recog- 
nize that there is no limitation to 
the market for this type of shoe 
when it is made of typically high 
Edward’s quality. 


Under our protective franchise plan, 
a steadily growing repeat business 
can be built with absolute assurance 
of security. 


The evidence of the soundness and 
salability of Arch Growers is found 
in the great many leading retailers 
eee who have made these shoes the back- 
aten uckle Bur je ° ° 9 ° 
ian Gane Ae , bone of their children’s business. 
ae ee Arch Growers have many features 
which protect the growing foot from 
strain and abuse, and convincingly 
appeal to particular parents. We 
will be glad to explain the Arch 
Grower construction at the St. Louis 
Show—or by mail if you are not at- 


tending the show. 





Tan Elk Blacher Oxford 
(Welt) 

2781—% Spring Heel B to E & 
adalat Lea. Heel A 
to 


ST. LOUIS 
STATLER HOTEL 
ROOM 


Tan Elk Blucher Oxford 
(Welt) 
4855—12%-8—6/8 Leather Heel 
AA to D 


Same in Black Elk 
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Quality LINES 


DWARDS regular lines of juvenile 
shoes have a high and well earned 
reputation for being the one outstanding 
shoe for the merchant who wishes to give 
his customers superior value. 


Such a reputation cannot be earned over- 
night. It grows gradually as a result of 
a number of things. There is the never 
lessening care in the selection of raw stock 
and materials. The superior excellence 
of workmanship always held rigidly to 
the highest standards. Extreme regularity 
of production which assures uniformity 
of quality and lower costs. And a stock 
department with so many years of experi- 
ence behind them that they know instinc- 
tively how to render the most prompt and 
accurate service. 


Every one of the many welt and turn num- 
bers kept continually in stock is backed 
by all these things which, in the aggregate 
sum up to that reputation so quickly ex- 
pressed by the merchant who says, “Ju- 
venile shoes? Why, I carry Edwards, of 
course. You know the class of my trade. 
They wouldn’t take anything less.” 


ST. LOUIS 
JAN. 7 - 10 - 1934 
327 
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Patent Royal Buckle 
Pollyann (Turn) 

2368—% Wedge Heel B to E 
~— — Wedge Heel A 


43081214 3—6/8 Leather Heel 
AA to 


Patent Buckle Mardell 
(Turn) 


2473—5-8—Wedge Heel B to D 
—_- — 844-12 — Wedge Heel A 
oO 


4473—12%4-3—6/8 Leather Heel 
Ato D 

5473—314-6—8/8 Leather Heel 
AA to © 


Patent Buckle Harriet 
5568—314-7—9/8 Leather Heel 
AAA to © 


314-322 N. Twelfth St., Phil. Pa. 
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Three Exckusive 
Merchandising Features in 





SHOES 


On Display January 7-10 
Rooms 844 and 846 
Statler Hotel, St. Louis 
N.S. R. A. Convention 


Here’s a new original idea. NAILESS HEELS. 
We are the first and only factory fastening 
heels with fibre rather than with hard, 
Nailess Rubber pointed, metallic nails, Nota single nail in 

Heels the shoe. Eliminates all danger of foot in- 
jury. Provides a perfectly smooth insole. 
Prevents tearing of stockings. 








The seamless one piece quarters, linings and 
doubler is an exclusive Kali-Sten-Iks patented 
feature. No seams to rip or tear. No heavy 
back stay to hurt tender feet. 


Of eourse you know the seamless Vamp, 
Lining and Doubler as constructed by Gilbert 
eliminates bunchy tongue discomfort and 
insures better fitting qualities. 


Sound Selling Points! That’s what every 
progressive retailer must look for if he ex- 
pects to keep abreast of the parade. Obsolete 
lines of merchandise must be replaced with 
new, up-to-date products. The progress and 
prosperity of every merchandiser depends to 
a large extent on ability to visualize the 
future and to correctly determine the sales 
possibilities of the various articles which 
come before him for consideration. 


Merchandising Ideas? KALI-STEN-IKS cer- 
tainly have them. 


THE GILBERT SHOE CO. 


THIENSVILLE, WISCONSIN 






New York Office Los Angeles Office 
One Piece 425 Marbridge Bldg. 327 Grosse Bldg. 
Seamless Vamp py ctl New York City Los Angeles, Cal. 
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Wider Scope in Color 


The color palette of junior shoes has been greatly 
extended by the use of prints, particularly in the scuffed 
and reverse leathers. Since these patterned materials 
need only brushing for cleaning, the neutral tones of 
beige, gray and middle brown take on a new prac- 
ticality. This is a point, we believe, that retailers could 
well stress this Spring. The neutral, printed shoe 
looks Spring-like and is the most flattering expression 
of a low-heel last, since it means a less sharp contrast 
with the majority of Spring outfits. 

On the question of navy blue, opinion is divided. 
Many stores never touch it because of the mothers’ re- 
sistance to a shoe that “won’t go with everything.” A 
buyer who does a big volume in a New York store, on 
the other hand, is more successful each year with navy 
blue shoes. She sells many navy blue one-eyelet ties 
and step-in pumps. She promotes the idea on the 
grounds that since navy is so important in junior cos- 
tumes, why not show it in junior shoes? It is neces- 
sarily an extra shoe, but a few more extra shoes is what 
the shoe business needs! 


The Pattern Story 


Modern Miss patterns parallel the style situation in 
women’s shoes—with one exception. The classic ox- 
ford is not so popular with the young girl because it 
looks too much like the regulation school shoes of her 
childhood days. She wants something a little different, 
please! Kiltie tongues and monk effects are empha- 
sized in tailored patterns. Ghillie effects are good, not 
so much in the classic model, but rather in-derived tie 
patterns. In the lighter dress shoes, the step-in pump 
and the one-eyelet, ribbon-laced ties are leaders. Opera 
pumps show a simplified expression of the toe cutouts 
featured in women’s shoes. The best straps are low- 
placed and broad, or of the T-strap sandal variety. 

[TURN TO PAGE 236, PLEASE] 
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MO-DEB and GREENFLEX SHOES 


An advance Spring model for growing girls made by the Green 
Shoe Mfg. Company. This one-strap is made of patent leather 
with contrasting lacing effects and stitch rows relieving the mo- 
notony of all-over black. This treatment bids fair to be quite 
popular in better grade shoes in the coming season. Many other 
styles for infants, children, misses and growing girls are stocked 
at the factory in a wide range of sizes and widths. 











POLLYANNA HEALTH SHOES 





THE AIRY-ARCH 


is a patented feature which keeps feet cool, com- 
fortable, and healthy—relieving excessive perspira- 
tion. This feature is found in all Pollyanna 
Health Shoes. This line of juvenile footwear is 
stocked by the makers, the A. S. Kreider Shoe Co., 
from size 5 infants’ to size 3 misses’ in widths 
Ato D. Growing girls’ sizes, 2144 to 8 are stocked 
AAA to D. Pollyannas in misses, too. 








W.L. KREIDER’S SONS 
MANUFACTURING CO., INC. 





This shoe is a good example of the character of juvenile footwear 
that has put the company’s product in many of the most repre- 
sentative retail establishments of the country. Conservative in 
design but with that attention to detail and finish that dis- 
tinguishes the excellent from the mediocre. To the traditional 
soundness of Pennsylvania made shoes there is the finish and at- 
tention to detail that marks modern shoemaking progress. 

















FOR CHILDREN AND SR. MISSES 
SEAMLESS QUARTERS SEAMLESS VAMP 
No Back Seems DOUBLER AND LININGS 
—lInside or out aig 
eliminates bunchy tongue 


—To rip or tear 
discomfort and_ insures 


—To wear out stockings 
—To rub sores on tender better fitting qualities. 


heels. 








BULB SHAPED HEEL 
PATENT No. 1,885,598 
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additional styles sy) . - Edwards quality 


You can’t afford to overlook this 
important profit maker in any 
store—Baby Welts. Be sure to 


make a note to examine this lead- 


ing line of in-stock, high quality 
welts at the St. Louis Show, and, 
if you are not planning to be 
there, drop us a line at the fac- 
tory. 


HOTEL STATLER 


ne, 
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EA 
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Again, Edwards has added quality 
to their fine line of Baby Welts, 
making this shoe the one great 
value in the country. For 1934, 
you'll want these extra values in 
selling people who demand and 
pay for the best—greater flexibil- 
ity—new duck lining—seamless 
quarter lining —and an extra 
weight sole. 


Room 327 


J. Edwards & Co., 314-322 N. Twelfth St, Philadelphia, Pa. 
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W. L. KREIDER’S SONS 


ORTHOPEDIC HEALTH SHOE 


CARRIED IN 
. STOCK 



































‘ IN 
BLACK CALF AND 
. BROWN ELK 
AT THE FACTORY 
. AND 


KREIDER-CREVELING 
SHOE COMPANY 


602 ATLANTIC AVENUE 
BOSTON, MASS. 
e 


See this shoe and the full 
_- W. L. Kreider Line while 


in St. Louis. 





at 


DAN A.HONIG SHOE | —_———a f 
COMPANY 


JEFFERSON HOTEL BLDG. 
ST. LOUIS, MO. 


TELL and SELL pie Ne 


customers on these health features 






Grae Good shoes plus talking points will make profitable 
8Y/-12, 12-3 business from now on. These orthopedic health 
shoes are sound value backed by a long standing 
reputation, and are well worth making the backbone 
of your children's shoe profit. Consider the ad- 
vantages of the talking points! 






> 


. Grain Elk Wing Tip 
Grain Elk Full Vamp 


Flexible box toes assuring comfort. Cannot curl and 
work down to injure the toes, 


Full Grain Welting 
Full Grain Insoles 
. Ground cork filler assuring cushion resiliency. 
— Grain, overweight bend soles, assuring long 5 
: wear izes 
I. V5. Vp. 
5/2 8, sl, 12, 12\/ 3 H. Special X-ray Tempered All Steel Orthopedic Shank. 8'/2-12, 12!/2-3 


+ Special Solid Leather Orthopedic Heel and Top Lift. 
Brass Slugged. %” Wedge on inside. 
+ Full Grain Kid Quarter Lining, lace stay and top 


band, assuring long wear and no dyes to discolor 
light colored stockings. 


- Special full grain long Orthopedic Counter, moulded 
S conform to lines of last, and extending to ball of 
shoe. 

Unbleached extra strong twill lining, assuring long 
wear. Fleeced inner-lining in vamp. 


M. Full grain Elk Upper Leather. 


2 o 


ammo 


Sizes 








- 
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@ W.L. KREIDER’S SONS MFG. Co.,Inc. @ 
GEORGE W. JIMENEZ PALMYRA, PA. S. E. WILKINSON 


MARBRIDGE BUILDING ARCADE BLDG. 
NEW YORK CITY, N. Y. CLEVELAND, O. 
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In Attenclance: At 
St. Louis 


Robert E. Frederick 
Dominick J. Calderazzo 
Wiley Creel 

Frank Kramer 

E. C. Smeltzer 

Fred Adams 

R. E. Smith 

George Hayes 

Charles Hinds 
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74 NEW PATENTED Oxford 


From the cruise season, right into hot weather, the "Sportana’ 
is going to lead the field for sales in smart women's footwear. 
It's got everything it needs for complete success . . . smart 
lines, quantities of perforations and will be made in all of 
the popular prevailing materials and leathers. It has an air 
of distinction which is representative of the Dainty Maid 
line for Spring— 


TO RETAIL AT 9145 TO $1.95 


Retailers will find "Sportana" an outstanding seller. Get your 
first orders in now and prepare for repeats. “Sportana" and 
the Dainty Maid Spring line will be on display at the Hotel 
Lennox, Room 706, during the St. Louis Show. Be sure to 
see it. It will pay you. 
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SELLING 
SPECIALTY FOOTWEAR 





And Its Place as a 


Profit Producer in 1934 





F we must start with a definition, let's agree 
| that the specialty shoe is any type of footwear 
other than the conventional shoe of leather 
for dress, sport and formal wear. It is extra pair 
merchandise. 
Such a definition brings instantly to mind: 


Sandals Plain sneakers 
Rubbers Clogs 
Overshoes Ballets 

Golf shoes Shoe skates 
Boudoirs Bowling shoes 


Mules Riding boots 
Felt slippers Hunting boots 
Leather slippers Rubber boots 
Scuffs Ski boots 
Basketball shoes Pacs 

Tennis shoes Bathing shoes 


And even then the list may not be complete. 

Foremost in the line-up for Spring and Summer, 
of course, are fabric sandals and canvas rubber- 
soled footwear. Originally designed for wear as 
a beach shoe, the sandal has undergone a surprising 
metamorphosis. In addition to sandals for beach 
wear or for any other place or occasion for which 
the pajama costume or shorts would be suitable, 
there are also well-styled sandals for afternoon 
wear and even for street and business wear. 

Mesh fabric will be popular; but it is important 
to know whether or not the mesh has been rein- 
forced as reinforced mesh fabric makes a better 
fitting, more durable shoe. Another novelty fabric 
has the appearance of suede, in printed effects. 
Shoes of this material are ventilated. 


xk 





Colors? Think of the rainbow and you will be 
right—if you do not forget the new color, “String,” 
found in the less colorful types. 

Patterns include straps, oxfords, ghillie effects 
and open shank models. Moulded leather soles 
will be found on sandals for street and business 
wear—crepe or composition soles for sport wear. 
Moderate height heels are found on the street type, 
covered with the same material as the shoe upper. 

Footwear of this kind sells at moderate prices and, 
with a good range of colors and patterns in his early 
season stock, the merchant has an excellent oppor- 
tunity of creating multiple-pair sales—perhaps a 
combination of street shoes and sport sandals—or a 
combination of two different patterns—or a combina- 
tion of two or even three different colors of the same- 
pattern to harmonize with costumes previously pur- 
chased. This is the class of footwear to which a 
sizable portion of the window can be devoted with. 
good results. It will be much in demand. 

Rubber-soled canvas footwear has also traveled a 
long distance since the time when it was generally re- 
ferred to as the “sneaker.” For contrast, compare the- 
thin-soled, grayish-white canvas oxford of ten years 
ago with the pastel-tinted, extra-thick-soled shoe dis- 
played at the November styles conference of the 
allied trades; or, if interested in construction details, 
with the ultra-modern, lace-to-toe basketball shoe with 
heavy sole scientifically patterned to enable the fast 
player to stop dead and turn in a fraction of a second, 
How about ventilating eyelets in the shank of the 
shoe, or decorative perforations, with also ventilate, 
in the forepart? These shoes may be had in some 
two-tone color combinations. Rubber arch supports 
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Every season the trade waits expectantly for 


Tupper. And Tupper never disappoints! 
Smart styles, authentic and original designs, 
clever workmanship .. . these are the outstand- 
ing characteristics of every Tupper presenta- 
tion, and experienced buyers are well aware of 
the fact. 


Tupper styles for Spring, 1934, are the finest 
yet! The entire line is smart and highly sale- 
able . . . a wide variety of beautiful sandals 
to suit every taste. Three are illustrated, but 
you'll want to see them all before placing your 
orders. Plan to build your Spring merchandis- 
ing and display around these distinctive 
Tupper Sandals. The fine profit and turnover 
will please you! 


The new Tupper Sandals will 
be on display at St. Louis, 
January 8, 9 and 10 at the 
Hotel Statler, Room No. 412. 


TUPPER SLIPPER CORP. 


25 LAFAYETTE STREET 
BROOKLYN, N. Y. 


SANDAL 
THE 





When writing advertisers please mention Boot and Shoe Recorder 


S? mais 

















oo 


a. 





oc 











BOOT AND SHOE RECORDER, December 30, 1933 


BUYING BEGINS WITH 
Tupe* SHOWING 
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CONNELL “correct” 


RIDING + FIELD - AVIATION 


BOOTS 
Ok 


Connell Made riding, field and aviation boots are the 
acknowledged leaders of their line. : h 

Of imported leathers, backed by quality workmanship, 
style and a complete In-Stock department with — 
shipment they are so priced that they may be profita ly 
retailed at popular prices. : 

A complete line of women’s and misses’ English Custom 
Lasted Riding and Jodphur boots in tan and black in a 
wide range in sizes also carried in stock. 


JM.CONNELL 
SHOE CO. 


Vv 
SOUTH 
BRAINTREE 

MASS. 
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have been built into some; cushion heels into others. 

These newer type canvas shoes have something to 
talk about, therefore—messages which can be put 
on display cards in the windows and interior trim— 
selling points which can be described as the shoe is. 
shown. 

By far the biggest seller in this field, of course, is: 
the fairly heavily-soled model for boys who, in in- 
creasingly larger numbers and in most parts of the 
country, put them on as soon as the ground is dry 
in the Spring and continue to wear them for every 
purpose except dress until the late part of the Fall. 
An interesting development in these shoes (also. 
found in some of the other types) is the use of a 
new type innersole designed to absorb perspiration 
and neutralize the odor. Generically, this is referred 
to as the hygienic innersole and is made of a com- 
position material. 

The use to which the rubber-soled canvas shoe 
is put spreads itself over a wide and varied field. 
White canvas shoes with rubber soles—some of 
them crepe—are the accepted footwear for tennis ; 
and with the development of public tennis courts. 
paralleling the growth of public golf courses, this 
business should show a healthy increase in many 
communities. Leather tennis shoes, incidentally, 
have also made their appearance. 

Rubber-soled canvas footwear is also worn by 
yachtsmen—perhaps not by the millionaire, but cer- 
tainly by large numbers of men, women and chil- 
dren who sail their own boats. People who paddle 
their own canoes also use them. 

Window displays visualizing the uses to which this 
type of specialty footwear can be put in your com- 
munity make an ideal advertising medium. They 
should also be included in newspaper and direct mail 
advertising just before the season opens and regu- 
larly during the early part of the season. Don’t be 
general in stating your case. It is better to say: 
“Rubber-soled canvas shoes for play” (or for tennis 
or boating or for any other use to which they are to 
be put) than it is merely to mention the name of the 
product and let it go at that. 

Shoes of this kind which are adapted for gymna-~ 
sium work have an all-year-round demand; and the 
same general statement may safely be made of the 
play shoes for children whose parents have turned 
their cellars, with the advent of oil heat, into play- 
rooms. 

Which brings us to the subject of slippers, the 
season for which, most merchants believe, ends on 
December 24, at midnight, but which have been dis- 
covered by some few alert merchants to have unsus- 
pected possibilities as an all-the-year-round sales. 
builder. We refer now to the more staple numbers, 
in felt and leather, and to the boudoir type. 

One of these merchants discovered a few years: 
ago that all the slippers in his community did not 
wear out during the two weeks prior to, Christmas. 
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It seemed to him, as he thought it over, that people 
who were accustomed to wearing slippers might rea- 
sonably be supposed to buy them when the old ones 
wore out, irrespective of the date. 

Consequently, he tossed out of the window all 
previously accepted theories of slipper merchandising 
and evolved a new one of his own. After January 1, 
he put on a sale which got rid of all the high style 
gift specialties which he had stocked for the holiday 
season. Then he filled in sizes on half a dozen num- 
bers in staple colors.and patterns, including boudoirs. 
After this he sat down and waited. 

Briefly, he found there was a small but steady 
demand for these staple slippers until about July 1, 
at which time there was a sudden increase in the 
number of sales, amounting almost to a rush. 
There was another, lower sales peak, after Labor 
Day. 








CAMCO SANDALS AND STREET 
SHOES 





This pattern is known to thousands of retailers be- 
cause of its tremendous popularity during the past 
season—it is so good that its sale will undoubtedly 
continue in the coming months almost as a staple 
for this type of Summer specialty shoe. One of its 
noteworthy features is the Vultex Impregnated Mesh 
—processed mesh claimed to overcome the objectional 
faults of stretching and quick wearing. Camco San- 
dals and Street Shoes are made by the Cambridge 


The reason for this Summer sales peak, he Rubber Company. 


learned, was that people going away on vacations 
liked to take new slippers as a part of their vaca- 
tion wardrobe. Some of them were staying in the 
homes of friends, some in hotels; in either case, 
they wanted to look their best and not have the 
maid see a battered pair of bedroom slippers or 
boudoirs or mules reposing in their rooms in the One of the season’s outstand- 
morning. ° 

Padded sole slippers are fairly new in the market. 
Slippers which can be folded and tucked into a neat 
leather envelope constitute a novelty which sold well 
before Christmas. Scuffs in which to shuffle around 
while dressing take the place of slippers in some 
wardrobes. 

Now come a few thoughts on shoes for the real 
golfer—the man or woman who plays steadily and 
consistently from Spring until frost, on the public 
course or at the private club. 

The chief requirements of a golf shoe are that 
it be made over a roomy last and of substantial 








Raynshu Ties 


ing novelties in rubber gaiters 
which features the ghillie lace 
idea instead of the customary 
mechanical fastener. Made by 
the Cambridge Rubber Com- 
pany in three different finishes, 
each with or without water- 
proof fur cuffs. BONNIE TIE 
(as illustrated) with reptile 
finish. 











: TUPPER SLIPPER CORPO. 
RATION 





A smart, new T strap sandal, made of white pig, which is repre- 
This heautifel dhinestene eendel. ereated end mene sentative of this line of popular-priced shoes, slippers, and san- 
factured by Tupper is probably the newest and latest dals. This sandal can be had in a variety of popular colors, 
trend in sandals. Buyers throughout the country are such as Black, Beige, Light Beige, White, ee. These shoes are 
receiving this number in large quantities. In 1933, adapted for a long-selling season, from the beginning of the Spring 
during the month of June, the Tupper Slipper Corpo. cruising season through the hot months of Summer and into the 
ration received 400 telegrams asking for deliveries and early Fall. The line is smartly styled and includes the patterns 

greatly in demand for general street, sports and beach wear. 


placing orders on Tupper Sandals. Tupper Sandals : 7 , ; 
are smartly styled, fit well and give merchants a pleas- Hy? oe e model contains perforations in toe, and carries a 


ing profit and turnover. 
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THE SEASON'S 
BIGGEST HIT 
IN GAITERS 





RAYNSHU 
TIES 


brought Camco dealers a better price 
and profit early in the season. 


During the month of January, 
Raynshu Tie dealers are selling this 
style. without the usual mark down 
or loss of profit. 


Dealers increase the number of their 
customers when they offer style. And 
women will pay any reasonable 
price when they want style. 


WOMEN WANT RAYNSHU TIES 


Camco also has a complete line 
of rubber and cloth gaiters, and 
rubbers for men, women and 
children. If you have not gotten 
the most out of your rubber foot- 
wear, resolve now that you’ll line 
up with the line that pulls cus- 
tomers into your store. 


BOSTON NEW YORK 
600 ATLANTIC AVE. 125 DUANE ST. 














CAMBRIDGE RUBBER COMPANY 


General Offices and Factories 
CAMBRIDGE, MASS. 








TENNIS AND 
ATHLETIC 
FOOTWEAR 





THE KNOCKOUT 


SNEEX 


Again Camco does the unexpected! This 
time in boys’ tennis shoes for 1934. De- 
velopment of new mechanical methods 
has made possible the new “Balloon 
Tread” illustrated on the Knockout style 
above. Never before have such durable, 
high-relief corrugations been accomp- 
lished in the moulded sole price range. 
This heavy, stubby-looking, tough sole is 
just what boys want. The Knockout will 
be just that at a retail range from $1.19 
to $1.29. 


The Sneex line also contains a very popu- 
lar price style—The Skipper—which re- 
tails at a dollar or under. And there are 
specialized Sneex Athletic Shoes for Bad- 
minton, Squash Racquets, Basket 
Ball and Tennis which offer extra 
sale profits to the dealer when re- 
tailed from a dollar to three dol- 
lars. 


All special features in these shoes are either 
Patented or Patent Pending. 


CHICAGO AND 
317 W. MONROE ST. LEADING WHOLESALERS 
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CAMCO 


SUMMER | STREET 
SANDALS SHOES 







DON’T MISS THE PROFIT 
which CAMCO dealers 


get year after year with the original styles and high selling appeal of this 
line. Remember the popularity of the style shown above last year? This 
season it will be a staple. And Camco will back it with a line of quick 
selling, high style novelties that brings in extra sales and full profit. 


The new Camco line includes... 


@ Smart new fabrics ... meshes ... prints . . . underlays 
... overlays... cutouts... and perforations. 


Colors suited to the demands of fashion. 
High and low heels . . . leather and crepe soles. 
Washable and durable fabrics. 


The better wearing . . . shape retaining Vultex Impreg- 
nated Mesh . .. so popular last season. 


In planning your Spring and Summer selling Campaign, 
see the Camco line first—and remember the profits that 
style originality bring to Camco dealers. 


CAMBRIDGE RUBBER CO. 


LEATHER SHOE DIVISION... CAMBRIDGE, MASS. 
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LARGEST 
BOOT STOCK 


in America 


For Immediate Delivery 
















Riding No matter how large or 
A small your boot require- 
Field ments may be, we are pre- 


pared to take care of 


Aviation your wants. Our huge 
stock and variety of styles 
Jodhpur in various price ranges 
* enables dealers to make 
Hunting more profitable sales to 
d the satisfaction of their 
an customers. 

Accessories Write for Catalog BS-12-30 

COLT-CROMWELL CO., Inc. 


Est. 1899 
1239 Broadway, New York City 
911 Se. Les Angeles St. 
Les Angeles, Calif. 
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Union Made 
BREWERS’ 
BOOTS 


boots. 


Tannery and Farm Workers. 


uppers. (Triple H weight) 
Crimped vamps 
No. 1 oak bend outsoles 


nersoles. 


counters 
Solid oak leather whole lift 
Is 
Five cord linen stitching 
Brass nailed construction 


additional style numbers. 


tion. 


UNION BOOT 
MANUFACTURING 


COMPANY 
1525 North Tenth Street 
Sheboygan, Wisconsin 





Genuine Old Time all leather 


For Brewery, Packing House, 


Full grain chrome waterproof 


Heavy, 6 iron, oak leather in 


Heavy, 6 iron, oak sole leather 


Write for prices and details of 


Samples gladly sent for inspec- 


Successors to Columbia Shoe Co. 





materials, substantially put together. Whether it 
be one-toned or two-toned, welt or genuine moc- 
casin, plain toe or wing tip, saddle or what-not, it 


MUST stand the gaff. 
And don’t overlook the fact, in fitting these shoes, 


that whereas your customer may enter the store wear- 
ing silk hose, he or she will be wearing much thicker 
sport socks or golf stockings over that particular pair 
of shoes. 

Other types of specialty footwear mentioned 
earlier in this article are even more highly specialized 
in use than those discussed at some length. 

These are what the writer thinks of as “hobby 
shoes” and it isn’t a bad thought at that because it 
indicates the kind of investigation on the results of 
which a merchant may safely base his decision as 
to whether or not to carry them. 

Practically every man, many women and some 
children have hobbies, or perhaps» they should be 
called avocations. It may be bowling, hunting, fish- 
ing, clogging, tap dancing, ballet dancing or any one 
of a dozen or more recreations designed to keep the 
human race sane and well balanced. When any of 
these hobbies pop up in a community in sufficient 
strength, then the specialized shoe which makes the 
hobby more enjoyable will sell. 

Find these hobbies, stock the footwear necessary, 
display them—or better still, work up a mailing list 
of logical prospects—and go to it. 


WHAT'S AHEAD 
| IN 
CHILDREN’S SHOES 


[CONTINUED FROM PAGE 225] 


Sandal Possibilities 


This Winter New York stores have done remarkably 
well with evening shoes for young girls. A silver kid 
sandal with simple cutouts, in either a Baby Louis or 
13/8 Continental heel, has been sold and reordered all 
along Fifth Avenue. This reflects the general situa- 
tion—evening slipper business has exceeded all ex- 
pectations. This same simple sandal will be carried 
by some stores in white calf or kid as a Summer dress 
shoe, or in dyeable crepes for parties and weddings. 

An item that shoe stores shouldn’t overlook, we be- 
lieve, is the junior business to be done in inexpensive, 
knock-about Summer sandals. In fabrics or inexpen- 
sive leathers, linen weaves—pique—service calf. Shoe 
stores have let most of this low price business go to 
the big department and chain stores. But this year 
there is a strong fashion emphasis on low-heeled, in- 
formal sandals for grown-ups. The rubber footwear 
companies are styling up their lines. High grade shoe 
factories, who never touched this sort of thing before, 
are going in for it now. Mothers and aunts will be 
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wearing these sandals and buying many of them in 
shoe stores. It won’t take daughters and nieces long 
to follow suit! And the store alive to the tastes of the 
young generation needs some of these novelty sandals 
for its Summer bill-of-fare. 


Boys’ Shoes 


There is a tremendous difference in the styling of 
boys’ shoes and the selling of boys’ shoes in different 
stores. A store whose boys’ shoe department is a part 
of the men’s department, so that men buy the shoes 
and men salesmen serve the boy, will have an entirely 
different stock and trade when compared to the store 
which has their boys’ shoe selling in with the girls’ or 
juvenile department, with possibly women buyers. 

In a boys’ section which is with the men’s or adjoins 
the men’s, there will be a decidedly more mannish 
character to the merchandise offered. Plenty of 
brogues and medium full toes will be freely sold. Good 
sturdy shoes to regular boys. Then to talk with buyers 
of boys’ shoes who also buy the girls’ shoes and con- 
siderable talk is heard of the “narrow toe influence” 
in boys’ shoes and the “more refined” types which will 
be manifest for the coming spring season. 

Between these two fields of boys’ shoe styling lays 
the great middle class, or selling to the average boy. 
Right here is where the number one seller will be a 
long wing tip, medium toe bal oxford of Norwegian 
grain, leather sole. Next in importance, but way be- 
hind in sales importance, will be a shoe of brown elk- 
finish leather, with possibly a shark tip, on a medium 
toe last. These shoes are about what the regular boy 
considers his ideal, because they are comfortable and 
will stand a lot of punishment without an undue 
amount of care. 

There are many new effects in perforations which 
will give a new zip to the Spring styles. A great deal 
of attention is being given to pattern detailing. 
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DANIEL GREEN COMPANY 
Qa 





A new idea in a man’s slipper now being featured by Daniel 
Green. This slipper when on the foot can hardly be distinguished 
from a street shoe, and this makes it an ideal slipper for the ex- 
tremely fastidious man who does not favor the use of slippers for 
other than bedroom purposes. Also, a feature of the above model 
is the use of rubber shoe laces. This type of lace enables one to 
put the shoe on and take it off without unlacing the laces. This 
is made in black calf and wiih leather lining, and is stocked in 
that color only. However, it can be made on special order in 
practically any leather color desired. 








SNEEX 





This is the Knockout style of the Sneex line made 
by the Cambridge Rubber Company. The upper 
design is of the type with a strong appeal to boys, 
and is rugged. A noteworthy feature of the Knock- 
out style is the “Balloon Tread” sole which is pro- 
duced as a result of new mechanical methods 
giving a pattern of high relief, and accentuating 
the heavy, stubby look which boys like. 

Included in the new Sneex line is a number named 
the Skipper. 











TUPPER SLIPPER CORPO-.- 
RATION 





The model illustrated is characteristic of the beautiful 
patterns and craftsmanship of the Tupper Slipper Cor- 
poration. This particular model made of very fine 
brocade trimmed with gold and silver is a popular seller 
in the finer shoe stores. 

Tupper Slipper Corporation has acquired an excellent 
reputation in the trade for their specialty shoes. 


SELVA AND SONS 


The newest creation of Selva is the pictured Ballet Pump per- 
fected so that it is equally practical and serviceable for Ballet 
Dancing as well as- Interpretative and Acrobatic Dancing. By 
building the pump on both a left and right last its usefulness is 
increased and seams or ridges are eliminated from the inside. 
Can be had in all colors Suede. Despite its improvements Ballet 
Pump is no higher in cost than other well made product. This 
Ballet Pump is carried in stock. 
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THE ARISTOCRAT OF FLEXIBILITY 
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This modern shoe, distinguished 
for grace and flexibility, is made on 


standard U/C equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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MODERN 
SHOE CONSTRUCTION 


* 





seven Principal Methods 
of Shoemaking in Use 


Today and 


What They 


Mean to the Merchant 





4 } YHE United States makes and uses more shoes 
per capita than any other nation in the world 
and consumes in per capita value more than 

double, and almost triple, the allowance of any other 
nation. We have now become a great shoe-wearing and 
style-appreciative people. Truly, the American mer- 
chant is the leader by the grace of a consuming public 
as well as clever designing and making. 

Back of all this is the foundation of shoe machinery 
making possible the right shoes at the right time for 
the complex needs of a people. Without the system of 
shoe machinery, it is problematical that such progress 
would be possible. 

Prior to 1850, practically every shoemaking process 
was a hand process. With the advent of shoe ma- 
chinery, the methods of centuries changed. Today the 
machine performs each process with great accuracy, 
rapidity and economy. In no other industry has the 
introduction of machinery been more complete or more 
revolutionary. 

During the last thirty years the growth of the boot 
and shoe industry has been phenomenal, due primarily 
to machine standardization and cooperation. Today, 
manufacturers, large or small, can obtain machinery 
on equitable terms, with special privilege to none. The 
system of machinery, as used in the shoe industry, 
lowers the cost of manufacture, simplifies the problems 
and facilitates the business of every shoe manufacturer 
and retailer and helps to bring the best shoes within 
the reach of the people. 

The buyer of shoes has ever been confronted with 
the problem of selecting, within his price range, shoes 
of style, material and workmanship that will appeal to 
his customers. But the successful retailer finds that 
he must also consider fit, comfort and satisfactory 
wear, or, in other words, the type of construction. 


Kk 





In former times, this was only a question of Welts, 
Turns, McKays or Nailed shoes, but now it may be 
very confusing unless the buyer acquaints himself with 
the merits and uses of the various types of shoe con- 
struction. 

Although the retailer is not expected to master the 
many intricate operations necessary in making the 
shoes he sells—in some models as many as 210 distinct 
operations are possible—a necessary part of his equip- 
ment should be a general knowledge of how the differ- 
ent types of shoes are made and the ability to recognize 
each type and readily to distinguish one from the other. 

Because of the different methods of manufacture, 
the seven principal types of the modern shoe are 
named as follows: 


Welt McKay Turned 
Littleway Lock Stitch Stitchdown Cemented 
Nailed 


The distinction lies in the process by which the sole 
is attached to the upper, which is the manufacturer’s 
most important problem. 

There are other types of shoes, such as the Standard 
Screw, and the Pegged, but these have limited uses 
and the method of construction is obvious from the 
name. 

Exclusive of work shoes, SOLE ATTACHING is 
a choice between Chain Stitch, Lock Stitch, or Cement. 
This choice is open regardless of how the shoe is lasted, 
except that the tack lasted shoe cannot be lockstitched 
as the tacks cause the thread to strand and ravel. 

The chain stitch of today is an improved McKay 
stitch consisting of a single thread with the loop on 
the outside surface of the channel bed and just under 
the channel leaf. 

The Lock Stitch seam is used for attaching the out- 
sole to the upper and insole on the inside of the shoe, 
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“Repeal 


of Peely Soles | 


Has been celebrated for almost six years now by smart women everywhere ... 





It started in 1928, this popular revolt against “‘peely”’ soles, against shoes with 
harsh and unsightly seams and ridges. The Compo technique brought a new 
era of improved manufacturing method—and better shoes. Since then, the 
production of smooth, sole-smart Compo shoes has increased with every 
season. More manufacturers are making them. More retail merchants are 
learning that the Compo technique means a type of footwear which is more 
satisfactory to their customers and profitable to themselves. 


TRADE MARK 
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Hwo New Units f Compo Service 


The Compo exhibit at the N. S. R. A. Con- 
vention will be in the Hotel Statler, St. 
Louis, suite 816. Here we will present for the 
first time two more of Compo’s distinctive 
contributions to the shoe industry. The 
first is a new and highly perfected line of 

~ dyes for fabric shoes. Six outstanding im- 
provements stamp this dye as far superior to 
any now on the market. 


The other is a new model of the Dodge Pump 
Former—an unusual piece of equipment for 
the shaping of pumps which has been used 
with such great success in factories. A special 
model is designed for use in retail stores and 
should prove invaluable to the retail trade. 





These new services are but two of the reasons why the Compo exhibit will again prove a 
center of interest and attraction—more so than ever. In addition to the great variety of 
shoes in standard Compo construction there will be a most important display of single- 
sole Compo shoes made by the Sbicca Method—from the sample lines of leading manu- 
facturers. An exhibit you must not miss—suite 816—the Statler. 


COMPO SHOE MACHINERY CORPORATION 


NEW YORK BOSTON ST. LOUIS 


COMPO MAKES THE MACHINERY 
THAT MAKES THE BETTER SHOES 
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MORNING 
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WAR 


This popular type 
of shoe construction 
is Found in a wide 
range of smart styles 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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or, in the case of Goodyear Welts, the welt and outsole 
are attached to each other on the outside margin or 
edge of the shoe. This seam has two threads, and at 
small intervals they are locked around each other in 
the body of the outsole. This double loop forms a peg 
much larger than the needle hole so that the sole is held 
firmly even after the outer thread is worn away. Each 
lock is thus a single fastening, and the whole is a series 
of hinges, all making for a secure and flexible fasten- 
ing. 

Cement is a bond of fibres (water and air-proof) 
with the turned-in edge of the upper rigidly stuck to 
the flat surface of the sole. 

Shoes are made today in all the foregoing methods 
of sole attaching. The basic methods follow: 


The WELT Shoe 


From the man who originated the special machinery 
required, the Goodyear welt shoe takes its name, also 
because a welt is used in its construction. The welt is 
a narrow strip of leather extending from the front of 
the heel around the shank and forepart. The insole, 
upper and welt are first sewed together. To the pro- 
truding welt the outsole is next stitched with a lock 
stitch seam, thus leaving the inner surface of the bot- 
tom of the shoe free from stitches or tacks and smooth 
to the foot. This is a distinguishing feature of the 
Goodyear welt shoe. 

The Goodyear welt shoe can be identified by examin- 
ing the inside and lifting the sock lining if there is one. 
The inside is smooth. If lasting tacks or threads can 
be felt or seen, it is not a Goodyear welt. 


The McKAY Shoe 


The McKay shoe is so named because Gordon Mc- 
Kay financed and improved a machine, invented in 
1858 by Lyman R. Blake, which sewed the soles of 
shoes to the uppers. The upper is lasted to the insole 
by means of tacks driven through the insole and 
clinched against the steel bottom of the last. The out- 
sole is then attached by the McKay sewing machine, 
which makes a chain stitch through and through to 
the inside of the shoe. The surface of the insole is 
then covered by a sock lining. 

The McKay shoe is identified by lifting the sock 
lining so as to see the chain stitch seam near the edge of 
the insole, and also the clinched tack points. 


The TURNED Shoe 


Deriving its name from the process used, the turned 
shoe is lasted and sewn wrong side out and then turned. 
It has no insole, the upper being stitched directly to a 
prepared rib on the outsole. In 1862 Auguste Des- 
touy invented a machine with a curved needle to sew 
turned shoes which later was perfected by Charles 
Goodyear and is known today as the Goodyear turn 
sewing machine. 

To identify the turned shoe, lift the sock lining and 
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notice the seam in a groove at the edge of the sole. 
(The sewing which shows in the McKay shoe is some- 
what away from the edge.) 


The LITTLEWAY Lock Stitch Shoe 


Shoemaking by the Littleway Lock Stitch process is 
based upon the use of the Littleway staple lasting ma- 
chine which fastens the upper and lining directly to the 
insole by a fine wire curving staple which does not 
penetrate through to the foot surface of the insole. 
The Littleway has, therefore, a tackless forepart and 
shank with no metal next to the foot. The sole at- 
taching is by means of a lock stitch seam, previously 
mentioned, on the inside of the shoe. 

Littleway staple lasting is also used very extensively 
on cement shoes. 


The STITCHDOWN Shoe 


In making stitchdown shoes the upper is not turned 
under as in other processes, but is turned out at the 
sole line and stitched down to the outsole, therefore the 
name, stitchdown. A welt is used except in the cheaper 
grades and is stitched on the surface of the out-turned 
upper. 

The highest grade of stitchdown has three soles, 
the insole, the middlesole and the outsole. The shoe 
lining is turned in and cemented to the bottom of the 
insole, the upper is turned out and fastened to the mid- 
dlesole by small staples or chain stitch, and finally, the 
outsole, middlesole, upper and welt are stitched to- 
gether on the outside of the shoe with a lock stitch 
seam. 

The CEMENTED Shoe 


Less than a decade ago, modern chemical and me- 
chanical ingenuity conceived the possibilities of attach- 
ing the sole to the upper by means of cement. Perfec- 
tion of Pyroxylin cements and solvents made this 
process possible and commercially practical. The ad- 
hesion depends upon the proper amount of cement— 
no more, no less—and the raising of fibers on both sur- 
faces to be attached by means of a roughing operation. 
Variations in methods of lasting have produced sev- 
eral varieties of cemented shoes. Inasmuch as this is 
the newest of the methods of sole-laying, we describe 
more fully the fundamental cementing process. 

1. Cement lasted and cement soled: This shoe is 
one in which the upper is held to the insole and the 
outsole to the upper by the use of latex cement. It is 
side lasted with tacks partially driven in and later re- 
moved after the cement is dry. The toe is bed lasted 
and held until dry in the same manner as the rest of 
the forepart. The heel is bed lasted in the usual man- 
ner. Following the removal of the tacks, the excess 
lasting allowafice is trimmed away in the forepart and 
shank. The shank and forepart are then roughed and 
the shank piece placed. 

2. Staple lasted and cement soled: This type of shoe 


[TURN TO PAGE 248d, PLEASE] 
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KEEPING 
Old Friends 
and 


Making New 


Yours may be a big-city or 
a small-town shop. In either 
case, don’t overlook the rec- 
ognized truth that your store 
interior should create more 
than just a favorable impres- 
sion. It must exemplify 
studied thought in the plan- 
ning of every feature if you 
are to retain old customers 
and attract new—particularly 
when competition is keenest. 


As in any detail of the in- 
terior effect, whether it be 
the furniture, floor covering, 
lighting fixtures, or what not, 
the boxes on the shelves—or 
specifically the fronts of 
those boxes should harmonize 
as a definite part of the en- 
semble. Neglect of that 
phase of store design is today 
inexcusable. 


May we urge the early 
adoption of a new label for 
your carton fronts if your 
present style conflicts with 
your general store color 
scheme or if a more modern 
design is needed. 


4 





ESTABLISHED 1675 





a 


A NOTABLY increasing de- 
mand exists for end-labeled cartons 
as evidenced by new label specifica- 
tions received here at LABEL 
HEADQUARTERS the past few 
weeks from hundreds of discerning 
shoe retailers and wholesalers the 
country over. It is certain that a 
carton carrying an attractive, col- 
orful END LABEL fits perfectly 
into the new scheme of things with 
regard to cost and expediency. 


Your request for specimens of 
TOLMAN LABELS and full 
information regarding the 
Tolman Servicing Plan will 
have our immediate attention. 





TOLMAN PRINT, 


BROCKTON, MASS. 


LABEL HEADQUARTERS to the 
shoe trade since 1875 -:- -:- -:- 


Inc. 
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“FINDINGS—PROFIT KEEPINGS’ 





“Shoes Alone’ 


* 


Make a Thin 


Business—Articles Accessory to 
Shoes Expand Sales Possibilities 





HEN a journeyman shoemaker of old Eng- 
Wii was paid a fraction of a pound per week 

and given his food and lodging, he was 
“found.” Food and lodging were extras. 

W hen he went to work the tools which he used, plus 
lining, thread, etc., were known as “findings.” They, 
also, were extras—not the main thing, which was 
leather. 

The first shoe stores in this country were operated 
by custom shoemakers, who had a lucrative side trade, 
among other things, in buttons, to replace those which 
had dropped from their customers’ shoes. If buttons 
were classed as “findings” in the shoe manufacturing 
industry they must also be “findings” when sold indi- 
vidually over the counter. They, too, were extras. 

Which explains, simply and clearly (if you can 
understand it), for the fact that gaiters, polish and 
cleaners, hosiery, shoe trees, buckles and other orna- 
ments, arch appliances, shoe bags, heel protectors, 
laces, bags and a dozen or more articles of merchan- 
dise are now sold at what most merchants still call 


the “Findings Counter,” or in the “Findings De- . 


partment.” 

They, too, are extras—sources of extra profit. 

Cleaners, particularly for white shoes, should be a 
prominent item in the stock of every shoe store next 
Spring and should be given an up-front position in 
interior display, and in store windows as well. These 
white cleaners come in two forms—liquid and stick, 
the latter being not unlike white crayons. The liquid 
can be spread more evenly over the surface of the 
leather and is usually preferred, therefore, for a!l 
white shoes. The stick cleaner, however, is advo- 
cated by most manufacturers for shoes which are fairly 
heavily trimmed with leathers of a contrasting color. 
Some of the stick cleaners come in cylindrical boxes, 
one outside end of which carries an abrasive with 
which to loosen the dirt on leathers of the suede type. 
Cleaners for smooth-finish leather are mostly creams. 


xk * 








Polishes are generally divided into liquid or paste, 
and the tendency in the manufacturing end of the 
industry is to make containers sufficiently attractive so 
that they will attract attention in the store. 

Cleaners and polishes, as are all findings, in fact, 
are sold by suggestion. In the case of white footwear, 
the merchant can feel that he is doing the customer 
a real service in presenting it after the shoe sale has 
been completed. It will be obvious to the customer 
that white shoes require cleaning frequently and no 
argument is necessary other than to point out that the 
cleaner being offered makes it easy and inexpensive to 
do the job at home. Furthermore, it is always at 
hand when the services of an expert shoe cleaner may 
not be. 

An argument not sufficiently stressed in the sale 
of polishes is that they help to preserve the leather 
and keep it soft and flexible. Every manufacturer 
can and will give merchant customers instructions as 
to the best way to apply their brand of polish; and 
these instructions should be passed on to the customer. 

Shoe trees are an indispensable part of everyone's 
shoe wardrobe and should be sold as such. It seems 


hardly Mecessary to point out that they help shoes to 


keep théif shape over a longer period of time than 
would otherwis Ba, the case; and that, by so doing, 
they increase the life’of Yheshoe. Wet shoes, allowed 
to dry out without trees, may never again he as shapely 
as they were before. 

These are facts which have been proven. They can 
be presented in casual conversation or their message 
can be conveyed by means of printed cards to be used 
in window and interior display. 

One merchant makes a habit of treating the shoes 
he has taken from the customer’s foot while fitting 
him to a new pair. Another merchant devotes a small 
section of his window at regular intervals to an ex- 
hibit of a pair of worn shoes—one treed and the other 
shapeless. Another merchant whose chairs are so 
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1926—3,322.840 Cartons Sold 
1933—15,000,000 Cartons Sold 


A record that unquestionably will be exceeded for 1934, for retailers and 
department store buyers are fast learning the value of the Claff Automatic 
Process Box and its place in the merchandising of shoes of the future. 


Distinctive individually designed cartons produced by an automatic process— 
10 standard sizes to pack properly any shoe. 

















The Box with 
the double 
laminated ends 
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Selling Laces 


How many times, in removing a customer's shoes, 
have you noted a broken lace? And how many times, 


noting it, have you said: 


“May I put in another pair of laces for you? 


won't take a minute.” 


In fact, that very sentence recently resulted, to the 
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arranged that all customers face the findings counter 
with cabinet underneath devotes the center of the 
cabinet to a display of trees, and is now trying to solve 
the problem of how to install an inconspicuous spot- 
light which will throw them into high relief. 

It would consume entirely too much space to give 
even brief descriptions of the various types of trees 
on the market. They can be had, however, adjustable 
or non-adjustable (as to length) in a wide range of 
prices; and no merchant need hesitate to stock them 
because he fears the retail price will be more than his 
trade can be persuaded to pay. 


It 


writer's knowledge, in the sale of three pairs of laces, 
as the customer wisely decided to stock up on the 


spot. It was a 30-cent sale without effort. 


Laces come in high-grade cotton, mercerized, and 
silk. There are specialty laces, of course, of other 
materials—notably leather. Colors have made their 
appearance designed for wear with two-tone sport 
footwear. ‘Tasselled ends have added to their style- 
ful appeal—and an adequate stock for a small store 
can be kept in a cabinet occupying not much more 
space than a shoe carton—adequate as to quantity, 


variety of color and length. 


The number of articles of merchandise which can 
be and are being sold at the findings counters of shoe 
stores is nearly legion, and the list given at the begin- 
ning of this article does not cover the ground com- 
pletely by any means. On the other hand, it is not 
the intention of the Boor AND SHOE RECORDER to 


advise stocking all of them. 


The merchant in his store, with his knowledge of 
his trade and its requirements, can best determine 
what of these articles he can reasonably hope to sell 
without adding unduly to his sales expense and with- 
out increasing his investment to the danger point. 
His common sense will keep him from pushing too 
many things after the completion of a shoe sale; and 
his knowledge of people will guide him in selecting 


which one or ones to suggest. 


In the Box 


Not enough attention is paid in many stores to the 
shoe carton. Its color, the label on the end and even 
the construction of the carton play an important part 
in determining the appearance of the store interior. 
This latter may seem a bit far-fetched, but the writer 
has been in many stores in which cartons have been 
seen split along one of their vertical edges or in which 
the carton tops had a decidedly crushed appearance. 


Most of this can be avoided, say leading manufac- 














““AMERICAN’’ 


INTERLOCKING SHOE STORE 
CHAIRS 


Economical, efficient, comfort- 
able, good looking chairs for 
shoe stores. 

Thousands in daily use. The 
Interlocking feature makes pos- 
sible an economical arrangement 
both from the standpoint of 
space and dollars. Arranged in 
groups of two in an informal 
manner where space _ permits, 
they are quite adaptable and 
pleasing. Where space does not 
permit, arranged in sections they 
provide individuality in seating 
space and comfort to patrons. 
Coverings arte obtainable in har- 
monious patterns to .fit in with 
interior decorative schemes. 


Interesting booklet, “New Styles in Shop Seating,” will prove 
helpful to any merchant planning an improved interior. 








* 





The SIMPLEX Shoe Tree 


A self-adjusting shoe tree, at a popular price. 
finds the answer in a patented spring which re- 
quires only a gentle squeeze for inserting or re- 
moving from the shoe. Variation for the differ- 
ence in height of heels in women’s shoes and in 
men’s is allowed for in the shape or contour of 
being different 


trees for women’s shoes 
those for men’s shoes. 











Dr. Scholl’s INDIVIDUALLY FITTED 
and ADJUSTABLE ARCH SUPPORTS 





No two feet are alike. Hence when a foot weakness develops 
or an arch has to be supported and correction accomplished, in- 


dividual attention must be given. 


Dr. Scholl’s Foot-Eazer and Arch Supports fit into any shoe com- 
fortably. The proper size and width appliance is fitted—and con- 
formed to the arch by a gentle tap or two with Dr. Scholl’s Raw- 
hide Hammer and use of his Arch Fitter. 
improves the appliance is again readjusted to meet the improved 


condition. 











When the condition 
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Your Irip to the 
N.S.R.A. @onvention 


Won’t Be Complete Unless 
You Visit the Scholl Exhibit 


Fat astm cet ctin catia cote Y mY tie cn ci tea Ye ce cn ett ca tn oY eS cca ct, tian TY ct cst, att ct. tte i. sn, Y aAns 


STATLER HOTEL, ROOM 928 


Year after year, dealers have found it well worth their time to visit 
the “Scholl” Exhibit while attending the N. S. R. A. Convention. 
This year even greater interest than usual will be centered upon this 
particular exhibit. 


Since the last convention, The Scholl Mfg. Co., Inc., has brought 
out a number of new appliances and preparations which are receiv- 
ing a very hearty reception from the trade. Naturally, you will want 
to hear about these new profit-producing products. 





When you have learned of our far-reaching advertising and sales 
promotion plans for 1934—the greatest in the history of the com- 
pany—you certainly will return home filled with a new enthusiasm 
and determination to make your foot comfort department a bigger, 
better and more profitable feature of your business. 


Don’t fail to drop around and see us. 


Remember, the Room Number is 928, Statler Hotel 


THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Appliances and Remedies in the World 
213 W. SCHILLER STREET, CHICAGO 


62 W. 14th Street, New York 112 Adelaide Street, E., Toronto 
188-194 St. John Street, E.C.1, London 
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turers, by using cartons in which the stock has been 
creased, instead of scored, along those lines where the 
folds are to be made in transforming the flat sheet into 
the finished box. This type is a bit more expensive to 
make, but money can be saved by buying them with 
their decorative paper covering attached only to the 
front end of the carton and lid, as compared with the 
box which is completely wrapped in this decorative 
paper. 

In regard to carton labels, it is obvious that they 
should be carefully and tastefully designed, as they 
are not only a source of information, but a part, as 
well, of the store’s interior decoration. Many re- 
tailers make a practice of changing their carton la- 
bels once a year, either in color or in design, or in 
both, in order to change the appearance of the store 
interior and freshen it up. 

Two of the leading manufacturers of shoe cartons, 
aiter extensive research, have agreed on a standardiza- 
tion of shoe carton sizes. At one time, there were 
4,000 different sizes, many with dimensional variations 
cf not more than one-eighth of an inch. Under the 
new schedule of standardized sizes it is hoped there 
will be only 14—which will not only simplify produc- 
tion problems but will also correspondingly lower the 
price. 


Displays Sell Accessories 


“Our interior display of findings and shoe acces- 
sories, such as bedroom slippers, hosiery and bags, 
has been largely responsible for our success in selling 
them,” asserts Lynn Knowles, manager of the Walk- 
Over Shoe Store, Salt Lake City. “Our displays of 
slippers are set up in a prominent place on top of 
tables which make it possible for customers being 
fitted with shoes to see them and get the mental sug- 
gestion that they really do need a new pair of slippers 
or hose. 

“A large compo board display has also sold many 
shoes for us. This shows an artist’s easel with 
patches of varied colored paint just large enough to 
hold a cardboard of the same color on which the dif- 
ferent styles in the shoes and the various colors are 
shown. Paint brushes terminating out of the easel 
add a touch of color. The easel is of beige with gray 
background. 

“Our shoe wrapping and hosiery departments are 
all in one. When shoes are being wrapped a pair of 
silk hose of the exact shade to be worn with the shoes 
is laid alongside of them so that the customer sees 
how well they blend. This always tends to increase 
hosiery sales. 

“At the first of the season we had a complete dis- 
play of all shades of bags placed adjoining the shoes 
so that a customer could pick up the bag that matched 
the shoes and put the two of them together, thus in- 
suring herself of a perfect match. ‘A careful check 
on this showed that one out of every three customers 
buying a pair of shoes from us also bought a bag.” 
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SHOE FORM CO. 





Tre-ettes are decidedly effective for both the retailers’ display 
shoes and salesmen’s samples, giving them the appearance of 
being treed with solid trees, but with the unnecessary weight 
eliminated. In either case they add a distinctive touch, making 
the shoes in which they are used stand out from others in any 
display. Tre-ettes not only add a smart attractiveness to shoes, 
but also help to keep the uppers in perfect shape. They are 
adaptable to any men’s shoes, regardless of toe style. Tre-ettes 
are made from Fairylite furnished in mahogany, gold or black, 
suitable for embossing, if desired. They are furnished with 
heavy brass knob. 








The necessity and appreciation for a shoe carton construction 
of more than ordinary strength and durability is clearly evi- 
denced by the popularity of the Claffbox with progressive retail 
and department store buyers, more than fifteen million having 
been used during the past year. The patented Claffbox for 
shoes, made by M. B. Claff & Sons, Inc., has double laminated 
ends and a creased cover to account for its greater strength and 
usefulness. 











TOLMAN END-LABELS FOR 
CARTONS 


Redecorating of store interiors is bringing merchants to 
very careful consideration of carton labels. Those dis- 
played on the fronts of exposed cartons sound a definite 
note in the whole color scheme. According to F. 
Harold Tolman, President of Tolman Print, Inc., Brock- 
ton, Mass., this fuller appreciation of the importance of 
carton end-labels has resulted recently in unusual ac- 
tivity for his company. 

The Tolman. organization is outstanding in its field, co- 
operating with merchants throughout the United States 
in originating suitable labels to conform with their re- 
spective needs. In fact, Mr. Tolman’s father, the late 
Fred Sawin Tolman, was the first to conceive the idea of 
using an end-label on a shoe box, and for more than 
50 years shoe labels have been a leading specialty of 
the company he founded in 1875. 

Mr. Tolman anticipates a brisk end-label business ahead, 
particularly in view of the tendency on the part of the 
shve manufacturers to cut carton costs all possible. 
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National Foot Health Week will be 
observed in shoe stores for the third 


successive year in 1934 under the 
sponsorship of BOOT AND SHOE 


/ IY RECORDER. Cooperative effort can 


make it a real tonic for Spring Sales 


NATIONAL Foot HEALTH 





program of alert shoe merchants. 


Pons HEALTH WEEK, 1934, assumes greater importance than ever in the 


Education and circumstances have vastly increased public interest in foot 
comfort. 


Surveys show that an ever increasing number of women place comfort first in their 
shoe buying. 


Correct fitting is synonymous with every shoe purchase a man makes. 


Children and parents alike are being taught more and more of the importance 
of correct shoes to the child’s health and advancement. 


Foot Health Week, 1934, is the golden opportunity for good shoe stores every- 
where to profit through promoting Foot Health through foot fitting. 


& 
It’s time for shoe merchants in every community to get together in the greatest 
promotion the industry has ever known. 


Never were circumstances so auspicious. Never was the public so receptive. Never 
was the opportunity for direct, definite benefits so great. 


Tue Boot AnD SHOE REcoRDER is cooperating in a complete promotion program 
to arouse community interest. Newspaper advertisements. Direct Mail suggestions. 
Interest creating contests. Radio spot announcements. Window display ideas. News- 
paper stories. Sales-force education. Window card copy. Local interest features. Foot 
health slogans. A campaign seal. All these are to be included in a complete, com- 
pelling program of promotion ideas for Foot Health Week to be featured in forth- 
coming issues. 


GET READY NOW. Foot Health Week, 1934, properly promoted, will be a tre- 
mendous business stimulant to the shoe stores of your community. But a good 
job must be done. The best, most resultful job can be done through cooperative 




















BOOT AND SHOE RECORDER, December 30, 1933 


Foot Health Week for 1934 will be 


ideas in forthcoming issues. Now is 


planned on a larger scale than ever 

before. The RECORDER will present (jet 

a complete program of promotional f 
/ 


the time to prepare for promotion. 


WEEK, ApRIL 2-9, 1934 


effort. Leadership and action are required. Get together NOW with your fellow 
merchants. 


Choose a Foot Health Week Chairman, a secretary and a treasurer. Have the 
chairman select men best suited for the jobs of Display Counsellor, Advertising 
Advisor, Educational Director, Contest Promoter, Radio Contactor, Newspaper Con- 
tactor. 


The Display Counsellor should help every store to create a strong display. 


The Advertising Advisor should prepare group advertising and assist individual 
stores. 


The Educational Director should stimulate, through group meetings, the im- 
portance of fitting. 


The Contest Promoter should have charge of planning and promoting contests. 


The Radio Contactor should prepare spot announcements and get them on the air, 
also arrange for radio speakers. 


The Newspaper Contactor should get news, stories and editorials into the news- 
papers, working with the Advertising Adviser in planning the opening spread 
of ads and news stories. 


Assigning definite duties to INDIVIDUALS awakens a fuller responsibility and 
enthusiasm. 


After each individual has had a week or ten days to lay out plans, the second 
meeting should be held to check up and lay out a program. 


This should begin Saturday or Sunday before Health Week begins, depending 
on newspaper and radio facilities, and continue throughout the week, with special 
features each day. 


By planning a program and arranging a schedule, each feature can be timed, and 
each man will know when he is expected to have his part of the job ready for action. 
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MODERN SHOE CONSTRUCTION 


[CONTINUED FROM PAGE 243] 






has the upper held to the insole by the use of staples 
and the sole is cemented to the upper. Side lasting is 
done on the Littleway Staple Lasting machine. The 
tue is bed lasted and either tacks or latex cement is used 
as the bond. The heel is bed lasted in the usual man- 
ner. The forepart and shank are next trimmed and 
the shoe is then handled as in No. 1. 

3. Welt lasted and cement soled: This type of shoe 
is known as the Silhouwelt. The upper has a welt 
sewn to it and the outsole is attached by cement. Due 
to the fact that the welt is not sewed to the outsole, it 
can be lighter. The insole can be the standard welt lip 
channeled type of insole. The lasting is performed in 
the usual manner for welt construction. In bottoming, 
the operations are the same as in any welt shoe, except 
that inseam trimming is done as closely as possible. In 
this operation the seam is pushed toward the center, 
pounded and roughed. The shanks are put in, seams 
leveled, and bottom filled. The welt is then roughed 
and cemented. Meanwhile, the soles have been pre- 
pared in the stock room. They are assembled with the 
lasted upper, and from here on the operation is the 
same as given under No. 1. 

The most recently invented process, termed the 
SBICCA method (name derived from its inventor), 
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involves what amounts to a practical elimination of the 
innersole in the manufacture of a cemented shoe. A 
good leather outersole of 8 or 8% iron is used, and this 
is split throughout its length, but in the forepart only 
to about one-half inch from the edge, leaving the cen- 
ter of the forepart in its original weight and thickness. 
In the production of the shoe, the thin portion takes 
the place of the innersole and can be cemented to the 
outersole by any of the cement processes now in use. 

The split section of the outersole, with the open cen- 
ter forepart which serves as an insole, is usually tacked 
to the last and the shoe upper is lasted to the rough 
margin by pyroxylin cement. The split outsole is 
cement-attached by the usual process to the lasted up- 
per. When the shoe is completed, the inside of the out- 
sole is smoothed or buffed off and the sock lining in- 
serted, presenting a smooth surface to the foot. 

The workmanship of the artisan is greatly affected 
by the quality of his tools, and on shoes, where many 
operations are performed, it is the perfection of ma- 
chines and methods all planned in correct relation to 
each other that produces the ANSWER to the problem 
“What shoe shall I buy?” 

The pre-fitting and pre-forming of the materials 
with watch-like precision, the accurate assembly, se- 
cure fastening and final shaping and finishing by these 
new shoemaking developments, with a shape retaining 
upper and a flexibly fastened outsole produce a shoe 
predestined to give comfort and satisfaction. 
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YOUR SHOE STORE SEATING 
WITH HOWELL CHROMSTEEL 
e FURNITURE 








The above installation shows HOWELL CHROMSTEEL FURNITURE in 
the Modern Shoe Salon of The Fair Store, Chicago. 


These beautiful chromium plated Chairs and Stools create an 
atmosphere of Smartness and Progress at a very reasonable cost. 
Complete display of HOWELL CHROMSTEEL FURNITURE 
may be seen at our SHOE STORE EXHIBIT, ROOM 1026, 
STATLER HOTEL, ST. LOUIS, JANUARY 8-11. 


Ask for our new twenty-four page illustrated catalog. 


209 SOUTH STATE STREET 


EXCLUSIVE DISTRIBUTOR * T 
CHICAGO, ILLINOIS 


CAMERON & CO, | 
Se iiieetae 








To Shoe Store Owners 


and Managers 


AFREE Booklet 


New Siyles in 
SHOP SEATING’ 


Se for this Book now so you will have it when considering 









seating for your shop. Thirty-two pages of seating sugges- 
tions for modern shops. Helpful and practical. Shows you 
the economy ofinstalling American Interlocking chairs. How they 
beautify your shop. Enable you to comfortably seat more custom- 
ers with greater speed. It will pay you to consult this book be- 
fore buying. Send for your free copy. Use the convenient coupon. 


American Seating Company 


Mak Seats 

Charehes and Peite Andiatiowe 5 
vs: 

a MAIL THIS COUPON---------. 


General Offices: GRAND RAPIDS, MICHIGAN 
Branches in All Principal Cities 


i] 
| AMERICAN SEATING COMPANY (Bsi2) | 
! Grand Rapids, Michigan 1 
Please send me without obligation, your FREE 32-Page Book, “New 1! 
' Styles in Shop Seating.” : 
; EOS TES EA SE On A a eR de a eS ee eee ee | 
1 
; REA RR 2 en CC ae ee ap nT UREN ee Pa ee 1 
! 
; Ge sa ccckisustweeaswewnsopacn ey Oe et Poe rere : 
: INNIS boo fon. eh Bore oe te ke 1 
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$25 to $100 $5,000 to $20,000 
WEEKLY INDEMNITY DEATH INDEMNITY 


WE ACCEPT FOR MEMBERSHIP 


COMMERCIAL MEN BUSINESS MEN 
PROFESSIONAL MEN OFFICE MEN 


WwW iinet And Other Preferred Male Risks Aaes 18 to 60 
7 ee ee ORGANIZED _1894 


make the statement that there 
is no other Association to which 








a man can belong, issuing in- 40 Years of "Ask the 
Unfailing e man that 

surance at such a low cost, plus : , a 
Service For is a member 

the benefits paid, through the Apolicati 

‘ ge ° pplication or ® 

period of a life-time, as can be tnfmeuuatien watts 

secured by a membership in the JOHN S$. WHITTEMORE, Secy-Treas. 

EASTERN. 77 Franklin Street, Boston 


Mr. JOHN S. WHITTEMORE, Secretary-Treasurer 
Eastern Commercial Travelers Accident Association 
77 Franklin Street, Boston, Mass. 


Please mail me application for membership and full particulars on accident 


insurance. 
WOME Sociedc ccc cdceecas Cavtevatonee deeké ci sescchasdsecseciccteevesscdscsedeneues 








When writing advertisers please mention Boot and Shoe Recorder 








GIVING THE MEN AN EYEFUL 





LOUISVILLE, Ky.—Pennington’s has 
opened another store at 663 Fourth Av- 
enue, under the manager of C. A. 
Greiner, with H. Busey as assistant. 
The new store is thoroughly modern 
and unusual in design and already in 
the few months since the opening has 
established a growing clientele. 

The store itself strikes a new note 
in decoration for men’s shoe stores, 
being the first one in Louisville to use 
the lounge scheme of decoration. The 
color scheme is scarlet, aluminum and 
dull yellow. Architecture and fixtures 
are modernistic. The walls, of corru- 
gated aluminum, are broken by columns 
of the same material extending to the 
ceiling and between these flat against 
the wall are padded benches of scarlet 
leather. Footstools match the coloring, 
being in red leather and aluminum, 


and the ash stands carry out the same 
tone scheme. 

In the center of the room, a circular 
column is divided at the base into sec- 
tions for display, each holding a sin- 
gle pair of shoes. At the extreme back 
is another column of glass illuminated 
by concealed light, having the word 
“Pennington” down its length in black 
letters. Long strips of glass in the 
ceiling above the seats conceal the 
lights and add a decorative effect. 
Lighted show cases are let into each 
column about midway its length, and 
the floor has a harmonious carpet of 
gray and scarlet. 

The exterior of the shop is also mod- 
ernistic in design and uses the alumni- 
num decorative idea. 

The store handles the well known 
Fortune and Friendly shoes. 








Cleveland Association 
Committees 


CLEVELAND, OHIO — The Cleveland 
Shoe Retailers Association has com- 
pleted organization details, and hence- 
forth regular meetings will be held 
on the third Monday of each month. 
All traveling shoe men living in Cleve- 
land territory have been invited to join 
the association and an enthusiastic re- 
sponse has resulted. At the last meet- 
ing on December 15th, a convention 
committee was named to include mem- 
bers who anticipate attending the St. 
Louis convention. At that time, Cleve- 
land will put in its bid for the big meet- 
ing next year. Other committees have 
been named by President Jay Harold 
Roberts. The complete committee ros- 
ter of the new association is as fol- 
lows :— 

Membership Committee (Downtown 
District)—Elmer A. Clark, chairman; 
W. R. Caldwell, Herman Jetter, O. A. 
Kohl, and J. V. Murphy. 

Membership Committee (West Side 








District)—Clarence R. Faflik, S. J. 
Lipson, L. W. Kramer, Carl Zwierlein 
and E. V. Steller. 

Membership Committee (East Side 
District)—Adolph Wachberger, How- 
ard Horn, E. A. Tincher, A. D. Bar- 
nett and Ben Miller. 

Publicity Committee—J. Harold Rob- 
erts, chairman; J. O. Hart and Her- 
man Jetter. 

Entertainment Committee—R. D. L. 
Filion, Murray Bender, W. Manning 
Smith and Ben Miller. 

Convention Committee—R. D. L. Fil- 
ion, chairman; Herman Jetter, George 
Snyder, J. Harold Roberts, J. V. Mur- 
phy, Joseph Grossman, Clarence Faflik, 
Adolph Wachberger and W. E. Miller. 





Runyon’s Private Art Gallery 


DENVER, CoLo.—Under the glass top 
of the desk of C. H. Runyon, shoe buyer 
for the Daniels and Fisher Stores Co. 
here, is probably the most unusual col- 
lection of photographs of shoe men 
owned by any man in the West. It is 
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made up of the pictures of around 30 
widely known shoe people—all friends 
of Runyon’s—representing practically 
all branches of the industry. In the lot 
are exceutives of some of the largest 
manufacturing concerns in the coun- 
try, salesmen, wholesalers and retail- 
ers. Runyon clips the likenesses from 
the Recorder and arranges them in at- 
tractive designs on the desk. Incident- 
ally, although not a relative of Damon 
Runyon, the Denver buyer is a long 
time personal friend of the famous 
writer, who lived here for many years. 





Stoner Back in St. Louis 


James L. (Jimmy) Stoner, who op- 
erated the Peacock Shoe Shop at 7 
West 42nd Street, New York, for many 
years, and who was formerly on the 
road for the Boyd-Welch Shoe Com- 
pany for a number of years, is BACK 
HOME with the Boyd-Wright Shoe 
Company. His wide circle of friends 
among the retail trade are sending him 
congratulations, and he will be glad 
to renew old acquaintances at the 
N. S. R. A. Convention in St. Louis, 
Jan. 7 to 10. 





Where’s Elmer? 


CLEVELAND, OHI0—The big question 
of the day is, “Where’s Elmer?” The 
answer at Cleveland is, “He’s at the 
Selby Arch Preserver Shop.” Elmer A. 
Clark is, indeed, guiding this store in a 
way to attract attention. Elmer is 
plenty busy these days and the turn- 
over has brought on a happy mood. The 
Selby Arch Preserver Shop did more 
business on Monday and Tuesday of the 
week before Christmas than for the en- 
tire week of 1932. Mr. Clark advises 
that their business has been on the up 
and up for some time past and he is 
looking forward with plenty of opti- 
mism. 





Had Christmas Party 


St. Louis, Mo.—The Boyd-Wright 
Shoe Company employees held a Christ- 
mas party at the factory on Christmas 
Eve. The five piece orchestra which 
provided lively dance music was com- 
posed of company employees; and the 
beautiful Christmas tree was trimmed 
by the members of the organization. 





McNamee With Emerson 


J. V. McNamee, who for nine years 
represented Gerbrich-Payne Company, 
is now with the Emerson Shoe Com- 
pany, specializing on their boys’ shoes. 
He is covering volume trade in the east- 
ern section of the country. 





To Manufacture in Marlboro 


Boston, Mass. — Consolidated Na- 
tional Corp. plans to start at Marlboro, 
about Jan. 1, a factory to make 5000 
pairs a day of women’s welts. 
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Shoe Forms are a dominant sales help in modern mer- 
chandising. Attractively displaying shoes as they will 
actually look on the customer’s feet, Shoe Forms draw 
window shoppers into the store and transform them 
into buyers. 


Retailers have found our ueide assortment of models 
immensely effective for this silent salesmanship. Vis- 
ualization is a great factor in stimulating the desire to 
buy and Shoe Forms present merchandise to flattering 
advantage. 


Our long experience in designing and manufacturing 
forms for every shoe store and shoe manufacturing 
requirement enables us to offer expert advice, quite 
without obligation. Consult us on economical ways to 
stimulate greater sales in 1934. 


Write today for complete information and illustrations. 


Shoe Form Products will be on display at Booth No. 
1 on the Mezzanine Floor, Hotel Statler, during the 
Boston Shoe Show and at Suite No. 315 d the 
National Shoe Retailers Style Show, St. Louis, Janu- 
ary 8-9-10. 


SHOE FORM COMPANY, Ine. 


AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Northampton, England Paris, France 
Frankfort, Germany Melbourne, Australia 











IS OUR 
BUSINESS. 






ru for ms 





When writing advertisers please mention Boot and Shoe Recorder 





* 


BOOT AND SHOE RECORDER, December 30, 1933 


EPHRATA SHOE CO., 


Ephrata, Pa. 






has an instant appeal to parents. 


fe merchants who insist on the most outstanding quality 
in their pre-welts will consider no line but this line which 
has been so popular for the past several years. T 
be reasons for this—and one is that as a companion feature 
shoe to their regular lines they can also bu 
maker the ideal shoe for little folks—the 

Be sure to see both at 


ST. LOUIS — JAN. 7-10 — JEFFERSON HOTEL 
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FLEXIBLE METAL STRIF 
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SPORTINBAK & PRE-WELT SHOES 
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Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers ... easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
.. the Marbridge Buliding. 





OPENED BACK trade . 
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<« ON THE SELLING END > 


News of the Travelers and Sales Activities 





Selling Baby Shoes via Baby Car 


Miss Bett of the Chicago office of 
Mrs. Day’s Ideal Baby Shoe Co. arrived 
at the factory in Danvers, Mass., a few 
days ago, driving the baby motor car 
that the company had at the Pageant 
of Progress exposition, and she drove 
it more than 1000 miles, at some places 
through snow and ice, to complete the 
journey from the office to the factory. 
That’s getting the message through to 
Garcia, so as to speak. 

One day, in Chicago, somebody who 
wanted a little more parking space, 
pushed the little car onto the sidewalk, 
and parked beside it, and others parked 
both in front and behind along the curb. 
When Miss Bett returned to the car, 
she gave the blockade the once-over, 
and then calmly climbed into the little 
car and drove it along the sidewalk to 
the next street crossing. 





Blatt Heads Coast Travelers 


SAN FRANCISCO, CALIF.—Pacific coast 
Shoe Travelers Association officers for 
the ensuing year were elected at the 
annual get-together of the organiza- 
tion. Walter E. Blatt is president, Jack 








Federspiel, first vice-president; R. R. 
Pew, second vice-president; Sol Peiser, 
secretary-treasurer, and the board of 
directors, aside from the officials, in- 
cludes Sylvan Baer, George Dyche, and 
L. F. Goodman. 





lowa Travelers’ Delegates 


At the last meeting of the Iowa Shoe 
Travelers’ Association the following 
delegates for the National Shoe Travel- 
ers’ Association convention in St. Louis, 
Jan. 11-12, were appointed by Presi- 
dent Carl P. Ortlund: O. R. Blechinger, 
Ward Parker and Carl P. Ortlund. 


Joins Kreider Sales Staff 


Dan A. Honig, who has been an em- 
ployee of the Craddock-Terry and Mc- 
Elroy-Sloan Shoe Company for a period 
of approximately 29 years, has taken 
over the selling agency of shoes of the 
W. L. Kreider’s Sons Mfg. Co., Inc., 
and will cover the south and southwest. 
He has an office on the main floor of 
the Jefferson Hotel Building, St. Louis, 
in which he will carry a complete line 
of samples made by W. L. Kreider’s 
Sons Mfg. Co. 





Galway Made Vice-President 


ROCHESTER, N. Y. 
—The board of di- 
rectors of C. P. 
Ford & Company 
of Rochester an- 
nounced last week 
the election of Jack 
Galway as assist- 
ant vice - president 
in charge of sales, 
effective Dec. 1. 

Mr. Galway has 
been in direct 
charge of the New 
York office of C. P. 
Ford & Company for many years. His 
outstanding success has earned him 
his present promotion and the broad- 
ening of his field of endeavor. 

While Mr. Galway will hereafter 
make his headquarters at the Rochester 
office of the company, he will continue 
to give personal attention to the re- 
quirements of his individual customers 
in the same efficient manner as here- 
tofore. “Bill” Galway, brother of Jack, 
will be in charge of the New York 
office. 

Frank Muller, formerly with Best & 
Company of New York and more re- 
cently with Newton Elkin of Philadel- 
phia, has joined the sales organization 
of C. P. Ford & Company, where he 
will be principally engaged in the de- 
velopment and promotion of a high- 





Jack Galway 





styled line of Sbicca single-sole shoes. 
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TO DISCUSS CODE FOR TRAVELERS 


W. T. MITCHELL 


President, National Shoe Travelers 
Association 


the N.S.R.A. convention in St. Louis, dele- 
gates to the convention of the National Shoe 
Travelers Association will gather under the leadership 
of President W. T. Mitchell for a two-day review of 
the work of the year and to make plans for the next. 

Chief among the subjects to be discussed will be 
the proposed NRA code for commercial traveling 
salesmen which is still in an embryonic state due to the 
assumption on the part of many that wages and sal- 
aries in this profession would be taken care of in the 
various industrial codes. To date, however, only one 
industry, the automotive, has covered this point in 
its code and it is now believed that the best solution 
of the problem will be found in the cooperative action 
of all associations of traveling salesmen. 

Such a solution, it is hoped, will be found in a 
blanket code with wages taken care of in separate sec- 
tions of the code by industries. In this connection 
it is pointed out by National Secretary-Treasurer T. A. 
Delany that a recent decision of the legal department 
of the National Recovery Administration entitles 
salesmen to minimum wage provisions but specifically 
exempts them from the provision governing maximum 
hours of labor. 

It is the hope of Donald S. Richberg, chief of the 
NRA’s legal division that such a code be formulated 
at as early a date as possible. Secretary-Treasurer 
Delany, with whom Mr. Richberg has discussed the 
subject, reports that Mr. Richberg will use his best 
efforts in getting approval for a code of the kind pro- 
posed 


Q’ January 11, the day following the close of 


National Shoe Travelers 
Association to Hold An- 
nual Convention in St. 
Louis, Immediately Fol- 
lowing N.S.R.A. Meeting— 
Future of Travelers’ Style 
Shows Another Live Dis- 
cussion Topic 








THOMAS A. DELANY 


Secretary, National Shoe Travelers 
Association 


In this work, as well as in other lines of endeavor, 
the N.S.T.A. has been cooperating with all the major 
organizations of commercial salesmen, not only for 
the sake of getting the best thought on every subject, 
but with the idea of accomplishing beneficial results 
at a considerably lower cost than would otherwise 
have been the case. 

Another thing to be discussed will be the subject 
of those shoe style shows which have been given in 
the past under the auspices of regional shoe traveler 
associations. It is not yet clear whether travelers, who 
are not included in the manufacturers’ code, never- 
theless are bound by the restrictions which it places 
on those trade events. 

Among interesting committee reports will be that 
of Chairman E. C. Keleher of the Railroad Com- 
mittee who has been working long and intelligently 
on the finally-granted decrease in passenger rates, 
elimination of the pullman surcharge and the re- 
issuance of interchangeable mileage books. M. E. 
Tobias, chairman of the Style Committee will submit 
his report on the various style conferences which have 
been held during the year; and Charles W. Morrill, 
chairman of the Insurance Committee, will be able to 
report that since the inauguration of this group insur- 
ance plan, $125,000 have been paid out, payment in 
every case having been made within 48 hr. of the 
time when properly executed proof and claim have 
reached the national office in Boston. 

At the masthead of the N.S.T.A. during this year 
have been the following: 

[TURN TO PAGE 261, PLEASE 
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Organizes Shoe Travelers 


Harry H. Klein, popular representa- 
tive for the Crescent Shoe Company, of 
New York City, traveling through 
Eastern Pennsylvania, Baltimore, and 
Washington, for the past fourteen 
years, has recently organized the 
Scranton Travelers Association, with 
headquarters at Hotel Jermyn, Scran- 
ton, Pa., and has been unanimously 
elected its first president. Membership 
to this newly formed organization is 
not confined to any particular lines. It 
has as its aims, the promotion of good 
fellowship among its members, and aids 
any traveler who may require it. 





Travelers in Atlanta 


ATLANTA, GA—Among the recent 
salesmen calling on the Atlantic trade 
have been Frank Sullivan, with the E. 
T. Wright Company; Fred Johnson, 
with the Thompson Brothers Shoe Com- 
pany, who has recently taken the place 
of J. M. Comings, now with the Flor- 
sheim Shoe Comipany, and A. L. Sla- 
vens, with the Holland Shoe Company. 





Adams with D. Myers 

D. Myers & Sons announce that T. N. 
Adams, formerly with Endicott-John- 
son & Company, is now representing 











them in New York and parts of New 
England. 

Mr. Adams has a very large follow- 
ing and has covered this territory for 
many years. His headquarters will be 
located in Buffalo, N. Y. Mr. Adams’ 
friends and customers will see him in 
the next several weeks with the Myers’ 
new Spring 1934 line. 





Baltimore Wholesaler Starts 


David Abrahams, who, for a number 
of years represented the Muskin Shoe 
Co. in Baltimore, is opening a shoe 
wholesaling establishment at 1 South 
Hanover St., Baltimore. He will spe- 
cialize in women’s novelty footwear. 
His continued success with the Muskin 
Shoe Co. line shows that he is well 
liked by the trade, which is, of course, 
a considerable factor toward success. 





New Sales Room 


Boston, Mass.—Bell Bros. Shoe Co., 
operating a chain of factories in Maine, 
are opening new sales offices in the 
United States Hotel Building, at No. 
139 Lincoln St. 





Gets More Territory 


ATLANTA, GA.—Paul Barcroft, who 
recently left the Nettleton Shoe Depart- 
ment to become Southeastern represen- 
tative of the Nettleton Shoe Company, 


BOOT AND SHOE RECORDER, 










30, 1933 


December 





has been given the Southwest as well as 
the Southeast to cover for the company. 
He will travel in eleven out of the 
thirteen Southern states. 





Has Los Angeles Offices 


Sid Minster, who covers California, 
Oregon and Washington for A. Freed- 
man & Sons, Inc., Brockton, Mass., 
J. E. Lucey Shoe Co., Middleboro, 
Mass., and G. P. Crafts Co., Manches- 
ter, N. H., has opened offices at 605 
Lincoln Building, 742 So. Hill Street, 
Los Angeles, California. 





New Sales Offices 


Boston, Mass.—A score or so New 
England shoe firms have opened new of- 
fices in the United States Hotel Build- 
ing on Lincoln Street, which is being 
remodeled, though a while ago it was 
planned to tear it down. The old U. S. 
hotel—millions of pairs of shoes were 
sold within its walls in days of old. 
What tales could be told! 





Marbridge Building Office 


Joseph B. Schwartz, who sells the 
Fortune line for the Richland Shoe 
Company (a division of the Jarman 
Shoe Company, Nashville) has opened 
a sales office at room 732 Marbridge 
Building, in New York City. 





UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


» 


TO $5.00 DOUBLE 


TO $3.50 SINGLE 


600 LARGE, CHEERFUL ROOMS 


Private underground passage ! 


: 
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MARTINIQUE 


BROADWAY AT 32ND STREET - NEW YORK 





from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction— American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 











Unusually Comfortable Rooms 
and the 


Finest of Foods 


De Witt Operated Hotels 
are Located in the 
Heart of their Respective Cities 

























$2.50 Single, $3.50 Double 
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NEW YORK BATTLES SALES TAX 
Shoe Merchants’ Council Leads Fight for Abolition of Tax 








NEw YorkK—Threatened by the possi- 
bility of an increase of the sales tax 
of the State of New York (from the 
present one per cent to a new two per 
cent level) the Shoe Merchants’ Coun- 
cil of the City of New York led the 
fight for abolition of that form of tax- 
ation. President Jacques Hirsch called 
the first meeting at the Murray Hill 
Hotel, where an indignant group of 
shoe men voted to petition the New 
York State Commission for the Re- 
vision of Taxes—and to carry the fight 
on through hearings and assembly 
meetings to the governor. The follow- 
ing committee was organized to carry 
the fight to the commission hearing 
scheduled for Dec. 19: John Slater, 
John Holden, H. A. Ballentine, Arthur 
D. Anderson, Jesse Adler and Jacques 
Hirsch, ex-officio. 


Would Increase Net Loss 


Chairman of the Legislative Commit- 
tee, John Slater, in the petition before 
the commission, said: 

“The national average for shoe stores 
in 1932 showed a final net loss of 4.2 
per cent. In the State of New York, 
that net loss would be increased to 5.2 
per cent—for the Sales Tax has not 
been absorbed, but has continued to be 
an extra charge against the gross 
volume of business. To contemplate a 
possible net loss of 6.2 per cent in the 
year following is to bring about a com- 
plete demoralization of the retail dis- 
tribution of shoes and to hurry the day 
of possible nationalization and social- 
ization of distribution. Better for us 
to face the issue now and to show to 
the legislative leaders of our state the 
inevitable consequences of concealed 
and confiscatory taxation. 

“It is estimated that in the State of 
New York, there will be sold in the 
year ending June 30, 1934, approxi- 








mately $116,957,886 worth of shoes. 
The Sales Tax levy in this one division 
of trade alone would represent $1,169,- 
578; and any suggestion for a two per 
cent tax would put a burden on shoe 
retailing of $2,339,156. 

“It must be obvious to the New York 
State Commission for the Revision of 
Taxes that such a load is impossible 
for shoe stores to absorb. 

“In the five boroughs of the City of 
New York, the estimate of sales for the 
same period is $48,199,067—with a tax 
of $481,990; and if assessed at two per 
cent—$963,981. 


Demand Abolition of Tax 


“We may term it a humble petition 
on our part for consideration of the 
weight of taxation superimposed on all 
other forms of taxation; but we now 
propose to stand up on our feet and 
demand an abolition of the levy and a 
tolerance in the assembly of the simple 
economics of business. 

“Duly appreciative of the seriousness 
of the hearing, we are represented here 
by a committee, although it was the 
vote at yesterday’s meeting for some 
500 retail shoe merchants to appear in 
a body to protest in behalf of but one 
unit of the retail trade. Ten thousand 
merchants will join with us in a march 
on Albany if necessary, to point out 
the grave consequences of such burden- 
some taxation. 

“We pray the New York State Com- 
mission for the Revision of Taxes to 
realize the importance of the retailer in 
national recovery. National recovery 
begins with the retailer, not ends there 
—for the ultimate sale of goods is a 
retail function—whether it be a 
dynamo or a dancing pump. Presi- 
dent Roosevelt has told a nation that 
the purchase of consumer and capital 
goods results in re-employment, wages 
and fundamental prosperity. 

“We repeat, recovery begins with the 
retailer, for he is the selector and dis- 





tributor of all goods, and upon him 
rests the progress towards prosperity.” 

Nearly 80 associations voiced their 
protest to the increase of taxation by 
means of the sales levy. The New 
York fight is being watched by every 
state in the Union, for if merchants 
can prove that profitless business is the 
result of sales taxes plus N. R. A. wage 
requirements, there is some hope of 
terminating temporary and emergency 
taxation. 





DO THEIR PART 


CINCINNATI, O.—Stix, Altman, Weiner, 
Inc., are planning to share their prosperity with 
each and every employee in their plant. A 
check for five dollars will be given every em- 
ployee (foreman, proportionately more), pro- 
viding they agree to spend it before January 2nd, 
so as to put the money into circulation. Ap- 
proximately two hundred people are on their 
payroll at the present time. 





Gets Wage Increase 


St. Louis, Mo.—The St. Louis branch 
of the Endicott-Johnson Corporation 
has granted a 5 per cent wage increase, 
giving the employees an increased an- 
nual purchasing power of $45,000. L. 
D. Scott, sales manager, states that the 
fiscal year ended November 30 was the 
most successful in the ten years of op- 
eration of the St. Louis branch. Scott 
states “the St. Louis branch is used by 
the company as a distributing center 
for 30 states. 





Gold Slippers Popular 


DALLAS, Tex.—“Our major demand 
for evening slippers is now very defi- 
nitely an extremely cut-out sandal of 
solid gold leather or silver,” said Burt 
Eastman, shoe merchandise manager 
at Neiman-Marcus Co. “Gold and sil- 
ver have developed into a fashion rage 
that is almost astonishing. 
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Thousands Desire Rhythm Tap 


We made a check-up on the records of 
three of the thousands of stores who sell 
these taps. Rhythm Tap doubled the 
combined sale of all three other quality 
taps. Here you have definite evidence of 
the attraction this item has for that most 
desirable trade—the dancers. The quick 
customer acceptance of Rhythm Tap is all 
the more remarkable when price compari- 
son is made. In these three stores Rhythm 
Tap was offered at $1 per pair in com- 
petition with the three others at 25c. to 
50c. per pair. This tap sells on its out- 
standing merit alone. Offer it to your old 
trade—attract new trade. Its sale repre- 
sents real profit and rapid turnover as 
indicated by repeat orders. Write Selva 
today for sample order or details of the 
Selva line. 


Rhythm Tap is sold with a money 
back guarantee. Only 4 sizes needed 
for stock. Comes attractively 
boxed. Window display card with 
testimonials of famous dancers. 
Write us. 


SELVA & SONS, w. 


1607 BROADWAY NEW YORK 
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Styles for Spring 


Six Interesting Shoe Designs for 
the Coming Season, Originated 
and Illustrated by Miss Fay Stofsky 














A spectator sport two- 
eyelet oxford in pigskin 
and white buck. 








Semi-sport two-eyelet ox- 
ford, especially attractive 
when developed with Con- 
tinental heel. 





semi-sport 
pump of fabric leather 
which may be developed in 
solid color or contrast. 


Tailored or 


One strap sport pattern 
with perforated detail on 
sides of vamp and quarter. 





Spectator sport pump 
with cut-outs and lizard 
trim. Built-up leather heel. 





Unusual style originality 
is expressed in this Grecian 
sandal, suitable for sport 
wear. 








Better Business 


HOLLYwoop, CaLir.—M. 0. Michel- 
son, manager of the Florsheim Shoe 
Company store at 6440 Hollywood 
Boulevard, reports his December sales 
twenty per cent above those of Decem- 
ber last year. Incidentally his sales 
from July 1 to December 1 this year 
showed a similar increase over the 
corresponding period in 1932. 

This increase, Mr. Michelson states, 
is not only in dollars but in units. How- 
ever the trend of the customers toward 
better shoes is very noticeable, he states, 
as the average unit sale is more than 
one dollar above the average unit sale 
last year. The greater volume since 
July 1 has been in the shoe selling at 
$8.75. 





Good Christmas Business 


DENVER, CoL0.—Christmas business 
in general here was the heaviest in 
years, and shoe stores felt the upturn 
to a great degree. A majority of stores 
reported activity far ahead of last year. 
R. O. Mattingly, buyer for the women’s 
shoe department at the Gano-Downs 
Co. reported his business fully double 
that of the 1932 holiday season. Man- 
agers of the local Baker’s store esti- 
mated sales 50 per cent greater than 
last year. The women’s shoe depart- 
ment at Neusteter’s had a decided in- 
crease. It was the same story all over 
town. Downtown crowds were undoubt- 
edly the heaviest since 1929, and people 
were really buying. 




















PITTSBURGH, Pa.—Ben Cohn of Kauf- 
man’s invited Halsey Elwell, traveling 





The custom 


offer an unusual presentation of 1934 
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HOW TO DRAMATIZE MEN’S $25.00 SHOES 


STACY-ADAMS = 
APE SHOES. & 


seg 


® 
«Fee 





two days’ demon-| might desire in these fine shoes. 


shoe- 
maker was featured 
in the advertising. 





styles for immediate or future orders. | fine shoes. 








Stokes Heads Retail Council 


New HAVEN, CONN.—Sydney Stokes, 
head of The Walk Over Shoe Shop, 
has been elected to represent both inde- 
pendent and chain shoe stores on the 


New Haven 


supervise code administration in the 


Elm City’s marketing area. The chain | the Retail Trade Counsel. 


store managers were entitled to elect 
a representative of their own, but con- 


curred with 


ing Mr. Stokes. John P. Lund, of John 


P. Lund & 


Appointed on N.R.C.A. 


St. Louis, Mo.—The National Retail 
Code Authority appointments for St. 
Louis include the following retail shoe 
men: Irvin Edison, Edison Brothers’ 


Stores, Inc.; 


Co.; E. R. Rhyne, Hanover Shoe Stores; 
C. E. Williams, C. E Williams Shoe 


Co.; Arthur 


and Walther Huette, Jr., W. B. Huette 


Shoe Co. 


Active State Assn. 


SAN FRANCIScO, CALIF. — California 


shoe men are “all set” for 1934, with vention. Claypool Hotel, Indianapolis, 
membership in the California Shoe Re- SNGUIG since ccadecs sees Feb. 4, 5, 6, 1934 
tailers Association nearing the 300} Easter ................-.eeeee April 1, 1934 


mark, with 
formed. The 


the independents in choos- 


Co., was named alternate. 





Convention, Hotel Statler, St. 


David P. Wohl, Wohl Shoe 
20th Meeting and _ Exhibition, 
E. Ebbs, Swope Shoe Co., 





sectional organizations 





Retail Shoe Dealers Asso- | smmmessesesesennsnsennns 


Mr. Elwell demonstrated the fact that 
the shoes were cut, lasted and sewn en- 
representative of | tirely by hand to hundreds of interested 
the Stacy - Adams/| men. To the customers he said, “there 
Co., to present a} is no limit to the individuality one 


stration of bench-| have never worn hand-made shoes, this 
made _ shoemaking | is an unprecedented occasion to become 
on the second floor | acquainted with them.” Three bench 
of the men’s shoe| models are caried by Kaufman, regular 
shop — advertis-| stock, in black and brown, at $22. 
ing in the newspa-| Made-to-order shoes command $25 and 
pers the fact that| upward. This window display illus- 
Mr. Elwell will be} trated graphically to the public a work 
there on a Monday | bench ahd the process of hand lasting, 
and Tuesday to| hand welting, hand leveling and hand 
stitching, and aroused great interest in 










ciation of San Francisco has held re- 
sultful meetings each month. A com- 
mittee of three members were chosen, 
composed of Frank More of the Frank 
More Shop Shop, Russell Werner of 
the Frank Werner Company, and Mel- 
Retail Council, which will} ville Kaufmann of Sommer & Kauf- 
mann to represent the Association on 





DATES TO REMEMBER 


National Shoe Retailers Annual Convention 
at St. Louis............ Jan. 8, 9, 10, 1934 


National Shoe Travelers Assn., 23d Annual 


Jan. 11-12, 1934 


Semi-Annual Shoe Fair and Style Show, 
Alexandria Hotel, Los Angeles.Jan. 15-16-17 


Middle Atlantic Shoe Retailers Association, 


Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934. 


Texas-Okla. Shoe Retailers Assn. and South- 
western Shoe Travelers Assn. Annual Con- 
vention, Hotel Adolphus, Dallas. ..Jan. 28-31 


Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City....Feb. 5, 6, 7, 1934 


Indiana Shoe Buyers Eleventh Annual Con- 
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Before 


You Decide 












on your Boot requirements 
for the coming year, BE 
SURE you see the new 1934 


KIRKENDALL 
BOOT 


—the largest selling Boot 
on the market. Stylish, dis- 
tinctive, famous for its fitting 
qualities and genuine value. 
The price is lower, too! 








































Full line on dis- 
play during the 
N.S.R.A. Conven- 
tion — Jan. 7-11. 
Room 417, Hotel 
Jefferson, St. 
Louis, Mo. 





Riding Boots—Field Boots 
Cowboy Boots and Boot Shoes 
Jodhpur Boots 


in stock 


Don’t fail to see our salesmen, Claire 
Moore and W. L. Reed, at Hotel Jeffer- 
son, St. Louis, Jan. 7-11. 


Airkendall 


BOOT COMPANY 


OMAHA, NEBRASKA 
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WHERE TO BUY 
Men’s Shoes 
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RADE ONLY” 





EAST WEYMOUTH.MASS. 


The 


Qed oor: 


MEN’S FINE SHOES 
OLD COLONY SHOE CO. a oy 


NEW YORK BOSTON 
Marbridge Bldg. ® 10 High St. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 


BA. 
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WHERE TO BUY 


Hosiery Protectors 


li elie ellie te te | 








29 





SHOE and HOSIERY 





Gegertm everywhere WALK 
baficing “prot and seodwilt ewals rT ag 
. genuine mr 
WALK.EZE 7 
Stocking Protesters [EC 
They Sell ah | | 
Themselves weet ean { | 
SA i y 
we ° i} ie 
material that ts goraple BY Mi P 
b lenle and Mei 
sweatproof. 
Sizes for Women, Protected by 
Men and Children peat Renees 
Order from your jebber er CAN. 28162! 
WALK-EZE "Sales Offices.Stamped on every pair. 


Executive Office, Syracuse, N. Y. 
NEW YORK: 1141 Breadway 
CHICAGO: 114 E. Austin Ave. 
CANADA: 729 St. Anteine St., Montreal 











Joins Arch Preserver Staff 


CLEVELAND, OHIO—J. Fred Peters, 
former manager of the Hanan Shoe 
Store here, has joined the sales staff of 
the Selby Arch Preserver Shop where 
he is receiving his old friends and cus- 
tomers. 
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Retailing Under the NRA in ’34 


St. Louis—Louis E. Kirstein, who 
will address the N. S. R. A. convention 
on Tuesday, has had the honor of being 
chairman of the Industrial Advisory 





LOUIS E. KIRSTEIN 


Committee of the NRA, the highest 
ranking position next to that of General 
Hugh S. Johnson. This honor to the 
merchant craft came to him because of 
his success in solving NRA labor dif- 
ficulties. He also served as contact be- 
tween the retail code and the adminis- 
tration. . 

His knowledge of the retail code as 
applied to merchandising in ’34 will 
enable him to give to the convention the 
best picture of the part that the retailer 
must play in recovery. As vice-presi- 
dent, in charge of merchandising at 
William Filene & Sons, Boston, he has 
been very keenly interested in shoes for 
over a quarter of a century. Recently, 
Harvard conferred upon him the degree 
of Master of Arts. 





Irving Florsheim Robbed 


CHICAGO, ILL.—Two kidnappers rob- 
bed Irving S. Florsheim, head of the 
Florsheim Shoe Company, and his wife, 
Lillian, in front of their home at 334 
Wellington Avenue. They succeeded in 
getting away with $400 from Mr. Flor- 
sheim and a $2000 mink coat from Mrs. 
Florsheim. 

The Florsheims had been to the stock 
show Saturday night with friends 
whom they left at the Drake Hotel. 
Their chauffeur, Charles Barlowe, then 
drove them home. 

As the car drew up at the house, Mr. 
Florsheim stepped out to assist his 
wife. As he did, a car which had been 
following from the hotel, pulled. along- 
side and two men with revolvers ran 
over. They had handkerchiefs over 
their faces. 

Ordering Mr. Florsheim back in the 
car, one robber jumped in after him, 
directing Barlowe to drive around. The 
second man followed in the bandits’ 
car. 








1933 


30, 








At Surf Street and Commonwealth 
Avenue, Mr. Florsheim, without orders 
from the robber, pulled out his wallet 
and said: 

“Here, I’ll give you all I have. The 
gunman pocketed the $400 and then 
told Mrs. Florsheim to take off her coat 
and hand it over. He also took her 
purse containing $10. 





Shoe Code Administrator 


WASHINGTON, D. C.—Major George 
W. Berry has been appointed as divi- 
sional administrator in charge of shoe, 
leather and other codes. He succeeds 
Gen. C. C. Williams. 

Berry is president of the Interna- 
tional Pressmen’s Union. Although the 
official announcement stated that Gen. 
Williams’ retirement is temporary, his 
associates here believe that the General 
will not return. 


New Department Head 


ALHAMBRA, CALIF.—F rank J. Scully, 
well known shoe salesman in southern 
California and for four years manager 
of the shoe department of the Arthur 
Asher Company, Inc., at Monrovia, has 
been appointed manager of the shoe de- 
partment in the Krystal Department 
Store here. The department is one of 
the largest in the city and has made the 
record of turning out thirty-five per 
cent of the entire sales volume of the 
entire store. 





M. J. Saks on Vacation 


New York—Murray J. Saks, Presi- 
dent of M. J. Saks Shoe Corporation, 
sailed Thursday, December 2I8t on the 
S. S. Lafayette of the French line for 
a two weeks vacation trip to the West 
Indies. Mr. Saks will visit the Baha- 
mas, Jamaica and Haiti on the trip, 
returning to New York shortly after 
the New Year. 


Christmas Party 


Lynn, Mass.—Gregory & Read em- 
ployees, to the number of more than 
500, sat down to a turkey supper for 
a celebration of Christmas, and after 
supper, Harry M. Read told them that 
prospects for 1934 were better than 
those for 1933, and F. E. Gregory, who 
is now on the road, sent his greetings 
and best wishes. After supper, there 
was dancing and an entertainment by 
talented members of the shop crew. 





Heads New Corporation 


PROVIDENCE, R. I.—Thomas F. Wil- 
son, treasurer of John the Shoeman, 
Inc., large footwear retailing firm, is 
president and general manager of Big 
Chief Corp., just started in this city 
as a mammoth super market with many 
departments ranging from food sec- 
tions to men’s clothing and footwear. 
The shoe department is featuring pop- 
ular-priced shoes which were given con- 
siderable space in their opening news- 





paper announcement of two full pages. 
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WHOLESALE PRICES DECLINE SLIGHTLY 





WASHINGTON, D. C.—Whaolesale com- 
modity prices reacted during the past 
week and moved downward fraction- 
ally according to an announcement 
made today (Thursday) by Isador Lu- 
bin, Commissioner of Labor Statistics 
of the U. S. Department of Labor. The 
decrease which amounted to one-tenth 
of 1 per cent placed the index number 
at 70.8 per cent of the 1926 average for 
the week ending December 16, as com- 
pared with 70.9 for the week ending 
December 9 and with 71.7 the high point 
reached during the present year for the 
week ending November 18. The pres- 
ent index is slightly more than 1 per 
cent below the high point of the year. 
Present wholesale prices are 12% per 
cent above the level for the correspond- 





ing week of a year ago when the index 
number registered 63.0 and nearly 19 
per cent over the low the year when the 
index number stood at 59.6 for the week 
ending March 4. 

The general nature of the decline 
in prices was indicated by the fact that 
seven of the ten major groups of com- 
modities decreased, two remained un- 
changed, and only one showed an in- 
crease. 

The hides and leather products group 
showed the greatest decrease by drop- 
ping nearly one half of 1 per cent due 
to falling prices for certain boot and 
shoe items and hides and skins. The 
general average of leather _ prices 
showed a slight advance. 


PRICE INDEX FOR WEEK ENDING— 
Dec.17 March4 Nov.18 Dec.9 Dec. 16 


1932 1933 1933 1933 1933 

ALL COMMODITIES ...... 63.0 59.6 71.7 70.9 70.8 
Farm products ..........esee0- 44.7 40.6 58.7 56.0 55.9 
OQUBS ec .c cacacaddwaces wele eds 58.8 53.4 65.4 63.3 63.0 
Hides and leather products ..... 69.3 67.6 88.5 89.0 88.6 
Textile products ............06. 53.0 50.6 75.8 75.9 76.0 
Fuel and lighting materials .... 71.5 64.4 74.5 74.5 74.2 
Metals and metal products ...... 79.3 77.4 83.5 83.5 83.1 
Building materials ............. 70.6 70.1 84.7 85.3 85.3 
Chemicals and drugs ........... 72.3 71.3 73.5 73.6 73.4 
Housefurnishing goods ......... 73.5 72:7 82.1 81.8 81.7 
Miscellaneous ..........-eeeee0. 63.2 59.6 65.4 65.6 65.6 





Selling Hose to Men 


DETROIT, MIcH.—Making it easy for 
the customer to think about hose has 
been the secret in building up a fine 
hosiery business in French, Shriner, 
and Urner shoe store for men. This 
store carries only higher-priced line, 
normally stocking men’s hose selling at 
seventy-five cents per pair up. 

L. H. Vickrey, who is manager of the 
store, has built the hosiery sales pri- 
marily through the method of display. 
Two deep wall-shelves, mirro-backed 
and lighted, about five feet long, are 
placed a few feet apart near the middle 
of the store, surrounded by the shoe 
stock. Glass was removed from these 
so that the customer could come right 
up to the stock. “Men really like to 
rummage and feel the goods as much 
as women are in the habit of doing, and 
too few stores realize the fundamental 
consumer trait,” according to Vickrey. 

Many-pair sales have been built up 
by the bulk method of pricing — six 
pairs for $4.25 on the display, for in- 
stance, instead of $.75 apiece. As a re- 
sult the bulk sales increase. During 
the Christmas season, hose were sug- 
gested as gifts to every customer, with 
frequent orders for dozens of pairs. 
One customer ordered ninety dollars 
worth for gifts—the store did the wrap- 
ping for him, for over twenty friends, 
although this man had no idea of buy- 
ing gift hose when he came into the 
store. Suggestion - salesmanship did 
that neat trick. 

Suggestion is the other factor in hose 








sales at this store. Every customer who 
comes in is reminded to buy hose, but 
in a very pleasant fashion—and very 
briefly. Any long sentence upon hose 
would too easily irritate. The customer 
wants to be reminded, not told or per- 
suaded, what to buy. 


Hose Distributors Start 


BALTIMORE, Mp.— The Cumberland 
Hosiery Distributors, Inc., Cumberland, 
Md., has been organized and chartered 
to engage in the hosiery and allied lines 
distributing business. Capitalization is 
$100 consisting of 100 shares of com- 
mon stock, each share having a par 
value of $1. The organizers and in- 
corporators are Ernest H. Geare, 
Clifton V. Roby and Charles A. Piper. 








Hose Sales Important 


DETROIT, MicH.—Evening slippers 
have constituted the best recent seller 
in the McBryde Boot Shop in Healy’s 
Department Store, according to Fred 
Temple, manager. This is true of all 
types, and the sales have been so un- 
expectedly high that the department 
has nearly sold out all lines. Staple 
styles rather than novelties prevail. 

Hosiery sales have been a big factor 
in pre-Christmas sales. So extensive 
became the trade, that Temple has been 
forced to turn all hosiery sales over 
to another department of the store for 
these weeks, even sending the hosiery 
clerk from the shoe department to 
handle this trade upon the main floor. 
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Women’s Shoes 























































GENUINE HAND TURNS 
$335 


ONE 
GOOD TURN 
SELLS 
ANOTHER 


FOR JANUARY GRADUATIONS 
NO. 1108 WHITE KID EDNA 





20/8 Heel—AAAA to C 
2% to 8 Pointed Toe Last 


DODGE, BLISS & PERRY ::<. 


WE EWBURYPORT, MASS. 
“THE CORRECT DODGE FOR ALL OCCASIONS” 








ORIGINAL 


Did, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 








THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 
IN STOCK 
Kaffir Calf 







BETT SHOE Co. — 
58 WN. 4th St., Philadeiphia, Pa. 











THE DEPRESSION in the innersole of 


a shoe often causes weakened anterior 
arches of the feet. 


The € y/ 
Innersole 
of 


Ceara Borer 


Remains flat and 
smooth thruout the 
life of the shoe. 






SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 























WHERE TO BUY 


Dancing Shoes and Taps 


oo 














TAP SLIPPERS 


with Taps 
One strap 1.65 

Black Kid < Ribbon tie 
1.70 


One strap 1.85 
Ribbon 7. 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts. 
Philadelphia 


Patent 
Leather 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 


68 hh 8 8 ee 













W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS 
tn Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 
Kid Pullman Slippers 
colors and black with 
Snap Pocket $1.35 
Zipper Pocket $1.50 






KUS8H-IN-EZE 


HAND TURNED 





FOOTWEAR 
IN STOCK 


Ne. (56 Black 
Kid $2.25 
—~ 


No. 202 Black 
Kid $2.00 





SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


KL LILLE 
KLIK ILIKE 








WHERE TO BUY 


Leathers 








MANDRUCCA 


is the registered trade- 


mark of a_ unique, © 
grained leather of @) 


superior tannage, A 
originated by 


i 
the under- . i 
\?) eo of this 


signed. 
trade-mark, 


& directly or by 


& colorful imita- 
<< tion, wittt be 
.> vigorously prose- 


cuted, 


R. NEUMANN & CQ. 


HOBOKEN, NEW JERSEY 
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SUEDES YEAR ROUND IN HOLLYWOOD — 





Cline’s French Slipper Shoppe, Hollywood Blvd., 
Hollywood, furnishes these new ribbed suede 
opera pumps stitched in a diamond pattern 


with calf collar and solid leather boulevard 
heel which Wynne Gibson, RKO player, wears 
with her plaid sports frock. 





Broader Toes, Says Hollywood 


HOLLYwoop, CaALir.—Practically all 
men’s stores on Hollywood Boulevard 
report the boulevardiers are favoring 
broader toes, the tendency having ap- 
peared about three months ago. Roos 
Brothers, Schab’s, Gibson, Inc., and 
others find the extreme pointed toe 
losing ground. 

The Florsheim Shoe store has, how- 
ever, found its clientele sticking to the 
narrow toes with the same old zeal. 
The reference is to dress shoes. When 
Hollywood gets out its sport models 
early in the spring then the jig is up on 
everything but sport models, practi- 
cally all the merchants say. 





New Moccasin Type 


A strong lace is run through shiny 
eyelets from the back to the front of a 
new style mocassin, and being tightened 
and tied it holds the side walls snug to 
the side of the foot. The upper is of oil 
tanned cowhide, and the outsole is of 
the water resisting sort, and the shoe is 
good for street wear, especially when 
the walking is rough or wet, as well as 
for winter sports. 


Krinkle Soles 


Boston, Mass.—Krinkle sole shoes 
are selling briskly, especially to the 
college girl trade. The shoes are welts. 








They have soles that are grained with 
krinkles, something like the ribs of a 
washboard, and the wearers say they 
won’t skid on a slippery sidewalk. Be- 
sides, the leather is waterproofed. This 
idea of krinkle soles is going to be de- 
veloped in sport shoes for spring and 
summer. 





Moccasin Type Leads 


HoLLtywoop, CaLir.— A moccasin 
type dress shoe with flat bottom built 
both for comfort and for style priced 
at ten dollars continues to be the big 
leader in the men’s shoe department of 
the Roos Brothers men and boys’ de- 
partment store here. 

R. L. Taylor, the manager, finds the 
number of blacks steadily gaining but 
in this particular type browns still 
lead. 

Mr. Taylor is playing heavy on white 
buck with a crepe sole. He has found 
the demand for crepe soles, as opposed 
to leather, rapidly increasing in white 
and white combination summer shoes. 





Turns for Dress 


WAKEFIELD, MAss.—L. B. Evans’ Son 
Co. have a volume of orders for hand 
turned oxfords and pumps for men of 
patent and dull leathers, these being 
for formal dress wear. 
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Beacon Shoe Co. Reorganizes 


MANCHESTER, N. H.—At a recent 
election of executives of the Beacon 
Shoe Company, the following names 
were announced: F. J. Murphy, Chair- 
man of the Board; J. P. Smith, Presi- 
dent; General J. D. Murphy, Treas- 





JAMES P. SMITH, President. 


urer; Malcolm E. Hoyt, Secretary; 
Fred <A. Junior, Vice-Preisdent in 
Charge of Production. 

F. J. Murphy is one of the most 
prominent and successful shoe merchan- 
disers in New England. 

J. P. Smith, best known as one of 
America’s authorities on shoe styling, is 
responsible for many of the new ideas 
in shoe manufacture in the higher- 
priced fields. He has contributed to a 
great extent in the matter of store 
policies and methods. 

Gen. J. D. Murphy is also a very 
well-known New England executive— 
with the many problems of the shoe 
business well in hand. 

Fred A. Junior has had wide experi- 
ence in the production of high-priced 
shoes and is now applying his methods 
to the production of moderate-priced 
shoes. 

The Company’s new policy in the 
matter of merchandise offered to the 
trade, as announced by the new Presi- 
dent, J. P. Smith, is to the effect that, 
in the present market there is a de- 
mand for instock men’s shoes in the 
medium-priced field that have the style 
and appearance of footwear ordinarily 
offered at much higher prices. The 
Beacon Shoe Company proposes to style 
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their shoes so as to make favorable 
comparison with any footwear shown 

. medium-price notwithstanding. 
This Company believes that right now, 
and for several years to come, advanc- 
ing prices will be well ahead of the 
incomes of thousands of men who know 
good style and appearance shoes. They 
propose to design shoes for this market. 





Texas Convention Plans 


Dates for the joint convention of the 
Texas-Oklahoma Shoe Retailers and 
Southwestern Shoe Travelers are Janu- 
ary 28-31, 1934, with the Adolphus 
Hotel as headquarters. It will be held 
during the Market Season of the Whole- 
sale Merchants Association, dates of 
which are January 29-February 17. 
The Adolphus is reserving five floors, 
from the seventh to the eleventh, inclu- 
sive, for the Shoe Convention and al- 
ready has requests for about 100 sample 
rooms. 

Due to the new code of the Boot and 
Shoe Manufacturing Industry, there 
will be no sample room reservation fee 
such as has been charged to help defray 
expenses of the convention. As custom- 
ary, the Southwestern Shoe Travelers 
Association will have complete charge 
of sample room privileges and assign- 
ments. In order to secure sample room 
assignment you must be a member of 
the Southwestern Shoe Travelers, or 
some branch of the National, with dues 
paid for 1934. All salesmen working in 
sample rooms during the convention 
must also be members of the South- 
western Shoe Travelers. 





Spangler Goes to Milwaukee 


New York, N. Y.—E. K. Spangler, 
who has resigned as shoe buyer for 
James McCreery & Co., will soon join 
Ed. Schuster & Co., Milwaukee, as 
buyer and merchandiser of men’s 
women’s and children’s shoes, 





To Discuss Code for Travelers 
[CONTINUED FROM PAGE 253] 


W. T. Mitchell, president; L. L. Imig, 
vice-president; T. A. Delany, secretary- 
treasurer. 

Regional governors include Harry P. 
Lynch of Boston; H. L. Ware of Chi- 
cago; Ross Bates of Minneapolis; J. E. 
William Prescott of Des Moines; E. H. 
Moody of San Antonio; Paul S. Lippin- 
cott, Jr., of Philadelphia; William J. 
Ahern of San Francisco; and Leo M. 
Baker of St. Louis. 

Committee chairmen for 1933 are: 

Publicity, T. A. Delany; Railroad, 
E. C. Keleher; Style, M. E. Tobias; 
Transfer and Baggage, John W. Bates; 
Legislation, Frank L. Fitzpatrick; 
Hotel, W. L. McMannis; Membership, 
Frank M. Brown; Education, J. J. Kal- 
tenbrun; Budget, John F. Powers; 
Trades Cooperative, John Roedder; In- 
surance, Charles W. Morrill. 
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QUICK PROFIT ITEM - 50: 


SIMPLEX SHOE TREES 


SELF ADJUSTING— 
A gentle squeeze 
inserts or removes. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 











available in several Eastern, 


ences, etc., in your first letter. 





SANDAL AND SLIPPER SALESMEN 


“Kozy Komforts’”’ Sport-O Sandals, Slippers and Comfort Footwear Lines are 

Central and Southern States. 

did Side Line Proposition to experienced actively working Shoe Salesmen. 

Write at once; giving us full one — experience, territory covered, refer- 
rite to 


Kozy Komfort Shoe Mfg. Company, Milwaukee, Wisconsin 


We offer a splen- 








LOW-PRICED line shoes for southeast and 
southwest Texas. 15 years’ road experience. 
Specialty shoes. R. P. Bryarly, Tuleta, Bee- 
ville County, Texas. 





WANTED: Have been selling the good New 
Y York State trade for a number of years 
with a well-known line and am interested in 
carrying a short in stock, popular priced, estab- 
lished side line. Preferably women’s. Address 
D-588, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





New England Salesmen 


The Simplex Shoe Mfg. Company is in- 
terested in receiving applications from 
live-wire salesmen, experienced, who have 
traveled in New England territory and 
know the trade. Preference given to men 
with juvenile shoe experience. Please 
five full information in your first letter 
as to past experience, lines represented, 
number of years in territory, yearly sales 
and shipments, age, etc. 


Simplex Shoe Mfg. Company 
Milwaukee, Wisconsin 











ALESMEN, established trade to sell on com- 

mission as side line. Short, snap line 
leather sole beach sandals, Women’s an 
Sport Straps and Oxfords, Women’s 
Comfort styles, Men’s and Women’s sli 
All carried in stock. Territory open, 
pushes, Sele, —oe ag Kansas, M fon 
i , Oregon, Michigan, New » North- 
western New York State, Long tsiand? Brook- 
lyn, California. A good money mak side 
line. Give full information first letter. Nestle 
toe Slippers, Inc., 168 B. Chandler St., Worces- 
ter, Mass. 


Girls’ 
Kid 





ANTED: Experienced salesmen, with good 

following, for New England states, Middle 
West and Pacific Coast to solicit Jobbing, 
and Department Store trade on medium grade 
Pre-welt shoes, on commission basis only. Can 
be carried as side line. Address D-581, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





MAN calling on Leather Findings Wholesal- 
ers to handle as side line product of proven 
merit. Unlimited possibilities for right person. 
Write Rayne P. Bacorn, Box 163, Elmira, N. Y. 


SALESMEN 


Experienced with established trade to carry popu- 
lar-priced line of men’s ladies’ house slippers 
and novelty boudoirs. Straight commission basis. 
State territory covered, experience and references. 
Most territories open. 
Address D-586 
Care Boot & Shoe Recorder 

239 West 39th St., New York, N. Y. 











— XPERIENCED salesmen to carry popular 
priced men’s, boys’, growing girls’, misses’ 
and children’s shoes—Commission basis only. 
Good territories open. References with applica- 
tion necessary. Brilliant Brothers Company, 
182-184 Lincoln St., Boston, Mass. 





S ALESMEN WANTED—with established ter- 
ritory in Eastern and Western Pennsylvania, 
New Jersey and Eastern Shore of Maryland to 
carry as a side line, on a commission basis, our 
line of welt arch support shoes in stock at all 
times from A to EE State territory covered 
and lines now carrying. Address D-585, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


FOR SALE 
Ea ~guen’s shoe store. Good loca- 











ion, e rent, $2,000.00 required. 
Address D-583, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








POSITION WANTED 


MAN experienced in men’s and women’s hand- 
made custom shoes, also orthopedic and 
shoes for cripples, capable of carrying complete 
line high-class shoe repairing, desires position 
of foreman. Interested in partnership or rental 
of space in high-class section of Manhattan. 
Address D-587, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





FoR Chicago and surrounding territory, a 
» popular-priced ladies’ novelty. Have follow- 
ing in territory. Address D-589, care Boot & 
Shoe Recorder, 367 West Adams Street, Chi- 
cago. 





WANTED: Women’s Mossity, chee (in stock) 

to retail $3.50 to $5.00 New York State 
territory, outside of Metropolitan District. Com- 
mission basis only. Address D590, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








Vanity Managers Shifted 


DENVER, CoLoO.—Harry Block, for- 
mer shoe buyer for the Calhoun Dry 
Goods Co. at Muskogee, Okla., has suc- 
ceeded Claude Tracy as manager of the 
Vanity Slipper Shop, located at 717 
Sixteenth street here. Tracy was trans- 
ferred to a company store in Chicago, 
and is now in Nashville, Tenn. Lee 
Smith has also taken the place of Ed- 
gar Francis as assistant manager. 
Smith was Block’s assistant at the Cal- 
houn store. Block reports conditions 
improving rapidly, business having 
more than doubled in recent weeks. 


Beers With Log Cabin Store 


ALLENTOWN, PA.—Walter M. Beers, 
well known in the shoe field, and for- 
merly with the A. S. Beck Shoe Com- 
pany, Wilkes-Barre, is now manager 
of the Log Cabin Exclusive Shoe Parlor 
for children. 








Minimum 
$1.25. When a box 





5 cents. For all other classified advertisements 
number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
i the rate is 7 cents per word. Minimum charge 


In all other cases each 








When writing advertisers please mention Boot and Shoe Recorder 
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WANTED TO PURCHASE 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks ef shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4288 and 4299 








POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 


IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 

















Julian & Kokenge Elect Officers 


CotumsBus, O.—At the annual stock- 
holders meeting of the Julian & 
Kokenge Co. held Dec. 18th, Fred Lind- 
sey, representing the Central Trust Co. 
of Cincinnati, was named a director to 
fill the vacancy caused by the death of 
Milton Adler, who was chairman of the 
board. 

The board of directors organized by 
naming Herbert N. Lape president; 
Herbert L. Lape, Jr., vice-president; 
Howard B. Lape, secretary, and Walter 
C. Spohr, treasurer. These officers with 
Mr. Lindsey, R. H. Mayers, Cleveland, 
and Felix W. McCarthy, Columbus, con- 
stitute the board. 

President Lape announced the re- 
leasing of the factory building site in 
Cincinnati for a period of two years. 
He said: “While at present there is no 
intention of moving any part of the 
manufacturing or office force to Cin- 
cinnati, we re-lease as a matter of: pro- 
tection.” 

The company officers report a steady 
increase in business since the traveling 
force went on the road and within a 
short time the plant will be up to 
capacity production of 3000 pairs daily. 





Gen. Johnson N.R.D.G.A. 
Convention Speaker 


New York, N. Y.—General Hugh S. 
Johnson, National Recovery Admin- 
istrator, will address several thousand 
merchants and retail executives in New 
York, Jan. 18, during the annual con- 
vention of the National Retail Dry 
Goods Association, trade association of 
the department and specialty stores, it 
was announced today. 

The National Recovery Administrator 





MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 








SHOE CARTON LABEL 


SPECIALISTS 
TT PRINTERS. DESIGNERS AND ENGRAVERS] | 
THE AMERICAN PRINTING” LABEL CO 
SIG-FI6E I2th St, CINCINNATI OHIO 


‘ill 
QU LY 
/ Wrute Row fot Samp Ces | 








KANT-SLIP 


The Marvel Sale Saver 
META CUSHION- 


and shock-absorbing heel cushion on 
high grade Kid 34 Sock lining. A real 
comfort feature. 


REFLEX-CUSHION 


Supports internal cuneiform arch, 
cushions metatarsals’ heads, and ab- 
sorbs heel shocks. 


SHOCK ABSORBING- 


heel cushions, metatarsals, and other 
features in bulk. All features made 
from special cc ds of spong 


rubber and designed by experts. 


RATCLIFF PRODUCTS & SALES CO. 


529 Eastmoor Blvd., Columbus, O. 




















has on various occasions spoken to 
labor, consumer, and manufacturing 
bodies since he took up his duties in 
Washington. This occasion will be the 
first at which General Johnson will 
have appeared to deliver an address di- 
rected specifically to retailers. Because 
of the close relationship between re- 
tailers and consumers, his message is 
expected to be of nation-wide interest. 





A.M.C. Representatives to 
Attend N.S.R.A. Meeting 


NEw York, N. Y.—Among the thou- 
sands of shoe buyers who will be 
present at the N.S.R.A. convention, 
Jan. 7 to 10, to be held in St. Louis, 
are the New York representatives of 
the A.M.C. shoe group. 

The three shoe executives heading the 
departments represented are Jack Zir- 
kel, upstairs group; George Dupee, 
men’s and boys’ upstairs group, and Al. 
O’Shea, of the basement group. 

Many buyers of the A.M.C. group 
will be in attendance. 





Cantilever Store Moves 


CHATTANOOGA, TENN.—The Canti- 
lever Shoe Store conducted by C. T. 
Dykes for fourteen years in this city 
has moved to new and improved quar- 
ters in a lobby store in the James 
Building on Broad Street. Better busi- 
ness conditions have made this change 
desirable, and advantage has been taken 
of the opportunity to increase the at- 











NEW IMPROVED 


Porry CUP 44 9 


for Price Tickets ca 


ta 










gross 
TILTS AT ANY ANGLE 


$3.75 


dozen 





$2.00 © 


half 
dozen 


POLLY SHOE HOLDE 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 

















tractiveness and service facilities of the 
store. Cantilever shoes will be featured 
exclusively, in both men’s and women’s 
styles, and particular emphasis will be 
laid on the new Cantilever children 
shoes designed by Dr. J. H. Styles, Jr., 
orthopedic specialist. According to 
their makers, these shoes have met a 
most enthusiastic response wherever 
shown and are rapidly being recognized 
as the finest line of shoes ever offered 
for children. 





Moore Buys Jeffress Store 


MARTINEZ, CALIF.—J. O. Moore has 
purchased the attractive Jeffress Shoe 
Shop from C. H. Jeffress. 








OBITUARY 








Edward A. Fischer 


TRENTON, N. J.—Edward A. Fischer, 
who was an active and well-known shoe 
dealer in Trenton, died suddenly at the 
age of 74. Mr. Fischer had been ill for 
some time and was finally stricken with 
a heart condition. He was well liked 
by all who knew him. His wife and 
three children survive him. 


M. M. Johnson 


Moses McFarland Johnson died sud- 
denly in Hollywood, Cal. Mr. Johnson 
was engaged in the manufacture of 
shoes in his own shop in Waldoboro but 
better known as the Southern repre- 
sentative of the W. L. Douglas Shoe 
Company, having been connected with 
this firm for about 20 years. 































BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass....... oo 6 
Allen, Edmonds Shoe Corp., Belgium, Wis........ 109 
Air-0-Pedie Shoe Co., Brockton, Mass.. vove 0 
Ault-Shackford Shoe Co., Auburn, Me............ 105 
Ault-Willianson Shoe Ce., Auburn, Me.. . 206 
Bancroft-Waiker Co., Boston, Mass. ~ 
Bass, G. H., & Co., Wilton, Me..... con enn See 
Beacon Shoe Co., Manchester, N. H. ..........+6 199 
Bett Shee Co., Phila., Pa. ..........ceeeeceeeees 259 
Biue Ribbon Shoemakers, Inc., St. Louis, Mo...... 76 


Brauer Bros. Shoe Co., St. Louls, Mo.......... 60 
Brockton Cooperative Boot & Shoe Co.. Brockton, 108 


|| PT EPELELELELEEEEE LILY ee 
Brooks Shoe Mfg. Co., Phila., Pa................ 260 
Brown Shoe Co., St. Louis, Mo...........see+00. G1 
Cambridge Rubber Ce., Cambridge, Mass.......234-235 
Capito! Shoemakers, St. Louis, Mo.............++ 59 
Gomtees Gheo Go., Bt. Tawls, Mo. cccesccccvevccese 62 
Chase, W. S., Sons, Haverhill, Mass..........++- 260 
Clapp, Edwin, & Sons, Ine., E. Weymouth, Mass.. 258 
Colt-Cromwell Co., New York City........+.s000. 236 
Connell, J. M., Shoe Co., So. Braintree, Mass.... 232 
Coon, W. B., Co., Rochester, N. Y.............- - 104 
Curtis Shoe Co., Marlboro, Mass........... - 102 
Cushman, Charles, Co., Auburn, Me.........-+0+ . 219 


Dainty Maid Slippers, ine., Brooklyn, N. Y... 228 


Dickerson, Walker T., Co., Columbus, O......... 96 
Dodge, Bliss & Perry Co., Newburyport,Mass. .204-259 
Dunn & McCarthy, Inc., Auburn, N. Y.........- 212 
Ebberts, John, Shee Co., Buffalo, N. Y........+.+ 259 
Edwards, J., & Co., Phila., Pa............222+223-226 
Enna Jettick Shoes, Auburn, N. Y............ 100-101 
Ephrata Shoe Co., Ephrata, Pa...............000 252 
Florsheim Shee Co., Chicago, Ill...... csubuns cee eee 
Ford, C. P., & Co., Rochester, N. Y.............. 216 
Fried, Lazarus, & Sons, New York City.......... 9 
Friedman, B., Shoe Co., New York City.......... 8 
Friedman-Shelby Shoe Co., St. Louis, Mo........ 55-56 
Gilbert Shoe Co., Thiensville, Wis............... 224 
Green, Daniel, Ce., Dolgeville, N. Y 2nd Cover 
Green Shee Mfg. Co., Boston, Mass. Back Cover 
Greves Shoe Co., Chicago, Ill............ceee0ee 214 
Hannahsons, Haverhill, Mass................000 218 
Harrison Shoe Co., Everett, Mass.............. 194 
Hilt Bres. Ce., Hudson, Mass...............00 200 


Huth & James Shoe Mfg. Co., Milwaukee, Wis. 202-203 


Ideal Baby Shee Co., Danvers, Mass............ 261 


Keith, Geo. E., Co., Brockton, Mass.......... . 9 
Kirkendall Boot Co., Omaha, Neb.............. 257 
Kreider, A. &., Shoe Co., Annville, Pa......... 220 
Kreider, W. L., Shoe Co., Palmyra, Pa......... 227 
Krippendorf-Dittmann Co., Cincinnati, 0........ . 210 
L. & 8. Shoe Co., Ine., New York City.......... 4 
Lion Shoe Co., Ine., New York City........... . 8 
Lumbard Shoe Co., Auburn, Me............... - 92 
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Miller, 1., & Sons, Long Island City, N. Y. 2086-209 


Minor, P. W., & Sons, Batavia, N. Y.......... . 4 
Morris, Dr., Shoe Co., New York City............ 8 
Mound City Shoe Co., St. Louis, Mo............ 83 
Musebeck Shoe Co., Danville, Ill................4 86 
Settioten, A. E., Syracuse, N. W..ccccccscccesecs 258 


Nunn, Bush & Weldon Shoe Co., Milwaukee, Wis. 188 


Old Colony Shee Co., Brockton, Mass............ 258 
Orthopedic Shoes, Inc., New York City.......... 95 
Paramount Shoe Ce., St. Louis, Mo.............. 74 
Pedigo-Lake Shoe Co., St. Louis, 58 
Pennant Shoe Co., St. Louis, Mo. 78 





Peters, Branch of |. S. Co., St. Louis, Mo..75-77-79 


Queen Quality Shoe Co., St. Louis, Mo.......... 16 
Racine Shoe Mfg. Co., Ravine, Wis............ 190 
Rice-O'Nell Shoe Co., St. Louis, Mo............ 54 
Richards & Brennan Co., Randolph, Mass...... 258 
Rogers Bros. Co., Boston, MaSs..........eeeeee+s 217 
Robinson-Bynon Shoe Co., Auburn, N. Y......... 91 
Roberts, Johnson & Rand, Ine., St. Louis, Mo....64-65 
Saks, M. J., Shoe Co., New York City.......... 8 
Servus Rubber Co., Rock Island, Ill............ 5 
Shaft-Pierce Shee Co., Faribault, Minn........ 259 
Shapack Sons Co., New York City.............. o 8 
Shaw, M. T., Ime., Coldwater, Mich............. 198 
Smith, J. P., Shoe Co., Chicago, Ill...........196-259 
Stacy-Adams Co., Brockton, Mass.........ssese08 192 
St. Louis Novelty Shoe Ce., St. Louis, Mo....... 80 
Taylor, E. E., Corp., Brockton, Mass............ 197 
Tupper Slipper Corp., Brooklyn, N. Y.........230-231 
Tweedie Footwear Corp., Jefferson City, Mo...... 66 
Union Boot Mfg. Co., Sheboygan, Wis............ 236 
United Shoe Mfg. Co., St. Louis, Mo.......... 72 
Valley Shoe Corp., St. Louis, Mo............... 
Vaughan Towle Co., Wakefield, Mass............ 260 
Vitality Shoe Co., St. Louis, Mo.............. 68-69 


Weyenberg Shoe Mfg. Co., Milwaukee, Wis...186-187 
Wolff-Tober Shoe Ce., St. Louis, Mo.......... 70 
Wright, E. T., & Co., Ine., Rockland, Mass...... 88 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass..... eecccccccccccce 144 
Amalgamated Leather Cos., Wilmington, Del..... 142 
American Hide & Leather Co., Boston, Mass..118-119 
Amer, William Co., Philadelphia, Pa......+..+.+ 184 








Avon Sole Co., Avon, Mass............. cocccese 196 
Barbour Welting Coe., Brockton, Mass........ 166-167 
Bayer-Robertson Co., New York City....... cocce 188 
Beggs & Cobb, Boston, Mass...... coccccccccccoe OOS 
Colonial Tanning Ce., Boston, Mass........... 148 
Dewey & Almy Cliemical Co., Cambridge, Mass. 
Front Cover-160-161-170-171 
Dimond Kid Co., Boston, Mass.......sseseee-. 130 
Dryden Rubber Ce., Chicago, Ill....... cocce 062 
Dungan, Hood & Co., Philadelphia, Pa........ 140 
Eagle-Ottawa Leather Co., Whitehall, Mich.... 110 
Evans, John R., & Co., Camden, N. J....... 138-139 
Firestone Footwear Co., Hudson, Mass.......... 178 


Gallun, A. F., & Sons, Inc., Milwaukee, Wis.. 114 
Goatskin Tanners, New York City.............. 146-147 





Hubschman, E., & Sons, Philadelphis, Pa........ 123 
Hunt-Rankin Leather Co., Boston, Mass........ 120 


Kepner, C. D., Leather Co., Boston, Mass...... 122 


Kistler Leather Co., Boston, Mass.......s.see00 164 


Lawrence, A. C., Leather Co., Peabody, Mass..124-125 


Levor, G., & Co., New York City...........  1-132-133 
Lucius Beebe & Sons, Ine., Boston, Mass..... oe 145 
Neumann, R., & Co., Hoboken, N. J........ - 153-260 
Northwestern Leather Co., Trust, Boston, Mass. 126-127 
Panther-Panco Co., Chelsea, Mass.......... + 174-175 
Rapeo Leather Co., So. Milwaukee, Wis......... + 152 
Respro Co., Providence, R. I........ Biscesausape 182 
Salomon & Phillips, New York City............ 154 
Skinner, Wm., & Sons, New York City.......... 156 
Surpass Leather Co., Philadelphia, Pa........ 14-136 


Trostel, Albert, & Sons Co., Milwaukee, Wis.... 112 


Widen, Peter, Sons Co., Salem, Mass............ 116 
Young, Richard, Co., New York City............ 14 
Zapon Co., The, Stamford, Mass................ 158 
Ziegel-Eisman, Boston, Mass...............0006 14 


SHOE ACCESSORIES 


Ratcliff Products & Sales Co., Columbus, O...... 263 
Scholl Mfg. Co., Chicago, Ill................ 000 248 
Selva & Sons, New York City............... eee 256 
Simplex Shoe Tree Co., Chicago, Ill............ 3-261 
Watk-Eze, New Work Clty... .cccccsscccccccsee 258 
Weller, E. E., Co., Providence, R. I............ . 183 
Williams Mfg. Co., Portsmouth, O.............. 261 
Wierd’ Ge., Oi. Teele, Meee cccscccccacccsccee 81 


SHOE STORE EQUIPMENT 
American Seating Co., Chicago, Ill.............. 248d 


Cameron & Co., Chicago, Ill........... soeceees 2480 
Claff, M. B., & Sons, Inc., Randolph, Mass..... 246 


Pollinger, M. D., Co., St. Louis, Mo....... soe 263 
Shee Form Co., Auburn, N. Y...........e0eeeee . 251 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Compo Shoe Mach. Corp., New York City....240-241 


Conaway-Winter Studios, Brooklyn, N. Y....... o. 215 
Fitz-On Sales Corp., Worcester, Mass........... . 180 
Mears, Fred W., Heel Co., Boston, Mass....... . 168 


Spaulding Fibre Co., No. Rochester, N. H..... 172 
Tubular Rivet & Stud Co., Boston, Mass........ 181 
United Shoe Machinery Corp., Boston, Mass. 2-238-242 





MISCELLANEOUS 

American Printing & Label Co., Cincinnati, 0... 263 
DeWitt Operated Hotels........... dinehecences ee eee 
Eastern Commercial Travelers Accident Assn., 

Boston, Mass. ..ccsccsscccsees . 249 
Hotel Martinique, New York City. . 254 
Irvin Rubin, New York City.........---se++ . 263 
Kirsch-Blacher Co., New York City..........- . 263 
Marbridge Bidg., New York City..........-+ +. 252 


National Retailers Mutual Ins. Co., Chicago, Ill.. {2 
Poster & Deutsch, New York City..........++++++ 263 
Tolman Print, Brockton, Mass........ss.seeeeees 244 
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YOU KNOW ABOUT 
MCNEELY'S 


no. 88 


Last year, you found that No. 88 was a thoroughly 
saleable color—a navy that looked sufficiently 
dark by daylight, sufficiently blue by artificial 
light, and could be worn with all costume blues. 


This year this color is available in 





two leashews, 


GLAZED , . MOROCCO 
KID GOAT 








® a) 
No. 88 No. 88 
for formalized sports and after- a new grain, for sports and spec- 
noon shoes tator shoes 
MCNEELY DIVISION 
ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 

C) 9 
> ae Tt the Pos "1S st Oftice at New Fork. N 4 pny & Ry. a ot Ma = 31879. ane aus pr ane "$3.00 wae on "Print ted in nu. S » ogy ee 











Resolved 


THAT, in view of Easter occurring early 
in 1934... April first...and white shoes 
being indexed for greater volume selling 
than in any previous season, we shall 
everlastingly keep impressing merchan- 
disers, for their own good and ours, wiih 
the truth that white LEVOR washable kid 
footwear offers the utmost security for 
profitable retailing. 


AND, that in 1934, we shall show manu- 
facturers and merchants compelling 
reasons why they should emphasize 
these three cardinal qualities of “THE 
WHITEST WHITES” in their selling and 
advertising: PURE, PERMANENT WHITE- 
NESS; WASHABLE SURFACE; DEPEND- 
ABILITY OF THE LEATHER which has 
satisfied millions of wearers each season 


























OME THE GREATEST WHITE Kip SEASON 











_LEVOR_& CO. INC. 


GLOVERSVILLE... NEW 


Re. FO. PR AL fa Ba. 




















Job Hunters Need Shoes 


Penniless men who lack proper shoes for trudging in search of work 
—Needy men who could get snow removal work if decently shod— 
Destitute men and women, barred from self support by lack of shoes 
—Children who need shoes to go to school—These and many others 


apply continually to New York Chapter of the American Red Cross, 


ASKING FOR SHOES 


The Chapter’s relief stock of shoes has been given out. This is called 
to the attention of members of the Boot and Shoe Industry, always 
generous in support of the Red Cross. Contributions of shoes—any 
quantity—for men, women and children—shoes withdrawn from 
the market because of style changes or for any reason will be grate- 


fully received and given to people in real need. 


Put Them On Their Feet 


If You Will Give, Please Address 


AMERICAN RED CROSS 


NEW YORK CHAPTER 


315 Lexington Ave., New York 





This advertisement contributed by 
courtesy of Boot & Shoe Recorder. 
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What every merchant should know 










































































If you catered only to readers of THE AMERICAN WEEKLY, 
you'd do twice as much business as you could possibly do 
by catering to the readers of any one other magazine. This 
is because THE AMERICAN WEEKLY has twice as much 
. Circulation, reaches twice as many people, makes twice as 
many customers for products advertised on its pages. 
That’s why you get faster turnover, bigger profits from 
featuring merchandise advertised in this Mighty Magazine. 














The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


circulation. a 
In each of 93 cities, it reaches one out of every two families 


In 110 more cities, 40 to 50% of the families 
In an additional 157 cities, 30 to 40% 
In another 169 cities, 20 to 30% 


-.. and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 





reatest 
Circulation 
in the World f ih / { y 
ERR ie ED, VOY) ey CEE ee ED, A, ERs 


“The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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ENDICOTT JOHNSON CORPORATION, JOHNSON CITY, NEW YORK 
A MODERN CEMENT SHOE FACTORY 
THE LARGEST SINGLE CEMENT SHOE INSTALLATION IN THE WORLD 
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AS WELL AS THE FOOT! 


A RIGHT-AWAY, smashing hit with 
buyers everywhere! The Superb 
Styling of the new STANDON line 
turned the trick. No limit to their 
praise of its eye-appeal, exclusively 
patented features and perfect balance 
of construction. 

Look! The tennis shoe illustrated 
above, No. 5012, typifies the style and 
strength which make STANDON 
the sure-fire, large volume and profit 
winner for 1934. Long-wearing Nat- 
ural Crepe molded soles; heavy 
ribbed white toe guard all around 
shoe; neat inside crepe foxing; sporty 
wing tip. Finest grade Army Duck 
uppers; double-stitched arch sup- 
ports; eyelet stay and back stay. 


NOTHING TAKES THE PLACE OF 





Here’s the STANDON genuine 
leather ventilated insole, made by a 
secret tanning process, that reduces 
sweating and smelling and eliminates 
burning feet. Now improved by a 
new added feature—VENTILATED 
—by perforating which helps the sole 
to “breathe.” Stitched into position 
by a patented construction impossible 
to imitate. Can’t shift, curl up or 
get lumpy. No rubber can touch 
the foot. 

Dramatic advertising in 1934, the 
kind that packs a punch, will tell 
your customers about STANDON 
Style, Quality and Exclusive 


¥ 
men are ready with samples. hand 


Features.Order now.Our sales- 








1934 














GOOD LEATHER—FOR INSOLES 


ENDICOTT-JOHNSON 





Better Shoes for Less Money 
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